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GOODYEAR 


welt shoes 


NATIONAL VOICE OF THE TRADE 
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Designed for women’s and men’s shoes in the 
volume bracket and used today in millions of pairs 
of shoes. Gives a balanced shoe construction that 
helns put welt shoes in the price range people can 


afford to pay. 


SHOE MANUFACTURERS: Darex Welting is now available 
in 1/9 and 1/12 thickness and widths and bevels to suit 
your needs. Comes in 50 yard hanks in white, army 


rust and black. 


DEWEY AnD ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASSACHUSETTS © MONTREAL 32, CANADA 


_*T. M. REG. U. S. PAT. OFF. 
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shoes 


“Thrill to the Cosmetic Effect of Vitality Shoes.” With this new plus-value 
theme, Vitality national advertising is interesting more and more women in 
Vitality Shoes. 


More than an advertising theme— it is a new concept that translates Vitality’s 
restful fit and comfort into an active beauty aid. A powerful plus to Vitality’s 
“Twice as Smart” styling for every feminine activity! It gives your present 
Vitality customers a wonderful new reason for buying more Vitality Shoes—and 
it gives new customers a great preferential reason for trying Vitality Shoes! 


Put this theme in your Vitality newspaper advertising—in your window displays 
—in your direct mail. Let Vitality’s national advertising work with your own 
promotions. Give it a big play in September, October and November—the 
three months when most women buy their new-season shoes! 














more- 
for-your-money 
shoes 


Complete range of sizes and widths 


Vitality Open Road Shoes for Outdoor 
and Campus Wear 


Vitality Shoes for Children 





Made ty America’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE. COMPANY, ST. LOUIS 3, MO. 
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A Superior Shoe 


Once they've slipped on a pair of 


STYLE 1105 


Doctor shoes they are Doctor cus- 
tomers for life. This profitable re- 
pect business comes not only from 
the extra comfort of these profes- 
sionally designed shoes but from 
the smart styling they'll find in the 
Doctor line. 


The Normalizer 


Especially designed for normal or 
high arches. Patented two-piece 
steel arch support is flexible in 
walking — rigid while standing. 


The Stabilizer 


Patented wood-pegged arch con- 
struction is light in weight and un- 
equaled for strength. The moulded 
Stabilizer provides a firm support 
especially designed for low or 
weak arches. 


STYLE 1726 









STYLE 1126 


HOLLAND-RACINE SHOES, INC. © HOLLAND, MICHIGAN 
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a customer 


Well-cared-for fashion sophisticate Nothing like the new TAN-ART : 
or hard-working plain mama, Suede Kid has ever been made before! 
your potential customer is looking for It typifies LEVOR’S “know-how”— 
something extra in value these days. the triumph of specialization in 


“The Whitest Whites.”* 
Show her shoes made of TAN-ART Suede 


Kid. This fine leather is a favorable selling Compare it and you'll order it. 
point... just as a fine woolen is in a suit. It’s extra value without extra cost! 


Luxurious in texture, soft... 


TAN-ART Suede Kid represents highest — 39 
at the 
quality from raw stock to finishing. LEATHER SHOW 


TAN-ART LVOR 
SUEDE KiD White Kid and 


Brazil Cabretta 


G. LEVOR & CO., INC. 


en Gloversville, N. Y. 




















MILLER TREES 
MAKE 


= ly -. 


SALES! 









O. A. Miller Treeing Machine Company 

















Miller Trees mean business — 
extra business! When you've made a 
sale, the customer is in the right frame 
of mind to buy a pair of Miller Trees. 
He'll appreciate your pointing out the 
way to extend the life and looks of his 
shoes. 

Miller Trees sell quickly — faster than 
the shoes themselves—because there’s noth- 
ing to take off or try on. Miller's are 
available in four sizes, fit practically all 
shoe sizes by easy adjustment length- 
wise. Self adjusting for width. What's 
more, they feature foreparts modeled 
like a shoe last and bottoms hollowed 
out to allow for metatarsal pads. Shoe 
stores everywhere are proving that 
money grows on Miller Trees! 


NEW!- Miller Trees for ski boots 


Skiers value their shoes and 
their feet—a class of buyer 
that’s easy to sell. If you’re 
carrying ski boots this fall, 
write now for details on 
Miller ski boot trees. 







Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 








NOW... Expanded Stock Service 


@ Today our stock department carries volume- 





selling styles in larger size schedules than ever 
before! Some styles in AAAA to EEEE—4 to 15 


... 190 different sizes! 








For Walk-Over dealers, this means increased 






volume, lower overhead, less depreciation, better 







service to customers and fewer “lost” sales. 


May we send you a copy of our new illustrated 






“In Stock” catalog? 







Walk-Over prices from $12.95 







Illustrated: An In Stock style (K3663) featuring 


Walk-Over’s new Vel-Flex construction. 



























give him the leather-velvet softness of real foot luxury ... 


IT’S GALLUN’S ESKIMO — a vegetable-tanned calfskin, firm, full-bodied, supple. 
This glove-soft, oil-treated skin sheds water . . . the lustrous surface glows anew at 
the mere flick of a cloth. 

WE CUT A BOLD BLUCHER PATTERN on our generous Norway Last, give it 
a Full Leather Lining, Chamois-Line the tongue, Hand Lay a soft, deep-yielding 
Gum Sar Sole — a Bold Two-Unit Job — then add the Cavalier touch of Leather 
Lace and Buckle. Style 6039 will retail at about $74.95 


To be seen in the September issues . . . ESQUIRE, PIC, TRUE. Write Dept. 7 for new FALL CATALOG 


E. E. TAYLOR CORPORATION + MANUFACTURERS + BOSTON. MASSACHUSETTS 3 





QR ee er Re a : i 3 PL PS ELE PE, SE FUR FL Ce 


6 


Boot and Shoe Recorder 











— ae ENE ERNIE RASC A 








How 


MARVINOL 


steps up sales 
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For fast sales today . . . repeat sales tomorrow 
. specify products made from Marvinol, the 
modern vinyl resin. 


MORE STABLE! Products made from Marvinol are 
more stable, offer greater resistance to heat and light. They're 
tougher, longer lasting, flexible . . . will outwear leather many 
times. No warping, cracking, shrinkage or scuffing. Theyre 
waterproof, greaseproof, unaffected by 
perspiration. Products made with Marvinol 
can be obtained in a variety of brilliant hues, 
pastels, opaques . . . eye-catchers that are color-fast, 
smoother to the touch. 


EASY-TO-WORK! Moreover, Marvinol-based plastics 
are easy to work with, readily adaptable to fast 
“= production. They can be machined, cut, stitched, 
Se punched, cemented and polished. Marvinol resins are 
backed by years of intensive research, are 
produced in the world’s most modern chemical 
plant. The Glenn L. Martin Company, maker 
of Marvinol, does not compound or fabricate 
in the plastic field, so ask your supplier for 
information and samples or write on your 
company letterhead to: Chemicals 
Division, Dept. B-9, The Glenn L. Martin 
Company, Baltimore 3, Md. 








> FALL STYLES 
TO RETAIL AT 6-95 
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RONNY 


114 Last 1444/8 
leather Square Grooved Heel 


6601-2 Block Elk 
Ghillie 

6601-3 Brown Etk 
Ghillie 

AAA to D 

Sizes 3 to 10 















EMMA 


145 Last 15/8 Celiuloid 
Covered Heel 


3332-2 Black Kid 










GLENNA 


3 114 Last 144%,/8 Leather 
Square Grooved Heel 


5621-2 Black Calf 





























5621-3 Town Brown Fump, Puffed 
Calf Oxford Vomp 
AAA to D AAA to EE 
Sizes 3 to 10 Sizes 3 to 10 


ADELINE 


116 Last 

18/8 Covered Heel 

P-3711-2 Black Kid 
Tie 

3/8 Inch Patent Plat- 
form 

AAA to EE 

Sizes 3 to 10 









CLARIS 


145 Last 15/8 Celluloid 
Covered Heel 
3200-2 Black Kid 
Gypsy 
AAA to EE 
Sizes 3 to 10 







PATSY 
170 Last 17/8 Celluloid 
Covered Heel 
3344-2 Black Kid 
Shirred Vamp 
j Pump 

AAA to EE 

Sizes 3 to 10 














SAXON 


145 Lost 

14%/8 Leather Heel 

3203-2 Black Kid 
Gypsy 

AAA to EE 

Sizes 3 to 11* 













YOLANDE 


116 Last 
17/8 Covered Heel 


3421-1 Black Kid 


AAA to EE 
Sizes 3 to 10 












JOY 
166 Last 
12/8 Leather Heel 
3110-2 Black Kid 
Punched Nurse 
AAA to EE 
Sizes 3 to 11* 


GARY 


116 Last 
17/8 Covered Heel 


5604-2 Black Calf 
Pump 

AAA to EE 

Sizes 3 to 11* 


















SYLVIA 


145 Last 
14/8 Leather Heel 







130 Lost 
13/8 Covered Heel 


5349-2 Black Calf 








3336-2 Black Kid Pump 
Finger Gore, 5349-3 Brown Calf 
Patent Tip Pump 
AAA to EE AAA to EE 





Sizes 3 to 10 Sizes 2% to 11* 





NAN NURSE 


166 Last 
12/8 White Ivory Heel 


6111-1 White Elk, 
Unlined, White 
Neolite Sole 

AAA to EE 

Sizes 3 to 10 
















CHARLENE 








CHRISTINE 
170 Lost 16/8 Celluloid casi Square 
Covered Heel 


5527-2 Black Calf 
Oxford 

5527-3 Army Russet 

Calf Oxford 

AAA to Ef 

Sizes 3 to 11* 





3616-2 Black Kid 
Crinkled Vamp 
Oxford 

AAA to EE 
Sizes 3 to 10 







VIOLA 


116 Last 
17/8 Covered Heel 


3712-2 Black Kid 
Strap 

AAA to EE 

Sizes 3 to 11* 









All shoes are available for make-up with platform. Also can be made up in any material. 


*Sizes 10%-11, 50c extre 


ADVERTISING HELPS: Newspaper mats . . 
al multi-color postals . . 


. NEON LIFE-GUARD SIGNS 


. window cisplay sets . i 
. . . and many others — WRITE US! 


. . booklets . 
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Dollar for dollar..... 


... THERE'S NOTHING FINER 
IN UPPER .LEATHERS 


Beggs and Cobb’s distigctive upper leathers meet the 
needs of the times because they combine premium qualities 
and economy. Manufacturers, using our DRESS SMOOTH 
line, aid retailers in satisfying price-conscious consumers who 
demand beauty of style and quality of product at prices they 
can afford. Our leathers will 
be on display - Booth 71, Tan- 
ners’ Council Leather Show, 
Waldorf - Astoria, September 
14 & 15. 










DRESS SMOOTH.. 


Jn the season's smartest colors. 







METALLIC 


BEGGS & COBB Inc. BOSTON, MASS. 











Choose a Cement = Folding that Fits Your Neet 





Do you need a cement that provides better penetration, a longer tack period 
and faster drying? Then consider these and other qualities to be found in 
the wide range of Be Be Cements for fo/ding. They are typical of the 
extensive line of qualified Be Be Cements for solving shoemaking problems 


in every room of the factory. Ask your United man for a demonstration. 


“GPC ADHESIVES” Be Be Bond 
This handy reference guide is available for Be Be Tex Cements 


your use and will provide you with a listing 
of over 80 shoemaking adhesives. Products of B B Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS 











Mats For Newspaper Advertising Gladly Furnished Free Upon Request 
September |, 1948 








“Half the fun of having feet” for Young America since 1907 
ll 





You can put the full force of Red Goose’s 


terrific national advertising behind the sales in 





your juvenile shoe department by tieing in with 
Red Goose’s dealer advertising material. Over 


68,000,000 ads are appearing this Fall in 82 
WITH A GOO? magazines and Sunday newspapers, pre-selling 
American boys and girls and their parents on 


ACTION SHOES the fit, comfort, wear and style of Red Goose 
FOR BOYS AND GIRLS Shoes. Ask our representative or write us. 


RED GOOSE DIVISION « INTERNATIONAL SHOE COMPANY « SAINT LOUIS 
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Gallun’s Norwegian Calf 


is the leather that sells your shoes— to men 
seeking the new “Bold Look”’ 


This shoe, fashioned from Gallun’s Norwegian Calf, 
is a shining example of the new “‘bold look”’ in men’s 
footwear. Notice how its bold beauty is enhanced 
by the effects of clean punching and pinking. And 
Norwegian Calf, with its warm gleam, rich color, 
and handsome grain, further accentuates the 
masculine appeal of this brogue. 


Moreover, Norwegian Calf is comfortable. Like 
all the famous Gallun vegetable tannages, it is glove- 
soft at the first wearing — and it remains that way 
throughout the life of the shoe, despite repeated 
wettings and dryings. 


Since satisfaction brings your customers back, 
enjoy a profitable repeat business by checking the 
Gallun numbers in your orders to leading shoe 
manufacturers. A. F. Gallun & Sons Corporation, 
Tanners, Milwaukee, Wisconsin 
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hand-boarded gran 


ONE OF THE FAMOUS CALLUN VEGETABLE TANNACES 


Normandie Calf r 9 Cretan Calf 


hond-boorded, gic1ed smooth, byt no! giazed 
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They just can’t take it! 
Genuine reptiles are usually bark- 
tanned and are quickly and perma- 


nently discolored by steam. 


De not attempt te steam-soften 

thermoplastic bex toes in rep- 

tile uppers. Get yeur Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upon which prac- 
tlee your conditions best faver, 

he ean either supply you with 


dry heaters or arrange for your 


Bec 
temporary use of canned pre- 


pared selvent bex toes which 


require ne selvent wete 


ting at pulling-over. 


SEPA TOA WAS FIRE BS FARE IOS IE OLE LL LENE SELES EARN 
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IN YOUR SHOES 


Reg. U. S. Pat. Off 





“Barefoot Freedom” means Miller Orthopedic 
Shoes — and Miller Orthopedic Shoes is the 
same as money in the bank! 


~~ Nowin Stock Again! 


the 3 famous 


MILLER MUSKETEERS 


(along with 11 other orthopedic styles) 


Like all our lasts, they fit as do no 
ordinary so-called orthopedic shoes. 


THE MILLER SHOE COMPANY 


4015 Cherry Street . Cincinnati 23, Ohio 


NEW YORE OFFICE CHICAGO, ILL. 
656 Marbridge Bldg. 1208 Republic Bidg. 


Also 
West Coast Representative 





ORTHOPEDIC DIRECTION OF ALBERT E. KLINKLICHT 


September |, 1948 15 





















omen will see and want the 


women everywhere about the high style, flattering fit, and 
popular price of Grace Walker Shoes. Many of these women buy 

in your trading area. Have you considered selling them Grace Walkers? 
An in-stock, fill-in line, with a complete run of sizes and types, 

Grace Walkers are styled with the distinction of much 
costlier shoes... yet are made to sell 

profitably in the $7.95 to $9.95 retail price range. 


May we show you the Grace Walker line? 


This is Style No. 25012, advertised as the "Natalie" 


in October “Mademoiselle” and November “Charm” 






This is Style No. 25052, advertised as the “Zombie” 







in August “Mademoiselle "and September “Charm” 
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FRIEDMAN-SHELBY DIVISION—INTERNATIONAL SHOE COMPANY-—ST. LOUIS 


, ALL=-WEATHER SPORT SHOES 


Young men will thrill to the feel of these handsome 

SKEE BRUTES by CURTIS. In looks . . . typical rugged ski- 
wear! In casual comfort...typical sports wear! In quality... 
typically CURTIS — created for sturdy long life, to take 
hard, rough wear and keep their handsome lines. At 
CURTIS dealers, coast to coast, where you get America’s 
finest shoe values. Curtis Shoe Company, Inc., 
Marlboro, Massachusetts.. 

FAST SERVICE FROM CURTIS’ 

COMPLETE IN-STOCK DEPT. 


Model 968 has nevelty fastening —rawhide 
lacing through hook-eye and loop. Wine 
steerhide. Triple decker soles, notched welt, 
grooved heel. Model 966 is an adaptation 
from a popular foreign ski boot. Brown 
heavy steerhide, triple decker soles, 
grooved heel. With a water-repellent 
reversed welt all around, for added 
ruggedness. 


Copyright 1948, Curtis Shoe Co.. Inc. 
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Let's This Fiddle Shank is designed to provide maximum 

strength consistent with the style of the shoe. The 

Look Closely broad heel part of the fiddle design provides lateral 
stability and the narrow waist is ribbed for full 


ata support through the arch. The toe part is flattened 








a to eliminate excessive thickness at the ball line. 
oll-fitted - | 
J To maintain accuracy of curve and fit, the Vita- 


Tempering process imparts the structural strength and 
rigidity necessary for the proper support of a shoe. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS ares 








Young-minded 
GENERAL SHOE 

: has young ideas 

in advertising 

that sell for you 





mTOR REE eee 


The GENERAL idea is to help you sell more 


shoes. Our young-minded advertising pulls 
for you... bringing in those young-minded 


customers who comprise the greatest part of 
the buying public. 


General Shoe advertising reaches millions of 
these best-buying consumers through the 
pages of Life, Look, The Saturday Evening 
Post, Collier's, Esquire, Pic, Vogue, Glamour, 
Mademoiselle, Harper’s Bazaar, Parents, Call- 


ing All Girls and Seventeen. Colorful adver- 












Jarman Shoes for men 
Fortune Shoes for men 


Cadillac Shoes for men 
Skyrider Shoes for boys 
Cedar Crest Service Shoes 
Advertised Twenty-One Shoes for women 
Brands 


Valentine Shoes for women 
Fortunet Shoes for women 
Friendly Sports for girls 
Acrobat Shoes for children 
Storybook Shoes for children 


When a General Shoe ad comes out...customers come in! 


tisements, packed with young ideas in fashion 


and merchandising, catch the eye and create 


demand for General Shoe brands. In thou- 
sands of instances customers point out a Gen- 


eral Shoe advertisement, saying, “I want that 
shoe!” 


Young ideas in advertising are part of our 


overall program to give General Shoe Cor- 


poration retailers better service to help them 


sell more shoes. That’s the GENERAL idea! 


Nashville, Tennessee 


at a 








MORE MORE LESS 
STRENGTH DURABILITY WEIGHT Y 
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Consumer acceptance for shoes of Genuine Australian Kan- - 
garoo shoes shows steady growth with each new season, as more 
customers become aware of the desirable qualities of this unique 
leather. Kangaroo’s tightly grained surface is beautiful, polishes 
easier, stays better longer with a minimum of care. But much of 
the growing popularity of Kangaroo Leather has been won for it 
by the fine tanning techniques which have been put into it by 
America’s experienced tanners of Kangaroo leathers. Over six 
decades of tanning “know-how” is the record of these long estab- 
lished firms,* specialists in Kangaroo tanning. Ask for the “Genuine 
Australian Kangaroo—Tanned in U. S. A.” tag on all your Kan- 
garoo shoes. I's your guarantee and that of your customer that 
the leather in them is all that the name implies. 
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our headliner for the hardwood 





the Basketeer 


This is the shoe that Basketball Coaches have dreamed 
about and it has what it takes to make them say “sold.” 
Show them “Basketeer’s” double suction cup sole design 
—they’re all for its extra traction. Point out the buili-in 
pivot block that gives extra wear and protects against 
blisters and bruises. 


*Look for the name ARCH-GARD 
and the Red Ball trade mark—your 
assurance of the best in footwear. 


Reg. U. S. 
Pat. Off. 1901 


BALL- BAND 


Mishawaka Rubber & Woolen Mfg. Co. 
Mishawaka, indiana 


courts! 


fy Tell them about “Basketeer’s’”’ loose duck lining, which 


provides more “foot breathability” . . . about the fine’ 
balance of the shoe which means less chance of ankle 
turns on sudden stops. 


Don’t forget the exclusive ARCH-GARD* that cush- 

ions the foot not only at the heel and the longitudinal 
arch, but the metatarsal arch as well. 
The “Basketeer” is your headliner for the hardwood. Be sure 
to see the entire new line of BALL-BAND Canvas Footwear 
before placing your advance order. Ball-Band salesmen are 
now on the way. 









Never Anything like it 


»-at any price! HERE'S THE 
WORLD’S FINEST SHOE DISPLAY FORM 








ee 


* THEY'RE 
FLAME-PROOF 


Non-inflammable! 


* CORRECTLY 
STYLED! 


They fit perfectly! 





* MANY TIMES 
STRONGER! 


Won't collapse! 





* MORE BEAUTI- 
FULLY DESIGNED! 


* CLOSED TOPS! * PAINTED TOES 


At no extra cost! 


At no added cost! 

Never has ANY new shoe display item won such plays this Fall. And you'll see them in top-rank de- 
acceptance, so quickly! HERE'S PROOF: Name any partment stores, in leading specialty shoe stores, 
of the leading retail shoe chains . . . you'll find from ccast to coast. If you haven’t seen this amaz- 
Frankel's Plastic Shoe Display Forms in their dis- ing new shoe display form, order a sample pair. 


Our “LOW” Form will fit 0/8 to 6/8 heels. Our “MEDIUM” Form 
will fit 7/8 to 14/8 heels. Our “‘“HIGH”’ Form will fit 17 /8 to 23 8 heels. 


FRANKEL PLASTICS CORPORATION 


Shoe Display Form Division 


493 SEVENTH AVE., NEW YORK 18, N. Y. 
JACK B. SHENKER, Sales Manager 


FRANKEL PLASTIC CORP., 493 -7th Ave., New York 18,N. Y. 


Please ship _______ cartons (24 prs. each) of Display Forms. 
__ prs. No. 33, Low heel. ____ prs. No. 55, Medium heel. 
__ prs. No. 77, High heel. TERMS: NET, F.O.B. N. Y. 


Store Name 





Address 








City and State 





Ship via See Nee 
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Miracle-[re ad 


SMART SHOES FOR GRACEFUL POISE 



















ed 


Women automatically approve of the 
rich - looking leathers... the expert 
craftsmanship... the smarter styling-in 

Miracle-Tread Shoes. Here’s value As 
that leads the way to 5 
lively, constanily 


mounting sales. 


A FEW STYLES 
SLIGHTLY HIGHER 


MIRACLE-TREAD DIVISION Craddock-Terry Shoe Corporation « Lynchburg, Virginia 





VIBRATION CONTROL 





A horizontal load equal to five times the 
vertical load is required to produce slip- 
page. In a great many applications the 
Vibra-Mount with Feltan surface has 
entirely displaced methods of application 
Nos. 1. 2.3 and 4. It should be noted that 
Vibra-Mounts. and also method No. 3, 
greatly facilitate rearrangement of 
machines, no bolts being required. 


Vibration is a notorious offender in many 
machines and plants. It shakes floors and 
even entire buildings, disturbs the ac- 
curacy of measuring instruments and of 
precision machine tools, and injures em- 
ploye morale. Obviously, the first step in 
attacking the vibration problem is 
elimination at the source, which can be 
achieved through tightening loose parts, 
and careful balancing of rotating parts, 
but there are many machines containing 
reciprocating parts that cannot be bal- 
anced. For these. felt mountings serve 
admirably. Efficiency of 80% is not 
unusual where American Felt Company 
vibration felts are used for vibration 
isolation or shock dampening. 









































TECHNICAL DATA 


Felt is an engineering material, stand- 
ardized in all its many types. and its 
applications are capable of mathematical 
analysis. Four different types of felt are 
employed for vibration isolation. Full 





Felt mountings are used to absorb vibration of ma- 
chines in the factory of the Daniel Green Company, 
Dolgeville, N. Y., famous manufacturer of slippers. 


PRINCIPLES information regarding them, plus com- 

plete technical data for the engineer and 

When vibration reaches felt, it does work upon it. and much designer. will be found in American Felt Company Data Sheet 

of the energy is converted or absorbed. Some of it appears as No. 10. illustrated, with sample folder. Write on your letterhead 
friction between the closely-interlaced fibres of the material, for your copy. 


and some of it is taken up by working 
against the natural resilience of those 
fibres. In addition. felt permits the 
machine a moderate amount of motion 
relative to its support, so that the 
vibratory forces can be countered in 
part by the natural restoring forces 
within the machine. 

In designing applications of felt for 
vibration absorption or isolation, it is 
important to avoid conduction through 
bolts or other anchors between ma- 
chine and floor or foundation. 

In general, the greatest isolation 
effect is had by using small areas of 
special vibration isolation felt at 
recommended optimum loadings. 
Thicknesses usually are from 1%” to 
132”. Felt mountings are available 
which can be loaded up to 100 pounds Felt is used to isolate vibration on Crompton Punch press mounted on felt. 
per square inch. & Knowles automatic loom No. W-2 at New- 

burgh, N. Y. plant of S. Stroock & Co., Inc. 











} APPLICATIONS 


To prevent sidewise movement or “walking.” there are five < 

simple and effective designs. (1) Short studs may be used erlican. 

which protrude part way into the felt from top to bottom. 

2) Felt washers may be used to isolate lag screws from the Com: 

machine. (3) The felt may be glued with suitable adhesives, 

obtainable from American Felt Company. to both foundation 

and machine. (4) Retaining cups may be attached to both mae porn 
machine and foundation. the cups being shallow enough to 
prevent contact with each other. (5) American Felt Com- 
pany’s new Vibra-Mounts may be used. 





Engineering and Research Laboratories: Glenville, Conn. 
PLANTS: Glenville, Conn.; Franklin, Mass.; Newburgh, N. Y.; 

VIBRA-MOUNTS Detroit, Mich.; Westerly, R. |. 

SALES OFFICES: New York, Boston, Philadelphia, Atlanta, 


Rochester, Chicago, Detroit, Cleveland. St. Louis, Dallas 
San Francisco, Los Angeles, Portland, Seattle, Montreal 


Vibra-Mounts consist of felt pads surfaced on one or both 
sides with Feltan, a rubber-like synthetic elastomer. having a 
high coefficient of friction, plus a positive vacuum gripping, 
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HERES HOW TRIMFOOTS NEW EXCLUSIVE 
(elt -/ale-/oe 


BRINGS LITTLE CUSTOMERS BACK REGULARLY / 


- 
. Be " &. 
a Fs 
4 a liiaiael 











A growing child needs new shoes more often than most mothers With Tell-Tale-Toe, she can watch her child’s feet grow . . . she 
realize! 41% of children under five wear outgrown shoes.* sees for herself how much safe growing room is left in the shoe. 








Toe-prints made on the Tell-Tale-Toe growth register show her RESULT: A mother who is certain she is protecting her child’s 
exactly when it’s time to bring her child back for larger shoes. foot health ... a fitter who makes more frequent repeat sales 
and enjoys greater customer confidence. 


UNSAFE AREA For the first time, your mother customers can actually watch little 


Scan anennanddwbas aes aa feet grow in their own home .. . and tell exactly when shoes are out- 
grown! Tell-Tale-Toe growth registers are packed with every pair 


of Trimfoot Pre-School and School Shoes to help you bring children 
back to your store more regularly. Write for complete details. 


Simple ... Safe! Lipstick is 
applied to Tell-Tale-Toe growth ¢ 
register before it is put in child’s 
shoe. Toe makes color print on register 
as child walks. Mother removes 
rapilr Se ee SHOES FOR THE GROWING YEARS * 


toes inside shoe in action. 
# TRIMFOOT COMPANY, Trimfoot Terrace, Farmington, Missouri 
“National Foot Health Council in Canada, TRIMFOOT LIMITED, Hamilton, Ontario 


ONLY TRIMFOOT SHOES HAVE TELL-TALE-TOE PROTECTION 












Put your sales on a 
firm footing with 


famous character 
[footwear ! 





@ the greatest tot-to-teen-age 
promotion the industry 
ever has witnessed! 


@ exclusive with SPORTING! 


fun-lovin’ Bea 8-% boots 


Hilda Terry's famous Teena comes to life from her equally 
famous syndicated newspaper column and popular book 
idolized by millions of teens! Beautifully clear, vulcanized 





in four colors right into the rubber . . . guaranteed for life 
of the boot! Quality footwear by a famous rubber man- 
ufacturer. 


BOOTS-“TEENA"™ 





4 5 6 7 Price 





aN Growing Girls 
White 1 3 3 3 


8 

2 
Growing Girls 

2 

h 


v 
Red 1 3 3 3 $2.65 ‘ 
. Above Packing Only — Minimum Order 12 pairs of either color. 
s SHOE COMPANY IN 39 Chambers St., New York 7, N. Y. 
‘ : S 5 a los Angeles Office, Room 1202 Haas Building 


“‘When it’s business you're courting, be sure you've got SPORTING!” 


$2.80 
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adorable Mulke @aanilel Fiat LT koe om TOLe slippers and boots 


Captivating little slippers, as bright- 
eyed and whimsical as the original 
screen characters! Reproduced in four 
colors... pre-tested new lasts, chrome- 
leather soles, moulded counters .. . 
durable felt or sturdy leather! 


SLIPPERS 

Style #800 Mickey Mouse, FELT 
2811 Donald Duck, FELT 

Price $1.35 Net 


Style #700 Mickey Mouse, LEATHER 
#711 Donold Duck, LEATHER 
Price $1.90 Net 
Full Sizes 6-3 
Colors: Red and Bive in either choracter 
Minimum Order, 36 pairs of color to character. 
Attractively Boxed 
Terms: Net 30 F.O.B. N.Y. 


0. 





Fascinating animation in clear brilliant technicolor 
vulcanized in four colors right into the rubber . 
guaranteed for life of the boot, too! All the appeal of 
Disney's charming Little Folk at the feet of your young- 
est customers . . . boots by a famous rubber manu- 
facturer! 


BOOTS-MICKEY MOUSE ond DONALD DUCK 
fe [7 Tef effi a2 fis ft J 2 [3 
tata fof etsy sy | | | Isso 
Tere a 1 


PT TT TT | fa fs] [a fsare 
Agee RRA 


Above Packing Only — Minimym Order 12 pairs of either chorocter or color. 














 SUPERGRIP 


Sole Attaching 
Cement 








COMMENDED 


PAR E NTS’ 
MAGAZINE 


CONSUMER 
SERVICE 
BUREAU 


ee ‘he piel to school and 
serious play sounds a merry tinkle 
oan Display the new 
iid nemh-ced tehtstibls tine 


‘are just a few of the sturdy styles Rae 
feature. . oo? INSTEP-STRAP ANKLET 
you “etn intent's, Child’s & Misses’ 
—_— styfes avetindie ‘in € o- &S “* Brown Suede - Black 
4 ee : Suede > Black Patent 
Blue Lizard - Brown Lizard 


@ BROWN ELK OXFORD 
~. with Brown Suede Plug 


TWO STRAP 

Child's & Misses’ Oniy 

Brown Suede * Blue Suede 

Black Suede * Green Suede 
Brown Elk 





@BLUE SUEDE OXFORD 
with Bive Lizard Plug and 


X-LACED OXFORD 

Infant's, Child's & Misses’ 

Blue Suede - Brown Suede 
Brown Elk 

















BETZY CROSS DIVISION OF: 


WEARWELL SHOE COMPANY 
138 DUANE ST. » NEW YORK 13,N.Y. 





DER|CROSS 


PAT. OFF. 














wmOru Ff” ~007 














Big Radio News! Listen to the Betzy Cross Broadcasts over Station WLIB, Monday, Wednesday and Friday Evenings! 
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Nationally Advertised 
No. 6340 on the Ski Last 
One of 40 In-Stock Styles 


Compare this ti-~ -:. 
MAMMOTH 
SHOE 


thot “Bold Look” 


A SHOE PRICED AT WHAT 





Yen ae 


IT IS WORTH... 


A 


NOT WHAT IT 


COULD BRING! 


Pt td 


WARD HILL SHOES HAVE 
12 BIG VALUE FEATURES! 


(Quality features found in 


x top-grade custom shoemoaki 
| 








Ever think you'd find a value shoe in the 

market we have today? But it’s true! 

Ward Hill is value ... real honest-to-goodness 

shoe value. Ward Hill is priced at what it is worth — not 
at what it could bring. Compare Ward Hill Shoes! 

See for yourself if there is any other shoe... nationally 
advertised ... sold at this price .. . except for Ward Hill, 
that has all 12 of the big value, quality features! 


SURVEY PROVES WARD HILL A SUCCESS 

9 out of 10 men who've switched 

to Ward Hill Shoes — say they 

Fit better 

Feel more comfortable 

Break in more easily 

than the other brands : cat a 4 re 

they’ve worn previously! * ” og ZB 2 4 Setter Value... 


AT A MODERATE PRICE! 


*Results of o two-year impartial survey 
conducted for Ward Hill Shoes 
Write for our FREE In-Stock Catalogue to Knipe Bros., Inc., Ward Hill, Mass., 


for over 60 years famous for fine shoes for men. (No obligation, of course.) 

















Men and boys hunting better boot 
values find what they want in your 
store when you sell Belleville Boots. 
Ideal for sports afield as well as 
general utility wear, Belleville Boots 
have the good-looking handcrafted 
appearance, flexible comfort, 
and sturdy construction outdoor 
he-men like and want. 
If you’d care to consider selling 
Belleville Boots, write: a 














BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILL. 











Junior Commando—Sityle #9955 


Designed according to the U. S. 
Army’s famed Combat Boot— 


Made in widths from __ 
A to E. Sizes 1 to 6. 


Belleville’s 10” men’s boot of handsome russet 
aniline-dyed waterproof leather. Moccasin ; 
* stitched vamp over Munson last. Full grain 
stock gusset to match. Stormwelt and grain leather 
slipsole. Tiger stripe cord-on-end sole and heel. 
Made in widths from A to EE. Sizes 6 to 12. 


New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Ati--t- Avenue » Boston 10, Mass. 








COAST to COAST 
RADIO SHOWS 


uw 


uu 


Every week, over three major networks, —- 
Boot Polish is featured and given as prizes . 
and millions of people hear the magic words: 

“LANOLIZE your shoes with ESQUIRE BOOT 
POLISH.” Every week more people learn that 
LANOLIZE means the easy way to a brighter, 
longer-lasting, Looking-Glass shine. 


Radio promotion like this is one of the reasons 
why Esquire Boot Polish is America’s top polish 
in sales and profits. 


What does this mean to you? Just this: EXTRA 
SHINING PROFITS. It means extra sales, extra 
cash in your till. For LANOLIZE belongs to 
Esquire Shoe Polishes . . . and Esquire Shoe 
Polishes belong to you. Esquire Shoe Polishes 
are sold exclusively in Shoe Stores, Shoe Depart- 
ments, Shoe Repair Shops. No drug stores, zo 
variety stores, wo grocery stores. Tie in with this 
amazing promotion . . . display every item in the 
Esquire Shoe Polish line. Let folks in your town 
know they must come to you for Esquire Shoc 
Polishes. Then watch polish sales climb! 





" 








| eC ah Dud REGIONAL and SYNDICATED 


AB 


WELCOME TRAVELERS 
Tommy Bartlett, M.C. 


RADIO SHOWS 


lcd NATIONAL MAGAZINES — 


las NEWSPAPERS and 
CAR CARDS in Key Markets 


Pld DYNAMIC DISPLAYS — 





Here's footwear designed for your fastest 
growing market—the teen-age market... 
the market that buys more shoes, more 
frequently than any other group. 
For greater sales build your merchan- 
dising plans around KI-YAKS and 
you'll find yourself way out in 


front of the profit parade, 


As Advertised in 
SEVENTEEN 


To Retail Profitably 


$595 to *695 


METROPOLITAN. 
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by 
J. 8 BARNET & SONS, INC. 


75 SOUTH STREET @ BOSTON, MASS. 


| OFFICIAL OPENING. 


gM 
~F Leathers for Spring 


TANNERS' COUNCIL OF AMERICA 


. | Waldorg- Astoria, Mew York 
AE 











~\ SS [i progressive last making is our 


business. Modern, progressive shoemaking is your business. Fine-fitting, good-looking 
footwear results from “team” cooperation — reflecting the best of both businesses. 

Build your line of shoes around lasts that are a sound investment year in and 
year out. No matter where you are located, there are United Last men convenient to you 


who know your problems. In this issue we are happy to present four key men 


in our Fitz Branch at Auburn, Maine. 





Mr. A. Gastonguay Mr. Forrest Kemp Mr. Frank Bartasius Mr. Walter Corey 
Head Model Maker 2 Manager Office Manager Superintendent 


United Last Company 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Buy shoes that won't be wallfiowers 


In Detailing your next order — 
aw 
Specify Shoes with 3 
Built-Up Heel Conference 


77 Summer Street, Boston, Mass. 


Manufacturers! . .. See your heel supplier we promote but do not sell Built-Up Heels. 
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TESTED AND 


COMMENDED 


Y 
PARENTS’ 
' MAGAZINE 


CONSUMER 
SERVICE 
BUREAU 


P. THE powerful Parents’ Magazine Seal of Approval to work 
PLEATED TOE selling for you. It’s clearly stamped in the sock lining or on an 


BALLET ; attaching tag, on every pair of Prima dancing shoes. Think what 

$2.95, retail . > . _ 
this means when mothers bring their youngsters into your store 
for dancing shoes for the fall dancing school season, now just 
beginning. When you suggest Prima dancing shoes, point out the 
quality features which have made them steady sellers for over 17 
years, and then explain “... and they’re also commended by 

Parents’ Magazine’’—the result is SALES! 

FULL SOLE Prima dancing shoes easily met the rigid tests imposed upon 
STUDENT BALLET them by Parents’ Institute, proving their sound construction and 
$2.95, retail top “danceability.” Dancing shoes can be a steady source of sales 
with handsome profits. Dancing schools are expecting the biggest 
season in years, and they’re waiting to refer their students to your 
store as “headquarters” for their dancing shoes. If you like steady 
sales with a shoe where styles are staple and volume increases 
THEO TAP TIE steadily year after year with prompt in-stock service—don’t over- 
$3.95 to $4.95, retail look the tremendous possibilities to add profit and traffic in your 
shoe operation, with the complete line of Prima dancing shoes. 
National advertising in Parents’ Magazine, counter cards and 
Prima’s complete free mat service are constantly backing up your 
salespeople. Write us today for details on how you can cash in on 


this evergrowing dance shoe business. 
ACROBATIC SANDAL 
$ .95, retail 


With crepe sole, $1.75. ; P RIMA 9 Ine. 


705 ANN STREET, COLUMBUS 6, OHIO 


ope in Taps — Best m Faller 
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YOUR VOICE 
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Many employers are giving serious thought 
today to voice training on the part of their em- 
ployees, especially their executives who come 
in contact with other important business men 
from day to day. 


—Owen D. Young, Chairman of the Genera! 
Electric Company voiced a prevalent opinion 
recently: 


“The heads of large concerns expect from 
all persons in important positions the ability 
to express themselves clearly, orderly, attrac- 
tively and persuasively. This really boils down 
to selling one’s self. 


“So widespread is the belief that. good 
speech is an asset to advancement that scores 
of large firms are currently urging their key 
men to take speech courses. Others have in- 
stalled programs for speech improvement.” 


—Just to convince yourself that there is good 
sense in developing a good speaking voice, pay 
attention for one day to all the people with 
whom you have conversation. You would be 
surprised to find that the large majority are de- 
ficient in good voice technique. 


—The man who mumbles, fumbles, or 
jumbles his words is unconsciously creating a 
serious handicap in his efforts for personal ad- 
vancement. 


EUS [bene n 


President 
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DO DOCTORS AND 
PEDIATRICIANS 
RECOMMEND 
JUMPING - JACKS 


@ 





IN EVERY TEST THEY HAVE 
FOUND JUMPING-JACKS TO 
BE A POSITIVELY 
SUPERIOR SHOE 


JUMPING-JACKS ADVERTISED EVERY 
MONTH—FULL PAGE IN COLOR 


e JOURNAL OF AMERICAN MEDICAL ASSN. 
® QUARTERLY REVIEW OF PEDIATRICS 
@ JOURNAL OF PEDIATRICS 


ASK YOUR DOCTOR— 
he knows and recommends . . . 


Mere AKS = 


= 


L— FORALL CHILDREN G MONTHS TO 4 YEARS —— 








VAISEY-BRISTOL SHOE COMPANY, INC. 











Colorful, Tri-Dimensional, Lazy-Bones Display Sign 





FEET are not born to fit shoes... but 
LAZY BONES are made to fit feet e.- Yes, these famous Good- 


year welts with their flexible shanks are remarkable fitters. 













MAKE LIFE EASY WITH But why shouldn’t they be - we buy a special pattern for 
a AA Zz y each size and width - never last up or down. 
s. What’s more, our prices are right because we concentrate 


RB UW our Lazy Bone production in our new ultra-modern factory, 
make only twelve basic styles and make lots of them. 
REG. U. S. PAT. OFF. AND CANADA . . mane 
FLEXIBLE SHANK SHOES Write or wire for salesmen. No obligation. 





SEE THEM — ROOM 881 PALMER HOUSE — NATIONAL SHOE FAIR 
Growing Girls OCTOBER 24 TO 28 
TO RETAIL: $6.95 and $7.95 

Misses 

TO RETAIL: $5.95 LAZ hen BONES 
ClLildren’s DIVISION OF 
TO RETAIL: $5.45 
‘THE JUVENILE SHOE CORPORATION 

Infants’ OF AMERICA 

BO GETAR: $6.95 TENTH FLOOR - SHELL BUILDING - [221 LOCUST STREET 
SAINT LOUIS 3, MISSOURI 
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by EUGENE J. HARDY 





The Economic Cooperation Administration is considering a change in its 
regulations covering Marshall Plan purchases in the United States so as to minimize 
the effect of these purchases on the domestic price structure. Some raw materials 
have been purchased here without regard to established domestic market prices. The 
action under consideration would prohibit such purchases by foreign buyers. Complaints 
reaching ECA state that temporary increases in the price of several raw materials have 
been directly traceable to the action of foreign buyers. It is understood that calf- 
skins were among the commodities on which complaints were registered. 


« Mexican footwear manufacturers are strongly urging their government to 
protect their industry by means of higher import duties. Diplomatic channels here 
indicate that there is strong objection to the inclusion of shoes in the reciprocal 
trade agreement with the United States still under discussion. The Mexican national 
shoe association has told the government that more than 300 small shoe factories 
ceased operations during the past ten months mainly as a result of increased imports. 


Preliminary figures from the Department of Commerce indicate that footwear 
production for the first six months of the year will total about 234,000,000 pairs, 
an increase of less than 2 per cent from the same period of 1947. 





Shoe manufacturers will be disappointed to hear that the European trip 
scheduled by J. G. Schnitzer, Chief, Textile and Leather Branch, Office of International 
Trade, will be postponed. Mr. Schnitzer had been tendered an invitatien to address 
the International Council of Tanners at Stockholm this month. He had also planned 

to visit Switzerland, France, the Netherlands, Germany and the United Kingdom. His 
reports on conditions in the shoe and leather industries in these countries will be 
missed by the entire industry. It is expected that he will be able to make the trip at 
a later date. Primary reason for the cancellation at this time was the additional 
duties confronting Mr. Schnitzer as a result of the ECA program, 
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SUCCESS is not won without merit. 


There are more exclusive Health Spot Shoe Shops 
and agencies than any other orthopedic line of men’s, 


women’s, and children’s shoes. 


1240 W. Lawrence Ave. « Chicago 40, Illinois 





W442 Black suede, grey stitch, 
patent underlay. 14/8 wood 
heels. 44W last. 
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ALLURING FOOTWEAR 





Shoemakers Since 1874 


Seen in VOGUE, September issue 





Tweedie Footivean Corporation, 
Jef{,eruon Cily, Missoww 














NORMAN KUEHNER, head of 
Fischer’s Shoe Store, Trenton, N. J., 
(founded by his grandfather) says: 

“Within a few weeks we shall 
celebrate our 96th anniversary as a 
men’s shoe store. We have stressed 
quality from ‘way back’. Just about 
as important is style. As I see it, 
there is a sort of chicken-or-the-egg- 





first type of argument about the rela- 
tive importance of quality and style. 
You can’t get along without either. 

“The dealer who sticks to staples 
and ignores the possibilities of cur- 
rent styles is ‘all wet’. As a merchan- 
diser, he is headed for oblivion. 
Some shoe retailers fail to recog- 
nize the style factor in appraising 
sales results. They attribute good or 
bad figures to price resistance or the 
lack of it, overlooking the proba- 
bility that lack of style appeal often 
accounts for slow sales of certain 


numbers. Men admittedly are more 
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conservative in their tastes and hab- 
its than are women; but they are 
definitely influenced by style. That 
is not saying that everyone wants 
the same style because it is popular. 
However, I can show you fast-mov- 
ing shoes in our lines which demon- 
strate that various age and eco- 
nomic groups buy much the same 
styles. Each group picks shoes vary- 
ing slightly in general style lines and 
construction. 

“We carry fourteen well known 
brands, yet managed to have a 
satisfactory turnover by concentrat- 
ing on a limited number of styles 
and playing up the style angle.” 





STANLEY MARCUS, executive 
vice-president of Neiman-Marcus, 
Dallas, Texas—in an address before 
the British Garment Manufacturers 
of London (at the Dorchester Ho- 
tel in London, England), gave them 
some information on “how to sell 





the American market” and said: 
“Timing is a matter of great con- 
sequence in a market as large as the 
American market. The best merchan- 
dise in the world, delivered after 
the consumer demand has passed its 
peak, is of little value. Most Ameri- 
can stores want Fall dresses in the 
store by August first to fifteenth. 





_ oe ao a ae 
Peak demand for Fall merchandise 


success is in September. Resort ap- 





parel starts to come into stock in 
late November and December. The 
demand for Spring clothes starts 
early in January and by April-May, 
stores are selling Midsummer 
goods. This timetable is of vast im- 
portance to you who want to sell 
to America. To meet this time sched- 
uling naturally requires the coopera- 
tion of your fabric makers. You 
will find that the American buyer 
will be looking always for ‘some- 
thing different’. Variety and new- 
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ness is the basis of the American fa- 
shion business.” 
In resume (capsule form), Mr. 


Marcus suggested: 


Distribution: Only a small number 
of American buyers will come to you. 
You must go to them. 

Deliveries: Deliveries are of para- 
mount importance. Give the shortest de- 
livefy date possible. Service reorders by 
air. 

“Quote your prices on a landed basis 
in dollars. 

“Quote your sizes on the American 
size system. Grade your patterns so that 
a size 10 is what the American buyer 
has learned to think of as an American 
size 10. 

“If you don’t have a selling agent, 
who sells and lands the goods for your 
customers, then set up a cooperative 
agency. 

“Finally, through promotion — either 
by direct mail or by magazines, establish 
an awareness on the part of American 
buyers for what you are doing. If more 
buyers in America saw your advertise- 
ments more regularly, they might have a 
more hungry desire for British goods.” 





S HELDON DAVIES, shoe buyer at 
H. Leh & Co., Allentown, Pa., says: 

“Shoe manufacturers should set 
up a comprehensive program for 
enlightening the public on the neces- 
sity of current high prices for shoes. 
Numerous items in the daily papers 
have led customers to expect quick 
price reductions because of tempor- 
ary weakness in hide prices. At 
other times they have been panicked 
into buying shoes because of ru- 
mors that prices would advance 
sharply. 

“What the shoe industry greatly 
needs is an intelligent, well-planned, 
program of public relations. Other 
large industries have such programs 
and they are working out well. Look 
at what has been accomplished by 
the National Association of Manu- 
facturers in the field of public re- 
lations. 

“It seems to me that this is pri- 
marily the job of shoe manufac- 
turers instead of other segments of 
the industry because the factories 
generally set policies and prices af- 
fecting all branches of the trade. 
Obviously, anything which manu- 
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facturers can do to sell the public on 
their products will react to their 
benefit. Most shoe stores must de- 
vote every advertising dollar to the 
sale of shoes, rather than earmark 
ad funds for goodwill and publicity. 
The aggressive pushing of current 
styles leaves little money for insti- 
tutional advertising. National adver- 
tising is used to create a demand for 
brands and styles. Why not use it 
to create acceptance of hasic shoe 
merchandising economics?” 


* * * 


MISHAWAKA RUBBER & WOOL- 
EN MFG. CO., Mishawaka. Ind. 
recently emphasized Now’s The 
Time To Plan Your Back-To-School 
Promotion in their house organ, 
The Red Ball and went on to say: 

“For many merchants Fall is the 
biggest season of the year for the 
sale of canvas footwear. And right- 
ly so! The opening of the new 
school year is an ideal time to pro- 
mote your canvas sport shoes. This 
year’s classes are bigger than ever 
and, with physical education in 
the majority of schools becoming a 
must, the time is ripe to make your 
store headquarters for the canvas 
footwear needs of physical training 
classes .... 

“The Fall season is ideal for early 
promotions of rubber footwear, too. 
Mothers in the mood to buy Back- 
to-School needs will be interested in 
seeing your selection of rubber foot- 
wear for the coming rainy days. 
Display it in your windows and sug- 


gest it along with leather shoe sales.” 


= * * 


SHERMAN GILL, shoe buyer at 
Zollinger-Harned Company, Allen- 
town, Pa., says: 

“In an attempt to fit our mer- 
chandising policy to present un- 
certainties, we are buying for 
shorter periods than previously. 
With commitments for a maximum 
period of two months, we feel that 
we can’t make too much of a mis- 
take even if our worst fears come 
true. “This does not mean that we 
are unduly pessimistic about the 
business outlook. Recently business 
men have had war jitters and custo- 
mers have been forced by the high 
cost of living to count their pennies 
more carefully. We have come to ex- 
pect lower unit volume even if dol- 
lar sales show an increase. 





“With us promotions are a neces- 
sity if we hope to maintain volume. 
Promotional results have been good. 
Sales events have featured short- 
ened lines of shoes and special pur- 
chases. We are working on a lower 
markup. 

“T believe that almost every shoe 
store could sell more units if it cap- 
italized to a greater extent on the 
new look and pushed shoe styles 
which tie in with apparel styles. 
Many times this means the sale of 
an additional pair to a customer.” 


—$—— 
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“Well, what are we waiting for?” 
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ditorial outlook 


For a Balanced Shoe Business 


A FORTNIGHT AGO consideration was given on this 
page to the trend toward casual footwear that has been 
noted this Summer in the women’s branch of the shoe 
business. It was observed that the causes of this devel- 
opment have been partly style influences and partly the 
pressures that have resulted from economic conditions. 
It was also noted that along with this casual trend there 
has appeared a lessened demand for some of the more 
conventional types of women’s footwear, particularly 
welts. 

If increased sales of casual footwear are to be accom- 
plished at the expense of other types the development can 
hardly be regarded as a healthy and constructive one, 
either from the standpoint of the shoe retailer or from 
that of the industry at large. The only worthwhile goal 
to which the shoe trade can look forward in the years 
that lie ahead is to be attained through increased pro- 
duction and distribution of all types and grades of foot- 
wear, which in turn will mean a better shod America and 
a more profitable shoe industry all along the line. 

The vital question that faces the shoe industry at this 
time is whether pair sales can be thus increased in the 
overall total and if so how can it be done? Obviously, 
if sales at retail can be increased, increased production 
will follow as a matter of course. : 

Recent trends in both sales and production would seem 
to indicate that the desired objective will net be ac- 
complished without some sort of intelligently conceived 
and carefully planned industry-wide promotion effort. 
As to what form that effort should take, it sounds trite 
and repetitious to emphasize again the need of better 
selling through advertising, promotion and contact with 
the customer at the fitting stool. But how else can an 
industry expect to increase the sales of its products save 
by better selling and more effective sales promotion? 

Left to themselves, a great majority of customers are 
inclined to take shoes for granted. They view them as 
belonging in the class of a utilitarian necessity. They 
recognize that one pair may not be ideally suited for 
every use and purpose, but in a pinch they figure the 
one pair can be made to serve. High prices today are 
causing the pinch and you can’t lower prices by a cam- 
paign of consumer education. But you can show that 
there is real economy in selecting the right shoe for the 
purpose and in having several pairs for different activi- 
ties and occasions, instead of only one. 
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There are many customers who can afford to buy 
the extra pair but who simply haven't been taught to 
regard their shoes as an integral part of every costume, 
or as accessories needed for satisfactory participation 
in the various activities that make up their lives. It 
may not be possible to change customer attitudes com- 
pletely or at once, but there are many people who can 
be impressed through advertising and good salesman- 
ship with the need and desirability of a more diversi- 
fied shoe wardrobe. 

This is by no means the first time that the shoe 
industry has been prompted to consider a program of 
education along such lines. Shortly after the first World 
War, when conditions were somewhat similar, the 
trade developed a slogan “Shoes for the Occasion.” 
Quite an extensive promotional campaign was waged 
around that slogan and the sales idea that it served to 
dramatize. The results accomplished were considerable, 
but. as often happens when such a project is under- 
taken, the enthusiasm waned eventually and the effort 
slackened. 

Today the shoe trade stands in need of a strong re- 
vival, if not of the slogan “Shoes for the Occasion,” at 
least of the idea it expressed and the spirit with which 
it was promoted. Casual shoes are destined to hold the 
sure place they have won, both in the shoe business and 
in the use and regard of customers. But casual shoes 
are not and never can be all-purpose shoes. Actually 
there is no such thing as an all-purpose shoe, and pro- 
gress will be made by the shoe industry in the future 
only by broadening and extending the education of the 
public to an appreciation of the advantages of a balanced 
and diversified shoe wardrobe. 

The Joint Promotional Committee of the National 
Shoe Manufacturers Association and the National Shoe 
Retailers Association has engaged the services of an 
agency to develop and conduct a campaign of public 
relations and promotion to increase the market for shoes. 
This may well be an important first step in the educa- 
tional program that is so clearly needed. Much will de- 
pend on the character of the campaign and the manner 
in which it is carried out. To succeed it must command 
the unqualified support of the industry, plus the com- 
plete co-operation of all manufacturers and retailers. 
With such co-operation it may well mark a turning 
point toward a better future for the shoe business. 
















Styled in Leather 


CREDO ron SHOBS ... 


More interest in hidden sole and forepart 
cushioning constructions. 





Acceptance of thin and medium platforms 
as basic in footwear. 





Strategy of balanced lines with more low 
and mid-heel patterns than we had last 
Spring, this Fall. 


4. Starting new trend away from tailored 
sports and spectator shoes. Fewer tan and 
white classic spectators. More white with 
dark two-tone vamp and quarter contrasts. 


Fine simple shoes in good plain patterns 
that require good leathers. 










Importance of new finishes on leathers. Re- 
turn of iridescent kidskins. Development 
of new metallic calf, kip and side leathers, 
lustre finish reptiles. 


Fine suede for a costume shoe. 


Alliance of beautiful leather shoes, making a strapping design, and 
fine nylon stockings in related tones. 







Stress on soft working of leathers to look like soft cloth. 


Achievements of tanning in developing new soft leathers of great 
strength. 






Slender look in lasts and patterns without pinching. Return to square 
toe lasts and new type wall lasts. 










For A New Spring Season... 
vew ASPECT oe STYLES 20 conse 


A, heel heights, low to high. Several new shapes. 






Variations on old themes, classic patterns. 







High cuts, new top lines. 


Navy creeping up in a surprise race with black. 






Pleats, draping in leathers. 






Glint of gold, copper, silver. 






Iridescent and metallic tones, lustre leathers. 









: Elk finish leather or softie 
Bronze kid or black suede calf for a campus ankle strap. 
for a five o'clock 






shoe. 





Bi new colors for Winter and Summer 






wee vacations. 
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Sweet and lovely pastels for resorts. 





Sf 
wd 
Nf New accent colors for light or dark costumes. 
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Dark town colors. 











| New coordination theme—Prestige styles in smooth 
J calf or kid with fine calf bags and glacé or capeskin 


gloves. 






Styled In Leather 


PREFERRED STOCK 


LEATHER COLORS FOR EARLY SPRING 


D. Green or Sun Copper town shoes 

Admiral blue suede 

Brown almond (Balenciaga) and cocoa in smooth calf 
and fine lizards newer than suedes 

Black in all leathers 

Gypsy brown for town 

Cafe brown for delicate strapped shoes 


SMOOTH GLAZED LEATHERS 


Bright blue, bright green, Sun Copper, light pimpernel red 
for surprise accents in town shoes 

All the metallics and lustre leathers 

Two-tones .. . two textures in combinations 


COMMON STOCK 


LEATHER COLORS FOR 
ALL-DAY WEAR 


Black Burnt mocha 
Gypsy brown Admiral blue 


FOR SUMMER SHOES 


Black (Suedes still in Admiral blue 
popular category.) (Suedes coming up.) 


Calfskin or lizard for a White Gold Silver 


demi-tone spat shoe. 








P| For 4 New Spring Season... 
Style Market Analysis 


SUMMER STOCK TREND 


Dirt. dark green, dark blue, dark brown in suedes 







used as black suede has been styled in recent 






seasons, Pale delicate pastels in suede or kid. Play 







shoes in white, white, more white. Bright colors. 


Casuals important in light mocha, milk chocolate 






and cocoa reverse leathers, Black play shoes. Sum- 







mer shoes in Sun Copper matched to Sun Copper 








nylons. Gold, copper, pewter and silver. 






Cothurne resort or play sandal in 
soft kip leather in Sun Copper. 










ae more to shoe styling than meets the eye. 
It’s what meets the sole of the foot that is highly 






significant, that influences patterns, lasts, heel 







heights, even types of leathers. Hidden inside are 









new cushioning materials that mean wonderful 







comfort, 






Golden kid and suede.for an 


Empress Josephine sandal. 








Victorian Influence 


REVIVES IN NEW BOOT STYLES 











Reading from top to bottom: White crushed kid boot combined with beige in a Summery 
effect. Note side fastener. Crushed kid boot with slide fastener adjusted by the use of 
two leaf-shaped tabs. The light brown is trimmed with green and black for coordination 
with resort or sports costumes. 


These five boots were especially created by MILLER and BERGMAN for the KIDSKIN TANNERS’ GUILD. 


Beorrice: boots to the average woman who remem- 
bers the first World War, and she thinks of something very 
formal, very high, with endless buttons or lacings to be 
fastened every morning. And she probably also thinks of 
something far from flattering to her feet and ankles. That’s 
what boots were in the good old days of thirty years ago. 

Now, while these were probably all right then, they are 
not what the 1949 woman or girl wants or has the right to 
expect. She wants her boots with a difference. She has 
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learned that she can expect to have shoes that combine foot 
freedom with foot and ankle flattery. She wants a certain 
softness and prettiness in all her shoes even though, in 
tailored types, she looks for a certain trim simplicity and, 
in casual styles, a ruggedness in appearance and wearing 
qualities. She has learned that style can be combined with 
comfort and that modern technology can give her leathers 
such as kidskin, that are soft and light as well as sturdy. She 
expects colors and styling that will fit in with clothes for 
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Return to Elegance Exemplified in High-Riding Patterns 
of Foot-Conforming Kidskin — These Designs, Originated in 
This Country, Win Acceptance in European Style Centers. 








Reading from top to bottom: Elasticized boot in 
crushed kid, blending navy with bright blue, empha- 
sizing the style importance of this color family. 
Glazed kid boot in twe tones, black contrasted with 


every occasion. And in boots, as well as in other shoes. she 
naturally wants to find all these style and comfort features. 

The first tendency in styling boots in recent years has 
been to make them either very casual or dressy. In the first 
category we have campus and stadium boots designed for 
warmth and protection from the weather. We also have 
boots for indoor wear, including those brought out by slip- 
per manufacturers, and the sometimes sturdier after-ski 
boots. Dressy boots chiefly in black suede have been in- 
cluded by many high style manufacturers in their Fall lines, 
and Paris couturiers are showing boots with all their latest 
collections. They are very pretty and new looking but they, 


like the after-ski or house boots, do not take care of all a 
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bronze. Back lacing, multicolor embroidery and 
green lacing, interesting style treatments in this 
boot of black crushed kid. Pretty accent for Spring 
or Summer ensembles. 


woman’s boot needs. 

A new kind of boot is needed of the type illustrated here. 
These styles have been designed to show that boots can be 
made to flatter the foot and ankle and that they fit into the 
style picture for Spring and Summer resort and general 
sports wear, as well as for Winter. One of the objections to 
boots has been that they look bulky and are unflattering to 
the foot and ankle. By using a light weight leather and a 
slenderizing design, these boots have been made just as flat- 
tering as any other well-cut shoe. By the use of elasticizing, 
lacing, buckles or straps, any danger of gapping or bad fit 
has been eliminated and these boots will fit well as long 2s 
they can be worn. [TURN TO PAGE 109, PLEASE] 
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PALL ready-to-wear costumes call for 
coordinated shoe and accessory ward- 
robes. The more feminine feeling 
stressed in Fall clothes and carried into 
shoes and accessories makes coordina- 
tions possible this season more than 
ever before. Sell shoe wardrobes to com- 
plement the customer’s ensembles rang- 
ing from country clothes to town and 
formal dinner and evening wear. 

Select a calfskin shoe and bag to 
show for wear with country tweeds, 
suits. woolen dresses or casual coats. 
Add a calf belt and knit gloves to com- 
plete the ensemble. Remember _ that 
while tailored clothes are worn during 
informal hours. softer more rounded 
lines are stressed in these types of 
clothes. 

For town wear with dressmaker suits, 
woolen dresses or coats, show reptile 


Promotes Shoe and Accessory Groups for 
Special Occasion Wear. Offer Suitable 
Styles for Casual and Leisure Hours, 
for Town and Tailored Wear, and for 


Dinner and Formal Evening VW ear. 


With town clothes show softly 
tailored reptile shoes and bags. 
Alligator-lizard shoe by Carlisle. 
Matching handbag by Lesco. 


For informal hours offer tailored 
and trim shoes and bags to wear 
with casual clothes. Calf Shoe by 
Town & Country. Matching calf 
handbag made for Town & Coun- 
try by R. Appel. 


a Li ain F 


CR ASP 








































































































ound The Clock  °=e" 








for shues with matching bags. Equally attractive 
with these clothes are calfskin. suede or kid- 
ble | skin shoes and bags available in a variety of 
types and styles. Team either of these groups 
| with leather gloves to carry out the general 
theme of your promotions whether it be a “com- 
for ' muter’s special item”, “a day in town” or “lunch 
¢ at the club”. A variety of styles are available 
F for your “daytime into informal evening” piv- 
& motions as well. 
, Late afternoon and informal dinner clothes 
; call for more dressy shoes and accessories. All- 
: over suede shoes, suede shoes with reptile. kid. 
: patent or other trimming. keyed to matching 
3 handbags and gloves are “musts” to complete 
the ensemble effect. Added sales can be ob- 
tained by completing the coordination unit with 
i matching or contrasting belts. 
: Glamourize “after dark” clothes with shoes 
E and accessories in formal materials or fabrics. 
ed | 
art For informal dress occasions pro- 
by | mote teams such as this. Suede 
alf H with Java ringtail lizard 
in- : trimmed shoe by Palizzio. 


Matching bag by Capri, division 
of Palizzio. 


Metallic finishes on kid or calf such as 
bronze, copper, gold or silver with 
matching bags and belts make evening 
promotions both attractive and salable. 
Sell these coordinated units with ankle 
or full length evening and dinner dresses. 
Accent formal fabrics such as satin with 
these same accessories for dinner and 
theater wear. Point out that these longer 
daytime dresses and ankle length eve- 
ning clothes call attention to the newer, 
fresher shoe patterns they inspire. 

To obtain the best possible results 
from shoe and accessory promotions, sell 
: your customer a shoe wardrobe. Let her 
Pes know that you have a wide range of shoe 
: and accessory styles. Plan special pro- 
motions around such themes as casual 


[TURN TO PAGE 86, PLEASE] 








Enhance dinner and _ theater 
clothes with metallic finishes on 
leathers. Bronze kid shoe by 
Samuels. Matching bag by Theo- 
dor of New York. 





Exterior of the new store is of white 
marble and glass brick. A huge logo- 
type sign attracts customers. 


Tue IMPORTANCE of suiting the atmosphere 


store to the particular location in which it finds itself 


has long been recognized by store architects and design- 
ers. It is being accepted now with increasing frequency 


by store owners themselves. 
Especially is this factor important when the store is 


to be opened in a section where the peculiarities of cli- 
mate play an important role in the lives of the residents. 


. 


Looking to the front of the store, show- 
ing the knotty pine settee which runs 
down the center of the room. 


Shoe Store} | 


Stores in the tropical sections of the country, for in- 
stance. incorporate in their design features which make 
them cool. airy oases so that customers find it pleasant 


to come into the store to shop. 


The new Jarman Shoe Store. opened in June of this 
year by Slater's at 44 Lincoln Road. Miami Beach. is a 
good example of this trend. In the first place, Lincoln 
Road is a shopping center of glamour where luxury is 
the rule and celebrities are to be seen both shopping and 
window shopping. A wide boulevard flanked by double 
sidewalks. it is shaded by palm trees. and lined with 
awninged shops in which the finest of merchandise is 
shown. The brilliant rays of a tropical sun glint like 
jewels on buildings of gleaming white and soft pastels. 
The palm trees and bright awnings offer welcome shelter 
to the window shopper and invite the prospective cus- 
tomer into the shops. 


The new Jarman store is no exception to the tropical 
pattern. White marble and glass brick are features of 
the exterior, and a huge logotype sign identifies the 
shop. Windows are large and are recessed. to afford a 
maximum of display space and visability. Double glass 
doors lead into the store from a spacious vestibule. 

Knotty pine panels, finished in a cool green hue, are 
used as background for the display windows. These offer 
a pleasant relief from the glare of the street and show 
off the merchandise to advantage. Inside the store the 
same green-tinted knotty pine supplies the motif for the 
settee, wrapping counter and cornices, thus providing a 


Harry Oren, store executive, makes the first sale to a vaca- 
tionist on opening day. John Wallace, Jarman sales repre- 
sentative, and Tom Fuqua, Jarman sales manager, look on. 
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In a Tropical Setting 


Slater’s New Jarman Store in Miami Beach Incorporates All 
the Features Which Suit It to the Locale and the Climate — 


Maximum Display Space Available to Stimulate the Sale of Shoes 


cooling atmosphere within the shop. Light venetian cov- A motion display in the window of the 
new store attracted the attention of 


ings at f the s d h i 
erings at each end of the store add to the cool feeling of seniiahan ail das theese Mte stews. 


the shop. Attractive murals above the shelving are both 
relaxing and inviting. 


Merchandise is displayed in long, narrow shadow 
boxes, running continuously around the store at eye- 
level. Well-lighted displays have often proved to be ex- 
cellent sales stimulators, and those in the Jarman store, 
placed strategically to afford a maximum of visibility. 
live up to this rule. 


Despite the fact that the formal opening of the new 
store took place in June, at the height of the “dull 
season” in Florida, trade was brisk throughout opening , 
day and in the succeeding weeks. This is the second 
Slater’s store in Miami Beach where Jarman shoes are 
featured. Slater’s. headed by Sol Levin and his assis- 
tant. Harry Oren, also features these shoes at its Wash- 
ington Avenue store in Miami Beach, and at 115 Flagler 
Street. in the heart of downtown Miami. The firm also 
owns stores in Jacksonville and New Orleans. 








This view looks to the rear of the store. Notice the well- Tom Fuqua, right, congratulates Harry 
lighted shadow boxes which run at eye level around the Oren, on the opening of the store. John 
store and offer a maximum of display space and visibility. Wallace is at the left. 
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Case of That. 


In Which Joseph Discovers That Intelli- 
gent Buying Consists of More Than 
Merely Ordering a Case of This and a 


vs. STYLES... 


























by 
EDWARD ROSE 




















Eighth in a Series of Articles on Fundamentals of 
Retail Footwear Distribution. 


“LET US DO a little practice buying today.” Mr. Hultz 
said. “You are going to have Junior Super Arch and 
Merry Miss shoes in your store, right?” 

“Right.” 

“All right. I am the Junior Super Arch salesman. | 
am also the Merry Miss salesman. I will spread my two 
lines and you will give me your opening order.” Mr. 
Hultz took shoes from boxes in stock and lined them up. 
“All right, here are ten basic styles, this is my Super 
Arch line. And these ten style numbers are Merry Miss 
shoes. You tell me what you want for your opening.” 
He got a size pad and waited. 

Joseph cleared his throat. He wandered up and down 
the line looking at the shoes one at a time. “Well look, 
this isn’t enough to choose from. Salesmen come in here 
and spread twenty-five to fifty styles of a line.” 

“You mean twenty styles isn’t enough to open a 
children’s shoe store with?” 

“It doesn’t seem enough to me.” 

Mr. Hultz thought. “Let’s try it this way. You make 
up an order from these twenty shoes and if you need 
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more. we'll add more. Okay?” 


“Sure.” Joseph picked up the plain toe brown oxford, 
the brown oxford with the tip, the moccasin oxford, and 
the black oxford. “I'll have 36 of each of these, spread 
them across the board.” He picked up a side tie. 
“Eighteen of these. B’s only. Oh. give me those other 
numbers in B’s and C’s.” Now he was more doubtful. 
“Ill want the Mary Jane strap. I guess I can stand 36 
of them. And the pump, you can give me. . .” His voice 
died off. He noticed that Mr. Hultz was not writing his 
order but was just staring at him with a look of un- 
utterable disgust on his face. 


“That isn't right?” Joseph asked. 


“Years ago, before I was in the shoe business, I 
owned a candy store. The kids used to come in and 
stand there with their noses to the showcase and say, ‘I 
want two of those and three of those and six of those.’ 
That sounds just as logical as the way you are buying.” 
Mr. Hultz noticed a certain look in Joseph’s eyes. “I 


[TURN TO PAGE 112, PLEASE] 
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These three PHYSICAL CULTURE shoes 
from our current ad in Mademoiselle 
have what it takes to do a selling 
job for you. Here’s the new in style, the 
same famous quality and fitting 
success that prove it pays to concentrate 
on the established brand in demand— 
PHYSICAL CULTURE. 






ARCH PRESERVER: ACTIVE MODERNS 
TRU-POISE - STYL-EEZ+ EASY GOERS 
TOWN WALKER - PHYSICAL CULTURE 
GROUND GRIPPER - CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver « Styl-EEZ « Tru-Poise « Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture « Town Walker « Ground Gripper « Cantilever) 
Los Angeles Office: 816 HAAS BUILDING 
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Colors, Price Prospects 
Of Concern to Tanners 


Tue MOST IMPORTANT visiblé 
highlight of the Leather Show Sep- 
tember 14th and 15th will undoubt- 
edly be the emphasis on color for 
the Spring and Summer of 1949. 
From the discussions and appraisals 
of industry color committees there is 
no doubt that the leather and shoe 
trades are fully aware of the need 
for intensifying color consciousness 
in the shoe business. Judging from 
advance reports on colors to be dis- 
played at the show, it is evident that 
tanners have placed their effort fully 
behind the program to give shoes a 
more important place in the style 
world. It should be apparent to all 
branches of the leather and shoe in- 
dustries that a genuine attempt must 


be made to promote footwear in 
terms of color and style so that shoes 
may regain some of the attention 
which has been diverted so largely 
to dress lengths and silhouettes. 

Equally important in trade think- 
ing, although not apparent in the 
displays of exhibiting tanners, will 
be the general concern about supply 
and price prospects in coming 
months. There is hardly a tanner, 
shoe manufacturer or retailer who 
has not had occasion to think earn- 
estly about the confusing and puzz- 
ling aspects of the outlook. 

Trends of consumer demand have 
provoked serious discussion regard- 
ing the effects of current shoe price 
levels on consumer purchases. In 





some quarters demand has _ been 
found satisfactory. but the consen- 
sus appears to be that price resis- 
tance in the shoe industry cannot be 
discounted. Observers have pointed 
to relatively better results by dis- 
tributors handling volume grades in 
contrast with the more difficult prob- 
lems of medium and high priced 
shoes. All factors in the industry 
agree that whatever price resistance 
is found stems to a large extent from 
the public’s inaccurate conceptions 
of shoe valuations and consumers’ 
failure to realize that shoes still pro- 
vide inherently greater value than 
do other commodities. 

Shoe merchants do not overlook 
the simple fact of consumer inability 
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Leather Trade Aware of Need for Intensifying Color Conscious- 
ness in Shoe Business — Recognition of Price Resistance Causes 


Tanners to Study Price and Supply Situation. 


by IRVING R. GLASS. Below: An automatic shaving 

; machine levels the under sur- 
Executive vice-president, Tanners’ face of a skin to produce an 
. . . even thickness. Bottom of 
Council of America. page: At the Weiser National 


Forest, Idaho, a herder follows 
his sheep. U. S. Forest Service 
Photo. Opposite page: The 
cowboy rounding up his cattle. 


to buy where income has not ex-  ductions. On the contrary. the pres- 
panded sufficiently to meet rising sure of rising costs became evident 
costs of food and other essential in July and early August in an- 
items. A considerable percentage of | nouncements of slight increases in 
consumer family units has suffered shoe prices by several companies. 
a curtailment of real purchasirig Seemingly opposed trends at retail 
power in contrast with wage earn- and in primary markets have added 
ing groups. In short. the effect of to the perplexity of the trade and 
high food costs upon many consum- intensified the desire of tanners, 
ers involves a proportionate reduc- manufacturers and retailers to ex- 
tion in expenditures for so-called amine all possible facts bearing 
»cstponable goods. upon the outlook. 

In spite of the sales limitations To an important extent the in- 
which have held unit shoe volume  dustry’s difficulties can be traced to 
below expectations this year, raw the unfortunate packing house strike 
material markets have given reason during the Spring of this year. Sub- 
for trade anxiety. Unchanged or stantial curtailment of domestic 
firm hide and skin markets, together slaughter at that time drained limi- 
with rising labor costs, have allowed ted reserve supplies of hides and 


. Aighs * 
little room for significant price re- [TURN To PAGE 108, PLEASE] 














For rugged wear our deep ani- 
line finished, full grain, emboss- 
ed leathers hold an enviable seemed 


reputation. 


Of rugged full chrome tannage, they are 
back-boarded to achieve mellowness. 





eK! 


(elk-finished cowhide) 


Fast-selling baby shoes build their reputation 


largely on the type of leather used. You need 
a soft, mellow leather like Colonial Elk (elk-finished 


cowhide) to create a shoe that is pliable enough for 


F tender little feet, yet firm enough to give them Ze 
ee tae * 


proper support. Colonial Elk (elk-finished + 


ues 
cowhide) takes constant hard wear, ae e 


too, and it’s always easy to clean. 


. COLONIAL TANNING COMPANY, INC. 3% a 
b 
BOSTON 11, MASSACHUSETTS re 
7 i 
~% ref” 
a Bert a 
% ee, me 








SPRING LEATHERS ON DISPLAY 
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EXHIBIT COMMITTEE 


Frederick J. Blatz, 
Amalgamated Leather Cos. 


Dan Hickey, Surpass Leather 
Company, Chairman 


Milton Hubschman, E. 
Hubschman & Sons, Inc. 


Frank R. Lemp, Armour 
Leather Company 


Joseph W. Macpherson, 
John R. Evans & Co. 


George H. Mealley, The Ohio 
Leather Company 


Robert J. Mellin, A. C. 


Lawrence Leather Co. 


EXHIBITING 


Agoos Leather Companies, Inc. 

Allied Kid Company 
New Castie and Quaker City Divisions 
McNeely and Sterling Divisions 
Standard Division 

Amaigama.ed Leather Companies, Inc. 


SHERWOOD B. GAY 


President, Tanners’ 
Council 

















TANNERS 


Amdur Leather Company, Inc. 
William Ame: Company 

American Bel'y Tanning Corporation 
American Hide & Leather Company 
American Kid Company, Inc. 

Carl Antholz, Inc. 


IRVING R. GLASS 


Executive Vice-President, 
Tanners’ Council 
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AT TANNERS’ SHOWING 


Armour Leather Company 


Peter Baran & Sons, Inc. 

J. S. Barnet & Sons, Inc. 
Barnet Bros. Leather Co., Inc. 
Barrett & Company, Inc. 
Beadenkopf Leather Company 
Beggs & Cobb, Inc. 

The Bernard Company, Inc. 
Besse, Osborn & Odell, Inc. 
Blanchard Bro. & Lane 
Brandt Leather Corporation 
N. Brezner & Company, Inc. 
Burk Brothers, Inc. 


Carr Leather Company 
Colonial Tanning Company, Inc. 
Crestbrand Leather Company 


Donnell & Mudge, Inc. 

F. C. Donovan, !nc. 

Dreher Leather Mfg. Corporation 
Dungan, Hood & Company, Inc. 


Eagle-Flagg Tanning Corporation 
Eagle-Ottawa Leather Company 
John R. Evans & Company 


Fleming-Joffe, Ltd. 
S. B. Foot Tanning Company 


A. F. Gallun & Sons Corporation 
Garden State Tanning, Inc. 

Geilich Tanning Company 

Gilbert & Company, Inc. 

Granite State Tanning Company, Inc. 
J. Greenebaum Tanning Company 
Griess-Pfleger Tanning Company 
Gutmann & Company 


L. H. Hamel Leather Company 
Thomas B. Harvey Leather Company 
Hebb Leather Company, Inc. 

The Hecht Company 

Melvin Henkin, Inc. 


[TURN TO PAGE 845, PLEASE] 


ALBERT O. TROSTEL, JR. 


Treasurer of Tanners’ 
Council 
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J. LOUIS NELSON 
Secretary of Tanners’ 





COLOR COMMITTEE 


Robert E. Binger, Allied Kid Company 
Frederick J. Blatz, Amalgamated Leather Cos. 
Felix Carr, Carr Leather Company 

Rudolph Correll, Herman Loewenstein, Inc. 

G. B. Davy, Beggs & Cobb, Inc. 

W. Malcolm Fleming, Fleming-Joffe, Ltd. 

Carl E. Ganter, Colonial Tanning Co. 

James T. Gormley, B. D. Eisendrath Tanning Co. 
Dan Hickey, Surpass Leather Company 

Milton Hubschman, E. Hubschman & Sons, Inc. 
Roland L. Jensen, Fred Reuping Leather Co. 
Max Kornreich, R. Neumann & Company 

Frank R. Lemp, Armour Leather Co. 

Philip |. Light, American Hide and Leather Co. 
J. W. Macpherson, John R. Evans & Co. 
George H. Mealley, The Ohio Leather Co. 
Robert J. Mellin, A. C. Lawrence Leather Co. 
Frank H. Miller, G. Levor & Co., Inc. 

George E. Poh, Barrett & Company, Inc. 
Lester E. Rosenburg, Agoos Leather Companies, Inc. 
Walter Ziegler, Hunt-Rankin Leather Co. 


DANIEL H. HICKEY 
Chairman, Exhibit 


Council Commi.tee 
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Be Sure to Visit 
B 0 OTH. 6 : 
at the Leather Show 








Wik sesenaes varikaias Pemmert Tee ee ee 


3 it unable to attend, we'll 
PS be glad to send : 
of the leathers which 

interest you. 
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COLORS and the STAPLES -- 


BLACK to BRILLIANCE! 


OXALENE KIPS 
(Unlined & Men's Weights) 














BURK BROS. 


PHILADELPHIA 23, PA. 
Oldest Operating Chrome Tanners In the World 





September 1, 1948 
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Gutmann & Company 
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when people send us Sian ae 


but we know better than to rest upon them 


Turn to the following page for a few of the laurels which have been 


tossed our way that are of particular interest to the entire shoe industry. 





JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY Established 1857 























Vice President and Sales manager, to Mr. C. F. C. Stout, 


from a memorandum of William F. Hickey, 


President of John R. Evans & Company 











Sor 



































a 
some time I’ ve been feeling good about the leathers 


our Evans Tanneries are producing- When you’ ve sold leather for 


forty-odd years you learn things about it. The things I’ ve learned 


convinced me that we are making the finest leather in the country, 


maybe in the world. Of course that was my own personal feeling, 


and I’m happy to S@Y that I’ve just had it confirmed. After my 


recent trip, during which I talked with many of the most important 
shoe manufacturers, I know I’m right about our Evans Leathers. 


They tell me there’s nothing finer in quality, uniformity and 


selection. 


I found that many of the leading chains are now specifying 


Evans Leathers because they know that even in volume production 


they will be sure of shoes of uniformly high quality _.. the kind 


of shoes that make steady customers. 


This is very gratifying. It shows that our continuous efforts 
not only to keep Evans Leathers in a position of leadership, but 


to constantly improve their quality, have been successful. 


On the opposite Page are a few of the unsolicited laurels 


that have come to us, either written or orally, in recent weeks. 


These are in documentary form or can be substantiated by personal 


references. Of course, Our chief purpose must always be to 


keep right on producing the kind of leather that prompted these 





tributes. 























‘Your recent shipment of White and Brown Kid was the finest - 


leather we have received during all our years in business in 


4 From one of the largest shoe manufacturers in the East — 
j 


quality, color and selection. It produced truly excellent 


shoes, thoroughly uniform in color and quality.” 





ae |—-E'rom a well known volume manufacturer in Ohio — 
ae **, . the Ruby Kid we ordered was of excellent 


~ Leather 


quality and selection.” 


An Ohio maker of high priced shoes wrote us of a 
shipment containing several of our leathers — 


**We want to compliment you on the quality of the shipment of 


Evans Leathers we have just received . . . they are outstanding.” 


An Eastern maker of high grade novelty shoes said — 


‘Your Evans Suede was uniformly black in color and carefully selected as to 


quality, and made shoes second to none, regardless of price.” 


A leading manufacturer liked a shipment of our Linings — 


The uniformity of quality, color and texture is most desirable, 


and gives a very economical cutting surface.” 


A New York State firm which is a substantiai user of Evans Ruby Kid wrote — 


**For many years we have had no wearer complaints of shoes made with Evans Ruby Kid. 
This is due, of course, to the uniformity of your selection of quality skins, and the 
resulting consistently high quality of our production.” 





aa a 





RUBY—Black Kid, Glazed and Dawn 


CARA-—shrunken, crushed kid, White, Black and Colors 











BROGANDI- Sturdy Goat, Black, White, and Colors ' 
A 
} 
VALENCIA — Glovey-type kid, all colors ; 
E 
\ 
( 
BOKHARA-— Rich Grain, Black, White, and Colors 
these are the ( 
I 
‘ : } 
EVANETTE-Black, White, and Colored Suede a Qu ality lL , 
| for making fine shoes “ 
PEERLESS-—Jn colors and White Glazed Kid - 
PEERLESS Linings— All the seasonal colors 
JIMMY PIG—Colors and White, full grain 
L 
EVANIDE KIPS and CALF—Clear Finish and Metallics 
Gold Kid, Bronze Kid, Gold Brogandi, Bronze Brogandi 
S 
ese C 





JOHN R. EVANS & COMPANY > Camden, New Jersey 
Established 1857 S 











What the Tanners Will Show 






Leathers and Colors for Spring, 1949, to Be Shown 
by Firms Exhibiting at the Waldorf-Astoria Hotel, 





AGOOS LEATHER COMPANIES, 
INC. 


Agoos Doeskin Suede—New Spring 
Colors 


Admiral Blue, No. 657 
Sinbad Blue. No. 264 
Spring Continental Green No. 481 
Brown Almond, No. 261 
Misty Grey, No. 645 
Sun Copper, No. 289 
Cafe Brown, No. 231 
Cinnamon, No. 270 
Town Brown, No. 240 
Cherry Red, No. 286 
Boating Green, No. 47 
Sailing Red, No. 283 
White & Black Agobuck 


ALLIED KID COMPANY 
New CAstTLe Division 
Glazed Kid & Maracain 


Cafe Brown, Peat Brown. 
Dogwood, Henna Wood. 
Chamois, Mimosa Bud, 
Sandalwood, Tulipwood. 
Pearwood, Burlwood, Purple _ 
Tile, Pansy, Larkspur. 
Violet, Aqua, Mint Green. 
Green Apple. Poppy, Spode 
Red. Bristol Blue, Powder Blue. 
Periwinkle Blue, Paisley Blue. 
Tropic Sea, Middy Blue. 
Co-Op Navy. Sapphire Blue. 
Begonia. Pottery Orange. 
Sweet Pea Pink. Dahlia Pink. 
Rambler Rose, White. Black. 
Bronze, Delphinium, Misty Grey. 
Brown Almond. Sun Copper 
Linings 
Yellow. Pink, Waterlily, Green. 
Blue, Beige, Brown, Light Grey. 


Dark Grey 


STANDARD & SpeciALTY Division 
Glazed Kid & Suede Kid 


Cafe Brown, Dogwood, Henna 
Wood, Mimosa Bud, Sandalwood. 
Tulipwood, Pearwood. Violet. 
Aqua. Iris Green. Palmetto 
Green, Poppy Red, Spode Red. 
Bristol Blue, Powder Blue, 





September |, 1948 


Lists as received from tanners up to time 





New York, September 14 and 15, 1948 





Tropic Sea, Middy Blue, Co-Op 
Blue, Sapphire Blue, Begonia, 
Dahlia Pink, Rambler Rose. White, 
Bronze, Delphinium, Misty Grey. 
Brown Almond, Sun Copper 

Linings 
Gentian Blue, Verbena Pink, 
Shadow Green. Bamboo Yellow, 
Mustang Beige, Waterlily, Coke 
Grey, Thunder Grey, Rancho Beige 

Special Waterproof Linings 
Cafe Brown, Black 

Slipper Kid 
Red, Light Tan, Burgundy, Tan, 


Green. Blue. Yellow 


McNEELY Division 
Glazed Kid, Women’s Colors 


Cafe Brown, Bluejacket. Bronze 
Men’s Colors 

Amber Brown, Copper Tile 
Velvo Kid 

Amber Brown, Black. 

Copper Tile. Bronze 


STERLING Division 


Tucson Colt, for Slippers 
Black, Burgundy. Tan, Green. Red. 
Yellow. Blue. White 

For Babies’ Shoes 
Pastel Pink & Pastel Blue 
Gold & Silver Kid 
Gold Skivers for Belts 
White Tucson Colt for infants’. 
children’s & nurses’ wear 
Nurocco Kid. White 
Sterling Patent Kips & 
Sterling Patent Sides in Black 
Bronze Patent, Copper Patent 


QuaAKER City Division 
Black Glazed Kid for men & women 


AMALGAMATED LEATHER COS., 
INC. 


Charmooz Kid 
Black 
Carib Green No. 901 
Sailing Red No. 902 
Blue Laguna No. 903 
Exotic Lemon No. 904 


of going to press. 






South Sea Violet No. 905 
Gay Cyclamen No. 906 
Brown Almond No. 943 
Misty Grey No. 999 
Continental Green No. 977 
Cherry Red No. 914 
Fiesta Wine No. 920 
Admiral Blue No. 959 
Cafe Brown No. 923 
Slate Grey No. 970 
Black Tulip No. 948 
Brown No. 919 
Burnt Mocha No. 953 
Ambuck Black Buckgoat 
Glazed Kid 
Black. White. Bronze Kid 
& Clio 
Red No. 124 
Green No. 187 
Blue No. 159 
Brown No. 123 
Slipper Kid 
Black. White 
Town Brown No. 121 
Cafe Brown No. 123 
Red No. 134 
Blue No. 139 & No. 153 
Wine No. 165 


Linings 
Grey No. 142 
Beige No. 180 


Waterlily No. 125 
Cafe Brown No. 223D 
Black No. 200D 
Pink No. 102 
Yellow No. 104 
Green No. 103 
Aqua No. 108 
Blue No. 111 
Light Grey No. 126 
Amalce & Amalac Metallic finishes in 
all wanted colors 
Reptiles 
Alligator Lizards 
Red No. 328 
Black & White No. 90 
Black 
Sport Rust No. 534 
Blue No. 359 
Wine No. 455 
Green No. B83 
Fall Green No. 440 
Agras 
Blue No. 359 


[TURN TO PAGE 78, PLEASE] 
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What the Tanners Will Show 


Black & White No. 90 

Red No. 328 

Black 

Brown No. 450 

Green No. B83 
Iguanas 

Blue No. 359 

Green No. B83 

Black 

Brown No. 534 

Fall Green No. 440 

Red No. 328 

Wine No. 406 

Black & White No. 90 
Calcuttas 

Green No. B83 

Town Brown No. 576 

Red No. 138 

Light Brown No. 450 

Black 

Blue No. 359 

Port Rust No. 434 

Grey No. 94 

Wine No. 455 

Fall Green No. 440 

Dark Brown No. 23 
Aer Snakes 

Red No. 14 

Medium Green No. 77 

Blue No. 59 

Light Brown No. 43 

Wine No. 20 

Dark Brown No. 23 

Grey No. 70 

Black 
Giboas 

Green No. B83 

Red No. 238 

Wine No. 455 

Black & White No. 90 

Fall Green No. 440 

Blue No. 359 

Brown No. 30 

Black 

Dark Red No. 14 

Dark Grey No. 70 


AMDUR LEATHER COMPANY 
Elk Sides 
Regular, Extremes, Kips 
White, Brown, Red 
In various weights 
Chrome Splits 
Soft Sole Slipper Splits 
Beige, Reindeer, White, Red, Copen 
Blue, Royal Blue, Navy Blue, 
Brown, Black, Green, Corn Yellow 
Pyroxalyn finish dope splits 
Shoe Lining Splits (Ooze) 
Grey, Beige, Waterlily, White 
Finished Lining Splits 


78 


[CONTINUED FROM PACE 77] 


Shoe Upper Suede Splits 
(top buffed) 
Black, Brown, White 
W orkglove Splits 
Shoulders & Butts 
Side Splits 
Specialty Chrome Splits 
for industrial work 
Hand Splits, Apron Splits 
Chrome Retan Sole Splits 
(hard soles) 
for play shoes, slippers & infants’ 


shoes 
W ork Shoe Upper Splits 
All weights 
Black. Army Russet. Town Brown, 
Natural 


WILLIAM AMER COMPANY 


Black Glazed Kid 
Black Satin Kid 
Black Suede Kid 
Bronze Kid 


AMERICAN BELLY TANNING 
CORPORATION 


Bark & Chrome Tanned Bellies & 
Sides for Linings, Uppers, Sandals 
& Novelties 


AMERICAN HIDE & LEATHER 
COMPANY 
Calj Leathers 
Rosebay Willow Calf 
Princess Calf 
Willow Calf 
Royal Calf 
Ooze Calf 
Empire Kips & Sides 
Titan Kips 
Amerigrain Elk 
All in Standard colors 


AMERICAN KID COMPANY, INC. 


Glazed Kid, Black & Colors 
Slipper Kid 

All Leading Shades 
Suede Kid 

Black, White, Colors 
Lining Kid 

In fashionable Colors 
Kid & Cabrettas 

Gold & Silver 
Amicape 

Smooth & Embossed Cape 

Finished Lambskins 

Black & Colors 


CARL ANTHOLZ, INC. 


Complete line of Reptilian & Buffalo 
Calf Leathers in all leading colors 


ARMOUR LEATHER COMPANY 


Full Grain 

Maison, Crystal, Bokide 
Corrected Grain 

Cossack, Skeet, Ivory 
Grains 

Scotch & Alpine designs 
Splits 

Swanky Suede 

Ooze Linings 
Shewan 

Reversed Kip 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather in 
the latest Spring Colors 


J. S. BARNET & SONS, INC. 

Calj 

Thorobred 

Brawnie 

Gloria 

Barvel 

Barbuk 
Kipsides 

Thorobred 

Glassboro 

Barvel 

Barbuk 
Extreme Sides 

Beverly 

Devonshire 

Barlynn 
Black, Brown, Blue Suede 
Vinette Demiveals 


BARNET BROS. LEATHER CO., 
INC. 


Genuine Reptiles 
Alligators 
Alligator Lizards 
Agra Lizards 
Calcutta Lizards 
Whip Snakes 
Cobra Snakes 
Pythons 
In standard & vibrant Spring 
Resort Colors 


BARRETT & COMPANY, INC. 


Llama Calf (PLM weight) 
Red Holly, Foxwood Green, 
Chestnut, Walnut, Maple, 
Cedar, Ebony 
H. M. weight 
Same Colors as above 
Lasticalf (Women’s) 


[TURN TO PAGE 80, PLEASE] 
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CONSISTENTLY UNIFORM 
ALWAYS DEPENDABLE 





T.M..REG. U.S. PAT. OFF 






URPASS 


is THE NAME 


FO? THE FASHION-RIGHT KIDSKIN 


SPRING and Summer ‘49 holds every indication of sustained interest in simple, 
classic shoes with a revival of emphasis on leather colors and surfaces making 


Surpass, the Fashion-right Kidskin more desirable than ever. 


While in ‘49, as in recent seasons, all your patterns cannot be developed in Surpass 
Kidskin, those patterns which your resources can deliver in Surpass Glazed Kid 
and Suede will be more consistently uniform, beautiful and dependable because 
they have been made of this superb Kidskin. 


URPASS LEATHER COMPANY 


9th & WESTMORELAND STREETS ee PHILADELPHIA 40, PA. 








What the Tanners Will Show 


L. M. & H. M. weights 
Turftan, Continental Green, 
Black, Cherry Red, Burnt 
Mocha, Cordova Brown, 
Cafe Brown 
Men’s—H. M. & M. weights 
British Tan, Manhattan Brown, 
Black, Tallyho, Golden Harvest 
Grains 
Scotch, Hyland, Clydesdale, Ostrich 
Manhattan Brown, Golden Harvest, 
Tallyho, Black 


BEADENKOPF LEATHER 


COMPANY, INC. 
Slipper Kid, Brown, Burgundy, Blue 
Kid Linings, Beige, Gray 
Suede, Black & Colors 


BEGGS & COBB, INC. 


Side Leathers 
Dress Smooth 

Black, White, Colors 
Winchester 
“ Black, Colors 
Burlee 

Black, Colors 
Playtog 

White, Black, Colors 
Komfi Kips 

Black, White, Colors 
Wedgemere 

White, Colors 
Snobuck 
~ White 
Splits 

Linings 

No-Slips 

Slippers 

Dresshu 

Workshu 

Gussets 

Suedes 


BERNARD COMPANY, INC. 
White Elk—Kips & Extremes 
Black Suede Splits 
Pearlac Silk Kid 


Various colors 


Beco printed Calf & Kip 


BESSE, OSBORN & ODELL, INC. 
Besse Sheep & Lamb leathers 
for shoe & boot linings 
Natural Calfine tannage & 
Combination tannage 
Grey, Waterlily, Black 
Vegetable-tanned Leathers for 


hat sweat bands 
BLANCHARD BROS. & LANE 
Innersole Flexible Splits 
Lining Splits 
In various colors 


[CONTINUED FROM PAGE 78) 


Sueded Splits 
Upholstery Leather 


COLONIAL —— COMPANY, 
INC. 


BRANDT LEATHER CORPORATION Patent Leather 


Fancy & standard Finishes of Sheep 
& Goat of all descriptions & in all 
colors & combinations of colors 
for all purposes. 


N. BREZNER & COMPANY, INC. 


Complete Line of Smooth & Elk 

Leathers in Kips & Sides 

Reptile Prints 

Shoe Splits in variety of finishes 

White, Black, Brown, Tan & High 
Colors for Spring, 1949 


BURK BROTHERS, INCORPORATED 
Oxide Kid 
Glazed 
Cafe Brown, Turftan, Admiral 
Blue, Cherry Red, Continental 
Green, Sailing Red, Laguna Blue, 
Carib Green, Black, Bronze, Gypsy 
Brown 
Suede 
Cafe Brown, Admiral Blue, Cherry 
Red, Continental. Green, Brown 
Almond, Sailing Red, Laguna 
Blue. Carib Green, White, Black 
Satin Matt 
Oxalene Kips 
Weights) 
Manhattan Brown, Brandy Tan, 
American Burgundy, Copperwood 
Slipper Stock 
Light Blue, Medium Blue, Flame 
Red, Burgundy, Boulevard Brown 
Linings 
Water Lily, Biscuit, Fawn Beige, 
Cameo Pink, Field Mouse, Grays 
Dress Elks 
Brandy Tan, Copperwood, Manhat- 
tan Brown, Continental Green, 
Admiral Blue, Flame Red. White, 
Black 


CARR LEATHER CO. 


Suede Calf 
Continental Green No. 15 
Heat Hermist No. 33 
Brown Almond No. 42 
Admiral Blue No. 108 
Cafe Brown No. 160 
American Burgundy No. 165 
Gay Cyciamen No. 190 
Misty Grey No. 207 
Greybark No. 208 
Sailing Red No. 214 
Desert Sand No. 234 
Bermuda Brown No. 301 
Vagabond Grey No. 400 
Turftan No. 405 
Black 


(Unlined & Men’s 


Black 
Sno White 
Golden Tan No. 591 
Vibrant Green No. 592 
Violet No. 593 
Royal Blue No. 594 
Cyclamen No. 595 
Scarlet Red No. 454 
Hot Chocolate No. 577 
Chaudron No. 277 
Continental Green No. 529 
Admiral Blue No. 578 
Cherry Red No. 579 
Turftan No. 480 
Bronze (dark) No. 572 
Bronze No. 597 
Copper No. 596 
Gunmetal No. 11 
Platinum No. 582 
Red No. 101 
Red (light) No. 103 
Mascara No. 99 
Calfskin Division 
Silka Suede Calf 
White, Black, popular colors 
Colbuk Calf 
White, Black, popular colors 
Genuine White Buck 
Split Division 
Full line Black & Colonial Suede 
Splits in light, medium & heavy 
Chrome Retan Sole Splits & Bark 
Tan Flexible Insoles in all grades 
& weights 
W orkshoe & Side Leather Splits 
Black & wanted colors 
Elk Side Leather 
White No. 200 
Blue Pastel No. 218 
Yellow Pastel No. 219 
Pink Pastel No. 217 
Red Elk No. 202 
Wine No. 206 
Smoked No. 211 
Palomino No. 224 
Sahara Beige No. 212 
Apple Green No. 203 
Bottle Green No. 220 
Tawny Tan No. 213 
Turftan No. 208 
Army Russet No. 204 
Blue No. 205 
Black No. 201 
Bronzeside 


Goldside 


CRESTBRAND LEATHER COMPANY 
Black & Colored Suede Splits 


[TURN TO PAGE 82, PLEASE] 
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Count on Style to sell more shoes — Style in Leathers beside 


colors and patterns. Novelty on quality leather makes 


instantly-favorable impressions . . . opens the buyer’s purse and 


wallet and satisfies, because something different 


is a constant urge. 


Be sure to visit R. N E U us Ws ea N & C Q). 
BOOTH 99 four becihfhreps Spt y Aer: 
at the Leather Show HOBOKEN N. 


A 





September |, 1948 8! 








What the Tanners Will Show 


Colored Suede Lining Splits 
Colored Finished Lining Splits 
Lacquer Finished embossed Alliga- 

tor & Lizard Grains on Calfskins 
In Standard & New Colors 


DONNELL & MUDGE, INC. 
Grain & Reverse Sheep & Lamb 
Leather for Shoe Linings 
Cape Leathers, White, Colors 
Chrome Lamb Shoe Linings 
Smooth & Embossed Sheep & Lamb 


for leather goods trade 
Saddle Lambs 


F. C. DONOVAN, INC. 


Domoc Leather for men’s, women’s 
& children’s shoes 

In new Spring Shades 

Navonod & Dov Lining Leathers for 


men’s high grade shoes 


DREHER LEATHER MFG. CORP. 


Metallic Leathers 
Gold & Silver Kid 
Gold & Silver Reptiles 


Various Metallic colors 


DUNGAN, HOOD & CO., INC. 
Black Suede Kid 
Black Glazed Kid 


EAGLE-FLAGG TANNING CORP. 
Smooth Side Leather ( Dress Shoes} 
Smooth Side Leather (Dress Shoes) 
Loafers & Moccasins in Aniline & 

semi-Aniline finishes 
Splits 
Splits 
Lining Splits 
Shoe Upper Leather Splits 
Splits for Leather Goods 


EAGLE-OTTAWA LEATHER 
COMPANY 


Ottawa Elk 
Black No. 10 
White No. 20 
Army Russet No. 30 
Turftan No. 32 
Red No. 52 
Mexican Grain Prints 
Spey Royal Scotch, 
Edinburgh & Broadway Grains 
Black No. 10 
Army Russet No. 30 
Turftan No. 33 
Wine No. 36 
Brown No. 37 
Tuftoe 
Peacock & Sea Shark Grains 
Black No. 10 
Army Russet No. 30 
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Vegetan Lining 
Natural No. 45 
Nokabout 
Army Russet No. 30 
Cherry Red No. 51 
Sunblu No. 62 
Green Pepper No. 72 


JOHN R. EVANS & CO., INC. 


Ruby Black Glazed & Dawn Kid 
Peerless White Kid 
Peerless Glazed Kid 
Cafe Brown No. 102 
Gypsy Brown No. 791 
Admiral Blue No. 4823 
Continental Green No. 145 
Cherry Red No. 127 
Blueberry Pie No. 116 
Brogandi, Cara & Bokhara 
Black, White 
Cafe Brown No. 4722 
Gypsy Brown No. 1016 
Burnt Mocha No. 1092 
Admiral Blue No. 1015 
Cherry Red No. 1049 
Continental Green No. 1047 
Turf Tan No. 1032A 
Suede 
Tofbuk White 
Evanette Black 
Town Brown No. 802 
Admiral Blue No. 823 
Cherry Red No. 827 
Continental Green No. 845 
Metallic Leathers 
Gold Kid 
Gold Brogandi 
Bronze Kid 
Bronze Brogandi 
Peerless Slipper Kid 
Brown No. 152 & 157 
Red No. 153 
Blue No. 154, No. 156 & No. 158 
Wine No. 155 
Peerless Linings 
Beige No. 7 
Grey No. 15 
Waterlily 
Valencia 
White 
Laguna Blue No. 1009 
Sailing Red No. 1252 
Wine No. 1254 - 
Jimmy Pig 
White 
Beige No. 22 
Army Russet No. 1092 


FLEMING-JOFFE, LTD. 


Alligators 

Lizards 
Alligator 
Oriental 
Bengal 


Agra 
Calcutta 
Chameleon 
Snakes 
Cobra 
Chouri 
Ermine & Boa 
Pythons 
Diamond 
Rock 
Royal 
Ampalaguas 
Karungs 
Genuine Ostrich 
Genuine Reptile Colors 
Cafe Brown, Turftan, Burnt Mocha, 
Continental Green, Cherry Red, 
Black, Colonial Earth, Blueberry 
Pie 
Oriental Lizards 
Precious Jewel Colors 
Metallic Finishes 
24 Carat Gold 
True White Gold 
in Snakeskins 
Snakeskins & Lizards 
Antique Lustre colors 
Burnished Bronze 
Pewter & Fire Copper 
New Lustre colors 


S. B. FOOT TANNING CO. 
Current colors in large spread, Ex- 
tremes & Kips, with Black & White 
Corrected Elk & heavy service shoe 
leathers 
Splits for Gloves, Gussets, Linings 


& Work shoes 


A. F. GALLUN & SONS 
CORPORATION 
Aztec 
Cretan 
Eskimo 
Norwegian 
Wax Norwegian 
Normandie 
Viking 
Apache 
Tooling 
French Process Wax 
Furniture 
Grains 
Lining 
Domino 
Baguette 
Mandarin 
Lido 
Ebony 
Quarterbright 
Clyde 
Kongo 
Pigskin 
In various colors & Black 
[TURN TO PAGE 84, PLEASE] 
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BOOTH 20 @ Official Opening of American Leathers for Spring 
Waldorf-Astoria Hotel, New York, Sept. 14, 15, 1948 


September |, 1948 





What the Tanners Will Show 


GARDEN STATE TANNING, INC. 


Automotive Upholstery Leather 
Top Grain & Splits 

Luggage, Handbag and Belt Leathers 
Suede Shoe Splits 

Sole & Upper Splits 

Flexible Innersole Splits 
Miscellaneous Splits 


GEILICH TANNING COMPANY 


Aniline Finish Lining Leather 
Aniline Finish Woven Shoe Leather 
Aniline Finish Casual Leather 


GILBERT & CO., INC. 
NuCalf Natural Sheepskins 


J. GREENEBAUM TANNING CO. 


Barclay 

Vegeleen 

Normil 

Hampton 

Dresides 

Primo 

Sporto 

Dress Elk 

Shoe Cordovan 

All in latest Spring & Summer colors 


GRIESS-PFLEGER TANNING 
COMPANY 


Aniltan Kip, Extreme & large Sides 

Combotan Smooth Dress Kip, 
Extreme & large Sides 

Lozant Chrome Smooth Dress Kip. 

Extreme & large Sides 

Lozant Chrome Sport Elk Extreme 

& large Sides 

Bison Full Grain Work Elk Sides 
Lining Splits 


GUTMANN & COMPANY, INC. 


Ski 

Gambola 

Flacor 

Embossed Grains 

All in Spring Colors 


L. H. HAMEL LEATHER 
COMPANY 


Crushed Kid 

Black No. 680 

Army Russet No. 801 
Glazed Kid 

Wildfire Red, Cherry Red, Cafe 

Brown, Town Brown, Black 

Glazed Lining Kid 

Mocha No. 323 

Waterlily No. 327 

Grey No. 394 

Blue No. 308 


84 


[CONTINUED FROM PAGE 82] 


Green No. 309 
Pink No. 31] 
Dark Grey No. 356 
Dark Mocha No. 357 
Aniline Kid 

Black Suede Kid 

Sueded Lining Kid 
Mocha No. 323 
Waterlily No. 327 
Grey No. 386 
Dark Grey No. 356 
Dark Mocha No. “357 

Cape Glazed Linings 
Mocha No. 123 
Waterlily No. 127 
Grey No. 194 
Blue No. 108 
Green No. 109 
Pink No. 111 
Dark Grey No. 156 
Dark Mocha Ne. 157 
Town Brown 
Black 

Sueded Cape Linings 
Mocha No. 123 
Waterlily No. 127 
Grey No. 186 
Dark Grey No. 156 
Dark Mocha No. 157 

Garment Leather 
Buccaneer Cape 
Marrona Suede 
Beige Suede 
Buck Suede 
Henna Suede 
Powder Blue Suede 
Red Suede 
Green Suede 

Seal Brown Goat 

Bag Leather 
Black Cape 
Continental Green 
Town Brown Cape 
Cherry Red 
Black Suede 


THOMAS B. HARVEY LEATHER CO. 


Suede Kid 

Black, Brown, White 
Lining :Kid 

Grey, Beige 


HEBB LEATHER CO., INC. 


Lining Leathers In K & E & large sizes 
Aniline No’s. 21 & 29 
Pigment No’s. 38. 39. 41. 50. & 80 
Black Smooth Calf 
Suede Upper Splits 
Black. Town Brown, Continental 
Green 
Suede Lining Splits 
Fawn, Gray 
Chrome Retan Sole Splits 


Bark Tanned Flexible Innersole Splits, 
finished & velvet 


THE HECHT COMPANY 


Reptiles of all descriptions in Standard 
Spring Shades 


MELVIN HENKIN, INC. 


Glazed Kid 

Black & Colors 
Suede Kid 

Black & Colors 
Slipper Kid 

Black & Colors 
Lining Kid 

All Spring shades 

including Pastels 

Gold « Silver Kid 
Reptiles 


HITEMAN LEATHER COMPANY, 
INC. 


Full Grain Calf Leathers 
in 1949 Spring Colors 

Full Grain Calf Slipper Leathers 
Black. high colors 


HORWEEN LEATHER COMPANY 


Genuine-Cordovan Butts 
Black & Colors 
Chrome & Vegetable Calf 
Black & Colors in men’s & women’s 
weights 


Vegetable Calf for Specialty trade 


E. HUBSCHMAN & SONS, INC. 


Black & Colored Calfskins for Hand- 
bags & Men’s & Women’s Shoes 


HUNT-RANKIN LEATHER CO. 


White Bucko Calf 
Bucko Calf (All colors) 
Velvetta Suede Calf 
Tosca Suede Calf 
Infanta Calf 
Cavendish Calf 


In the popular colors 


IRVING TANNING COMPANY, 
INC. 


Debesco—Full Grain Kips 

Smooth & Boarded Pigment finish 

Irvtan—Corrected Grain in Elk & 
Smooth 

All popular colors & White 

Splits for all purposes 


[TURN TO PAGE 104, PLEASE] 


Boot and Shoe Recorder 





oe 

% 

Aah Wr 

| \e 

al 
)\\ | 

— BLACK - Lilly | 


’ 


~aes 


Lauily 


BRONZE 


BLACK GLAZED 

Ys BLACK SATIN 

Wiliaon AMER ey WMBRONZE KID 
William Company —-) 
PHILADELPHIA, PA. ESTABLISHED 1832 GARMENT LEATHER 

















MALIS LEATHER Co. 





315-319 Arch St., Phila. 6, Pa. 
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KID and CABRETTAS 


Produced Successfully 
for More Than 40 Years 
GLORIA CABRETTAS ae 


tanned only from the finest selected skins 
available. Renowned for their STRENGTH 
and DURABILITY, these factors combined 
with a fine Grain and SMOOTH SILKY 
CALF-LIKE FINISH stamp them—fashion- 


accepted. 


BLACK GLAZED WHITE GLAZED 
BLACK SUEDE WHITE SUEDE 


€ 
Exhibiting 
SPRING LEATHER OPENING 


Booth No. 9 
HOTEL WALDORF-ASTORIA 
New York City 























4 Leach-Heckel Leather Company 
Spring Leathers on G. Levor & Company, Inc. 
Display Lincoln Leather Company 

Loewengart & Company 
[CONTINUED FROM PAGE 69] Hermann Loewenstein, Inc. 


N. C. Lyon & Company 


Hiteman Leather Company Melts Leather Company 


Horween Leather Company Harry Mann Leather Company, Inc. 

E. Hubschman & Sons, Inc. Marcus, Forscher & Company 

Hunt-Rankin Leather Company McNeely & Price Company 
Monarch Leather Company 

Irving Tanning Company Murray Leather Company 

1. M. Kaplan, Inc. R. Neumann & Company 

Kirstein Leather Company Northwestern Leather Company 

Korn Leather Company The Ohio Leather Company 

A. C. Lawrence Leather Company Pfister & Vogel Tanning Company 
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Prager Leather Corporation 
Fred Rueping Leather Company 


Seton Leather Company 

Sigma Leather Manufacturing Corporation 
S. W. Simon Leather Company, Inc. 
Surpass Leather Company 


Tan-Art Company, Inc. 
Albert Trostel & Sons Company 


R. J. Widen Company 
Winslow Bros. & Smith Company 


Richard Young Company 
Ziegel, Eisman & Company 


Promote Coordination 


"Round The Clock 


[CONTINUED FROM PAGE 57] 


shoes for leisure hours; tailored types 
for city shopping or marketing; late 
afternoon teas or cocktail parties; in- 
formal and formal dining and dancing. 
Show suitable types of shoes and ac- 
cessories with the complete ensemble. If 
it is not possible for you to use the 
actual clothes in your displays, let the 
art department build background scen- 
ery to give the desired effect. Remem- 
ber that a carefully planned window 
display can attract the customer and 
help you sell extra shoes and accessor- 
ies in your promotion. 


Pfister & Vogel, Tanners, 


Celebrating Centennial 


MILWAUKEE, Wis.—Starting business 
in the same year that Wisconsin became 
a state, Pfister & Vogel Tanning Com- 
pany this year marks the centennial of 
its operations as a tannery under the 
name of its two founders. 

Organized in 1848 by Guido Pfister 
and Frederick Vogel as senior partners, 
the Pfister & Vogel Leather Company 
was one of the first tanneries in the 
Middle West. Milwaukee, at the time of 
the company’s entrance into business, 
was a city of only 12,000 persons but 
the founders, who only a few years be- 
fore had come to this country as immi- 
grants, were impressed with the possi- 
bilities for growth that seemed evident 
to them. 

As Guido Pfister put it in a letter he 
wrote to an uncle in Germany on March 
24th, 1848: “Everyone in this country 
who is active, honest, and attends to his 
business, will find assistance in contrast 
to Germany where only those who can 
hold their heads high in the air will be 
helped along. . . . The work is harder 
all through, but people live better, too.” 

The entire letter and other pertinent 
facts about the Pfister & Vogel business 
are reproduced in a booklet, “100 Years 
of Service,” which the Pfister & Vogel 
Tanning Company has published to 
commemorate the centennial. 
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"That Sell Shoes 


Ju as long as women seek style in their footwear, Colors and 
Surfaces of Leather from which they are made will be vital in your 
shoe selling. Patterns and lasts may change, or carry over from 






season to season, but as inevitably as the turning of the globe itself 
each new season fashion dictates a new range of colors which must 
be smart and perfectly suited to specific leather surfaces. 

For 75 years, Amalgamated has been evolving a system for the 
selection and tanning of fashion correct colors. World-wide resources 
produce the quality and variety of skins essential to such a neces- 
sarily diversified tanning operation. Untiring research within the 
laboratory has enabled Amalgamated to develop the techniques 
which produce the lasting colors which have made Amalgamated 
THE WORLD'S FINEST LEATHERS. 


PYM AMALGAMATED 
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Wo44 MN MS TO ON > = DE LL. AW ARs 


SEE THE WORLD’S FINEST LEATHERS 


BOOTH 61, Waldorf Astoria Hotel during 
Official Opening of American Leathers, 
September 14-15. 
















HARVEY 


SUEDE 


x * 
Y ago 


Originators of 


THE PERFECT WHITE KID SUEDE 
with the soft, beautiful nap. 
Also BLACK and BROWN 
0 
Leading Shoe Manufacturers will tell you 


it makes the FINEST FINISHED SHOE... . 


for Spring and every Season. 


BOOTH No. 15 


LEATHER SHOW, September [4th-I5th 
WALDORF-ASTORIA « 


THOMAS B. HARVEY 


LEOPARD & WILDEY STS. 
PHILADELPHIA, 


BOSTON OFFICE e 16 SOUTH STREET 


Sr 


1. M. Reg. App. for 


NEW YORK, N. Y. 


= oa Ss 2 oe UF 


PENNA. 














Canadian Hide Stocks 
Show Decrease 


MOoNTREAL.—Canadian stocks of raw 
cattle hides held by tanners, packers 
and dealers at the end of June 
amounted to 356,800, a decrease of 34.5 
per cent compared with the June 1947 
figure of 545,200, according to the Do- 
minion Bureau of Statistics. Stocks of 
calf and kip skins increased from 
636,800 in June 1947 to 720,100; and 
goat and kid skins from 132,900 to 
242,200. Sheep and lamb skins fell from 


62,300 dozen to 41,000 dozen; and horse 
hides from 75,600 to 29,700. 

Production of cattle sole leather in 
June totalled 1,905,300 pounds, com- 
pared with 2,512,400 at the same month 
last year; and cattle upper leather 
3,333,900 square feet as against 3,722,- 
600; while the production of glove and 
garment leather amounted to 274,700 
square feet, as compared with 468,600. 
Production of calf and kip skin upper 
leather totalled 1,120,700 square feet, 
compared with 1,638,400 in June last 
year. 


Fashions of the Past 
Inspire Spring Patterns 

St. Louis. — A preview of Spring 
leather colors and patterns, held at a 
luncheon meeting for shoe manufac- 
turers, designers and stylists at the 
Hotel Sheraton recently, under the di- 
rection of Miss Rhea Nichols of the 
Allied Kid Company, stressed the in- 
fluence of fashions of the past on new 
Spring leathers and patterns. 

Miss Nichols emphasized the fact 
that Empire and Victorian fashions 
have a decided effect on the design of 
new shoe patterns for Spring. Both 


| style and color harmonize with the cur- 
| rent trend of fashions to look to the 


past for inspiration. There are two 
main groups of colors: for dressy 
shoes, the sober tones of any color; for 
casuals and sandals, these same colors 
enriched. 

In addition, solid colors are used for 
dress or casual wear; tone-on-tone or 
numerous shades of the same color in 
dress patterns; and on the contrasting 
and harmonizing colors of multicolored 
shoes, fresh pattern applications. 

The top color for Spring, according 
to Miss Nichols, is blue. After blue 
come the brown tones, including rust 
and copper for street and casual wear. 
Then red, in shades of coral, tomato, 
yellow-red and blue-red. Subtle shades 
of green were considered as promotable 
for fashion items, and the yellowish 
cast of the Kelly Green shade good for 
volume selling. 

Rose-beige was pointed out as the 
perfect neutral color for all types of 


| patterns. Miss Nichols said that taupe 


trimmed with white, along with gray 
and brown almond, was good. 

New tanning processes have made 
metallics more importart, useful and 
style-right in fashions, she said. Bronze 


_and gunmetal are favored for volume 
| selling. 


Silver is a color to be watched care- 


fully in view of the huge success of 
| gold in the past season. 


Following the Empire and Victorian 


| fashions, major trends are the laced, 
| closed-up look; the focusing of interest 
' on the front of the shoe and the instep; 


with a more delicate-looking spectator 
sport shoe. 

Elastic-laced blucher ties with polka- 
dot fabric bows; the V-throat, modified 
in platform wedges for casual wear; 
and the new style spectator shoe are 
styles which feature front interest. 
Narrow strippings, continued from in- 
step to toe, or inserted and woven in 
vamps are additional variations. The 
ankle strap has dimmed in importance 
and appears in narrow widths only, 
Miss Nichols said. 

Designers Grace Powell, Meri Miller, 
and Ben-Berk designed pullovers of the 
new styles. 
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WATCH BLACK PRINCESS CALF IN f YG G 


A8% of all 1948 SPRING footwear for 
women was black, and indications point to a 
repeat in 1949. 

We produce more black calf than any other 
tanner. It has industry-wide acceptance. 
Black Princess Calf has instant appeal to 
women who today insist on getting exactly 
what they want. 


AMERICAN HIDE and LEATHER CO. 


BOSTON, MASSACHUSETTS 
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MONARCH LEATHERS 


BOOTH 53: Official opening of American Leather for SPRING 


Waldorf-Astoria Hotel, New York, SEPT. 14, 15, 1948 


“ili MONARCH LEATHER CO. 


NEW YORK: 


BOSTON 


fod iL ey.\cre) 














FINE LEATHER ON DISPLAY 
BOOTH 78 


MERICAN GRAINS 
EAGLE ELK 
OTTAWA ELK 
TUFTOE TIPPING 
NOCK ABOUT LEATHER 



















Tanners Council 
LEATHER SHOW 


NEW YORK 
SEPT. 14, 15 


HOTEL 
WALDORF 
ASTORIA 


BOOTH 78 


31 Years of Tanning Craftsmanship 


Eagle-Ottawa Leather Co. 
GRAND HAVEN, MICEIGAN 








NEW FALL WINDOW CARDS 
READY NOW — IMMEDIATE DELIVERY 


CARDS {as illus.) 
IN RUST BROWN 







AND 
AUTUMN YELLOW 
8" x 14" 

Six other texts to 
choose from 


$1.00 each 
3 for $2.25 


ae 
fone 


-- FOR FALL 





Price Tickets 
In Fall Color 


Combinations 
IN STOCK— 
109 prices 


30¢ doz. $3 gr. 





Card Holders 


As Illus. 
NATURAL WOOD 
FINISH 


$2.10 each 

















WRITE TODAY 


For FREE Price Ticket Samples and Circular Offering 
Many Aids to the Modern Merchant. 


BOOT AND SHOE RECORDER 
MERCHANT’S SERVICE DEPT. 


ROOM 1735 e@ 209 S. STATE ST. @ CHICAGO 4, ILL. 
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IMITATION 18 NOT DUPLICATION 


‘The PROCTER & GAMBLE Company 


Coren, Ohm 


IVORY FLAKES WASHING TEST Reor 


— A. E. ROSS & SONS COMPANY 


Om______Mar_19, 394) 





tom White ELESNETTE washable leather shoes see ____AgE2 





shoes were covered with e gud-like substance when sen 


with sud. 
hth @ —— ge ai pped in clear lukewars water aod were 
patted @ry with e clean soft 


‘The epplied mid was easily removed from ell parts of the shoes excep 
those portions which were scuffed. 


The scuffed portion> remained signe 


tened with « reguler white shoe ei. 


the ebove washing directions for thes. 


PROCTER & GAMBLE TESTING SERVICE 





are supplied to users of 
“KLEENETTE” 


On reverse side of tag 
are the following 
instructions: 





Te clean these shoes, simply wse either Ivory or Lax Soap. 
Fer hospital steies, end herd te get off stein, ase equal 


ports ef @ mixtere of water, emmonic end cicobel. 


A. H. ROSS & SONS CO. 


CHICAGO 22, ILLINOES 


Boston: Merchont-Loveys; St. Lovis: Al W. Meier Co.; 





Philadelphia: Schoenberg Leather Co.; Milwaukee: 





A. W. Patton; New York City: Banker? & Samuelson; 
Chicago: J. K. Reynolds Co.; Los Angeles: A J. &-J. RB. Cook 


TANNERS SINCE 





Shoe Manufacturers Plan 
Part in Exposition 

MANCHESTER, N. H. — Many shoe 
manufacturers are expected to partici- 
pate in the first New Hampshire Indus- 
trial Exposition to be held in the Ar- 
mory here, Oct. 17-20, under the joint 
auspices of the Manchester Chamber of 
Commerce, other chambers, New Hamp- 
shire Manufacturers’ Association, Stat2 
Planning and Development Commission, 
regional associations and labor rae 
zations. 

The exposition will be the first sro- 
ject to be undertaken by the recently 
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Leather Chemist Perfects 
New Tanning Process 


St. Louis. — A. H. Winheim, of the 
Planetary Chemical Co., in nearby 
Creve Coeur, Mo., and Edward Do- 
herty, technical director of a tannery 
at Buford, Ga., have developed a new 
method for tanning leather with syn- 
thetic substances in an effort to meet 
the shortage of vegetable tanning ma- 
terials. 

The new process is believed to be as 
inexpensive and as efficient as the 
method in which vegetable substances 
are used. An advantage of the new 
process, according to Mr. Winheim, is 
that leather tanned by the new chemical 
process can be made impervious to 
water and as flexible as is desired by 
changing thé chemicals used. 

Leather tanned by the new process, 
he has pointed out, does not become 
stiff or cracked after soaking in water, 
due to the fact that the filler does not 
seep out of the leather. 

In tanning a skin, Mr. Winheim uses 
a group of chemicals known as dialde- 
hydes in the first stage to accomplish 
the tanning; then uses dyes, lubricants 
and filling or waterproofing agents. Mo- 
tivation for the new. process was the 
shortage of chestnut bark, reportedly 
disappearing from the market rapidly 
because of blight along the Eastern 
seaboard. 

Large scale use of the new tanning 
process, Mr. Winheim believes, will be 
inexpensive. He also claims that the 
new process will take only about half 


| the time required by the present method. 





formed New Hampshire Advisory Com- 
mittee, composed of business men and 
associations endeavoring to promote all 
the interests of the state. 


Shoe Man Wins Promotion 


CINCINNATI. — Morris Streicher, who 
has been with the Baker Shoe Stores 
for 16 years, has been promoted from 
his post as assistant manager of the 
shop at 40 West Fifth Street, to man- 
ager of the one at 611 Race Street. 
Wilburn Stafford has been named to fill 
the vacancy in the Fifth Street shop. 


Mr. Winheim has been working on the 
process for about two years. He is 
president of the American Leather 
Chemicals Association. 


Building Bought by 
Tanning Company 

ALBANY, GA. — The Dixie Leather 
Corporation, which announced plans 
last year to build a large manufactur- 
ing establishment in Albany, Georgia, 
has purchased the Clyde Parker Com- 
pany building for about $50,000, ac- 
cording to an announcement made by 
L. A. Peacock, Albany attorney repre- 
senting the leather firm. 

The Parker building, previously used 
as a wine distillery, is 99 feet wide and 
150 feet long. Manufacturing equin- 
ment will be installed as soon as th> 
present tenants vacate. When the larger 
building will be erected is not known at 
present. The Dixie Leather Corporation 
is a subsidiary of Graton and Knight, 
of Worcester, Mass. 


Correction 


Due to an error in the Gerda Foot- 
wear ad on page 81 of the August 1st 
issue of BooT AND SHOE RECORDER the 
Child’s Tap Shoe size appeared incor- 
rectly. It should be: 

No. 5203 Child’s 

N & M Widths 
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Makes Footwear Lovlier 


since WHITE cosoes 


BLACK GLAZED KID 
COLORED GLAZED KID 


QUALITY LININGS 
WATERPROOF FINISHES 


SLIPPER LEATHERS 
ALL STANDARD COLORS 


BUTI CRUSHED KID 
GENUINE REPTILES 


BOOTH No. 35 
WALDORF ASTORIA 


McNeely & Price Co. 


PHILADELPHIA 34, PENNA. 
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Heroes Amoné Shoe Men 


S HOE STITCHER James Everett Roach could see the 
men waving their arms violently near the well where 
they were working. He forgot his factory work and rap 
at top speed for 300 feet toward the well. 

Still breathing heavily, Roach took the situation in at 
a glance. A laborer was overcome in the 31-foot well. 
filled with an unidentified gas as well as ten gallons of 
water which had been thrown into it. Three older men 
at the well refused to enter the deep pit. 

Not thinking of his own welfare. Roach sat on a 
bucket, which was attached to a windlass, took a deep 
breath, held to the rope. He signalled for the men to 
lower him to the trapped man below. Quickly he grapsed 
the man with both hands. He could already feel the 
effects of the heavy gas. 

As the men at the top began to draw him up, Roach 
released the victim, fearing that the handle of the bucket 
might break. Calling for a long rope. he tied it around 
the stricken laborer and to the windlass rope above the 
bucket, and again signalled the men to pull up the victim 
as he struggled up the steps that were dug in the sides of 
the well, simultaneously helping the men to pull up the 
unconscious laborer. 

That day in Buford, Georgia was an eternity of time 
compacted into fleeting minutes for the shoe factory 
stitcher. For defying death to save the life of another. 
James Everett Roach was awarded the coveted bronze 
medal and $1,000 by the Carnegie Hero Fund Commis- 
sion. His name was inscribed on the roll of honor at the 
Commission’s headquarters in Pittsburgh. 

In the 43 years since the Hero Fund was set up, more 
than 3,300 persons have been immortalized in bronze, 
silver or gold medals. Their stories tell of battles with 
water, poison gas, fire, electricity, wild animals—all 
waged on behalf of the other fellow. 

No one is eligible who must save lives in the course of 
regular duty. But there is no dearth of amateurs—cer- 
tainly not among shoe men. One Spring afternoon, four- 
year old Stephen Stanavick fell into the Merrimack 
River and was carried by the current. Shoe salesman 
Albert J. Albanese ran one-quarter mile along the 
street paralleling the river to a point accessible to the 
water. Fully clothed, he dived from a high bank and 
swam 18 feet. Grasping the drowning boy, he swam and 
drifted for 25 feet until he reached tree branches over- 
hanging the water, which he grabbed and held. 

Another bystander on the bank saw the struggle and 
tossed a rope to the swimmer. Holding the rope, Alba- 
nese with the boy were drawn to the wall at the bank and 
both were lifted to the top. Young Stanavick could not 
be revived and Albanese after his hard eight minutes 
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Three styles to pep up your 
boy’s shoe department .. . 


at a low price your custom- 
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in the water was not able to stand. 
S U R R E Y For his efforts, Albert J. Albanese won the Carnegie 


bronze medal and $100 from the Commission. 
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The active young woman of today requires snug- 
fitting comfort with stylish FLEXIBLE FREEDOM 


from strain at vital points such as the instep 
and heel tendon. 


You are assured of smartly styled long-life 
flexible comfort-fit when you use Goring 
made with FULFLEX Quality Elastic 
Thread and Yarn . . . recognized for its 
precision-uniformity of tension and 


two-way stretch. 


@ Carr-Fulflex~@ 





BRISTOL, RHODE ISLAND 


QUALITY ELASTIC 




















DARK SHOES SELL 
IN CHICAGO 


ALTHOUGH RETAILERS were 
still getting their shelves cleared of 
surplus stock, Fall shoe selling had 
gained good momentum in Chicago 
by the middle of August. Continued 
cool weather spurred buying of 
dark shoes, particularly suedes. 

Clearance sales have left stocks 
in the best condition in many 
monihs, although a large amount of 
Summer shoes was left to carry 
wer. Clearance sales of men’s shoes 
were more disappointing than those 
of women’s, with only a minimum 
interest shown. Men’s casuals in the 
higher price ranges have sold ex- 
tremely well. although in a limited 
market. In the medium price range 
sales have been best in the higher 
stvled casuals rather than in the tra- 
ditional types. This August saw the 
first pre-school sales of children’s 
shoes in years. 

College promotions have helped 
sales of sturdy and tailored type 
shoes considerably. Practically all 
State Street stores have staged col- 
lege fashion shows in which well 
rounded shoe 
stressed. In one of its numerous full- 
page advertisements devoted to col- 
lege attire, Marshall Field & Co. 
used the phrase, “Start school on a 
pretty footing—with a shoe ward- 
robe picked most-likely-to-have fun.” 
Saddles and moccasins still continue 
in favor for college wear, and shoe 
men report that they see no great 
change from this trend in the near 
future. 

The opera pump continues the 
number one selling pattern in over- 
all selling, and this is true in all 
price ranges. Flats seem to be in- 
creasing in demand, and ankle straps 
are also favored in style buying. 
The demand for casuals, which top- 
ped all others in Summer sales this 
year, has abated somewhat. but 
women are still asking for casuals 


in dark colors for Fall. 


wardrobes were 
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Some interest is being shown in 
bronze. Charles A. Stevens & Co. 
has featured a bronze kid sandal 
and O'Connor & Goldberg bronze 
kid in flats. Bronze trims are crea- 
ting interest in some quarters. 

Marshall Field & Company is 
using the French theme as the domi- 
nant note in better women’s shoe 
promotion for Fall. Exact copies of 
French imports. patterns having 
been purchased by Mrs. Kathleen 
Catlin. 
on a recent trip to Paris. will be 
featured in an extended series of 


store fashion coordinator. 


advertisements and promotions. 
The covered-up look. adapted 
from the French bootee. has been 
adopted by this store as a major 
fashion trend for Fall. High riding 
patterns appear frequently in the 
selection and include ribbon ties in 
both side and front closings. and 
two-button oxfords. both styles with 
either narrow or wide collars. The 
classic pump appears in one version 
with a crocheted edge on the bow, 
with upward 


smocked moving 
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O'CONNOR & GOLDBERG 


j 22 MADUOM, EAST + 205 50. STATE ST. 
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Bronze kid, new Fall fashion feature, 
was offered to Chicago customers by 
O'Connor & Goldberg. 





tongue on another. and a suede 
quarter with calf front, for a third. 

Emphasis is placed on Louis heels 
in medium and extreme spindly 
types. and there are a number of 
half-inch platforms. Color selection . 
includes grey, wine, and green in 
addition to the basic black and 
brown. 


OPERA PUMPS FALL LEADER 
IN ST. LOUIS 


NUMBER ONE in the demand list 
for Fall in foot attire among St. 
Louis women appears to be the opera 
pump. with black suede the top sell- 
ing material. “Closed up shoes will 
really come into their own this 
Fall.” some buyers predict, “especi- 
ally with women who do their buying 
in the higher priced departments.” 
Despite this enthusiasm for closed 
types, however. most downtown re- 
tailers believe open types will far 
outsell closed-up shoes. 

One shoe department head said. 
“While closed-up patterns are ex- 
pected to gain this Fall, they will 
fall below open types in demand by 
at least a third, possibly more.” Also 
gaining in demand for Fall, accord- 
ing to retailers’ reports of early Fall 
selling, are the modified versions of 
the Louis heel. “They are good in a 
wide range of heel heights.” one 
buyer said, “and show promise of 
gaining wide acceptance even in flat 
heeled shoes and casuals, as well as 
in high heeled dressy types.” 

Open toe sling pumps will con- 
tinue strong, most buyers agree. and 
the medium platform also will stay 
high on the demand list of the femi- 
nine consumer in St. Louis. Ankle 
straps likewise are rated high by 
most shoe men in the Fall selling 
picture, as are single and double in- 
step straps. Other patterns consid- 
ered good for Fall by some buyers 
are the spat and boot types and 
shoes made with the modified toe 
and slender vamp. 






MOHOH of de Meleld raul 


Unknown from the standpoint of 
consumer acceptance in St. Louis 
as this is written are types which 
feature trims such as different 
shades of piping and various uses 
of beading, though there are a num- 
ber of retailers who believe they will 
be strong in demand as the season 
progresses. 
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SHOE BUSINESS OFF 
IN DETROIT 


SHOE BUSINESS in Detroit has 
been at a discouraging level for the 
past month, with more than season- 
al factors apparently involved. With 
prices changing as they have for the 
past year, it has been impossible 
for individual stores to analyze 


whether the drop represents a down- 
grading in shoe buying habits or a 
total drop in pairage. Such informa- 
tion as is available locally from 
chain-type operations in the lower 
price brackets indicates that they 
have shown some gain in customers 
from other stores carrying better 
grade shoes—reflected in the re- 
marks of neighborhood merchants 
in particular that they seem to be 
experiencing an unusual amount of 
turnover in patronage. 

Much uncertainty over immediate 
futures in shoes is reported here, 
with some tendency on the part of 
merchants to buy as heavily as pos- 
sible in fairly staple lines for early 
delivery in anticipation of coming 
price rises. This is expected mostly 
in women’s lines, where the style 
factor is against any heavy advance 
stocking, and the total buying has 
not shown any substantial net in- 
crease for that reason. 

General business prospects here 
are slow, but not too discouraging 
to shoe men. General tightening of 
credit is expected to benefit shoe de- 
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The importance of the strap was high- 
lighted recently in this ad of R. H. Fyfe 
& Co., Detroit. 





partments in the long run, since 
shoes have never been a major 
credit purchase in comparison with 
more expensive items. Typical re- 
action of shoe dealers here is that 
automobiles have been a principal 
competitive factor in shoe purchas- 
ing—for the interesting reason that 
car ownership is very high per cap- 
ita in this city, and the result has 
been that car purchasers have tended 
to grade downward in their shoe pur- 
chases. This has become significant 
recently for the first time in several 
years with a wide distribution of 
new and used car purchases, instead 
of the former very restricted market. 

Style trends are not very marked 
here at the close of the Summer 
season. Dark suede appears to be an 
important trend for Fall, but late 
reports indicate more variety in 
colors, particularly browns, wines, 
and deeper reds. than anticipated. 
Move toward increased heel heizhts 
is predominant in nearly all style 
and price brackets. with some ex- 
treme heights reported going over 
surprisingly well among the younger 
set and in the fancier dress shoes in 
particular. 


= = = 


NEW YORK BUSINESS 
SLOWS SLIGHTLY 


THE FACT THAT August is the 


big vacation month is chiefly re- 


sponsible for the slowing down of 
the retail shoe business if New York 
to what might be described as a 
saunter. Some stores which have 
continued their sales well into the 
month have been able to report com- 
paratively good business. In these 
stores white has continued to sell 
and in men’s departments casual 
shoes. especially on crepe rubber 
soles, on sale have also done busi- 
ness. In some men’s stores Fall 
street shoes are being sold. conven- 
tional types in brown or black calf 
with wing or straight tips and 
broguing. 

In women’s departments early 
Fall selling is chiefly in black 
suedes with a little brown and navy 
suede also in demand. In one high 
style store these three colors in 
suede account for 80 per cent of 
their current Fall business, with 
black way out ahead of the other 
two colors. One store has given a 
whole window to dressy navy blue 
shoes but reported little response 
as yet. Another high style store on 
Fifth Avenue has been promoting 
brown suede and bronze. A store 
which has done an outstanding job 
in selling reptile shoes in high col- 


ors with matched accessories reports 
red and green reptile shoes and ac- 
cessories as selling now but not as 
heavily as a year ago. 

Some smooth leathers have also 
been selling. One store has had an 
early demand for two Fall styles in 
smooth leathers: one walking shoe 
with medium high front, built-up 
leather heel. simulated welt sole. 
closed back and open back and one 
two-buckle strap with closed toe 
and back. As to the- question of 
open and closed patterns, merchants 
say that it is too early to tell as yet. 
Plain, closed pumps, however, con- 
tinue as best sellers in low-cut 
fronts, round throats and d’Orsays. 
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r S. AMER We PIGTAIL SET, 


Stock the shoes fashion minded young moderns want 


2 STYLE 944 Little girls are charmed by the beautiful 
- Patent Bow Pump 


Rough Rider styles they see illustrated in 
such leading national magazines as Parents’ 


and Good Housekeeping . . . and those same STYLE 485 
little girls want to see them on display Gator Grain Overlay 


Two Eyelet Tie 
at your store. 
Write today for the complete in stock 


catalogue of top quality EN 
Rough Rider Welts and Compos- 


po 

: for Infants, Children, 
STYLE 682 

Brown Suede Ghillie 


one Gl 


. . ar > 
Misses and Big Boys. Geed Housekeeping 
<P aoveansre OES 


Smart and Sturdy shoes for boys and girls 


ROUGH RIDERS uz::: 


Perforated Overlay 
Plug Oxford 
THE CANNON SHOE CO., BALTIMORE 17, MD. : 
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A wide range of heel heights is 
selling with flats continuing in 
strong demand, especially among 
younger customers. Casual types on 
low heels are expected to sell for 
Fall in closed patterns, in brown 
and black suede. The one-inch 
wedge is reported to be a popular 
heel. Dressy flats will also be im- 
portant, retailers foresee. 


= = = 


SCHOOL SHOES LEAD 
IN MIAMI 
SHOE BUSINESS throughout the 
Miami area is very good right now 
but there is nothing to indicate a 






7 
fashion trend for the coming season. 
It is a substantial family business 
of getting the family ready for 
school and college. 

Black is in high favor for college 
wear, and a breakdown of volume 
from different sources indicates that 
about 65 per cent of total volume is 
black. Brown comes next and ac- 
counts for perhaps a good 20 per 
cent. Grey, red and green are run- 
ning about equal, or five per cent to 
each color. 

Platform soles on medium heels 
are high favorites, and all casuals 
are selling well. The closed shoe is 
picking up to some small extent, but 
is not a volume item as yet. 

Gold continues to do well in the 
volume price lines, but is out of the 
picture so far as higher priced shoes 
are concerned. Some bronze is sell- 
ing, but so far there has not been an 
active demand for the new lines. 

Unborn calf has been going well 
with Nankin’s. It is selling in match- 
ed sets of shoes and bag. Shoes are 
in the $14.95 bracket, with bags 
priced at $15.95 and $21.95. They 
can be had in black and white or in 
brown and white, and are of a type 
to be worn with dress or sport 
clothes. 
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Miami Beach and Palm Beach 
shops are still featuring extremely 
high, decorated heels. One that was 
formerly in the $55 bracket but is 
now being sold at a reduced price is 
of white suede with multicolored 
beading and balenciaga suede with 
bronze beading, the beading extend- 


_ ing down to the high sole. 


Casuals continue to be strong 
sellers. particularly in popular price 
lines. 
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BALTIMORE BUSINESS 
HOLDS UP 

VOLUME BUSINESS for the month 
of July in Baltimore was equal to 
and rising above that of the same 
period last year, according to retail 
shoe buyers and managers. 

Consumer interest ranged from 
medium to high-priced merchandise. 
All-whites and all-gold shoes sold ex- 
ceedingly well. especially in sandal 
styles. Merchandise on sale moved 
so rapidly that stores found the 
need for promotion and advertising 
not so urgent. By the first part of 
August inventories were at an all- 
time low. 

One store did a good job with 
calf shoulder bags and casual shoe 
combinations in matching colors. 








“A Symphony in Suede” was the phrase 
used by Richards in Miami to describe 
their early Fall shoes. 


These priced at $10.95. came in 
eight different colors. 

One shoe buyer of a specialty 
shop, catering to the high style 
trade, stated that better shoes sold 
in preponderance over the Summer 
period in the higher priced groups 
at $16.95 to $20.00 per pair. 

Talks with dealers also revealed 
them to be Fall-minded, and that 
they are thinking in terms of Au- 
tumn merchandising and promo- 
tions. Said one buyer: “We have a 
specialized fashion department in 
the shoe section. We still have faith 
in ankle straps and platforms, also 
opera pumps with closed toes and 
backs and Louis heels. 

“As for colors for Fall. of course. 
black and brown will be the leaders 
with bronze kid, green and gray 
also important.” 
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NEW HAVEN RETAILERS 
OPTIMISTIC 


NEW HAVEN’S shoe men are look- 

















ing forward with a high amount of 
optimism to Fall business, and gen- 
erally have stocked up in anticipa- 
tion of good business to an extent 
where today inventories are near 
peak loads. Both men’s and women’s 
retailers have stocks of shoes on 
hand averaging from 10 to 25 per 
cent higher than at this time in 
1947, 

July’s figures were heartening to 
most retailers in women’s stores. 
and although the first two weeks 
of August were very spotty, there 
were little spurts of buying when the 
thermometer dipped and lured peo- 
ple downtown. Retailers in New 
Haven not only have good sized in- 
ventories, but are working at pres- 
ent on smaller markups than during 
late Winter and Spring, and are 
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Never before have women been so insistent on quality and value 


in the shoes they buy... never before has shoe styling played 


such an important role in the over-all fashion picture. 


Queen Quality’s perfect combination of “extra-measure” quality 


and up-to-the-minute smartness in a completely balanced line of 


types and patterns for every occasion, every taste, assures a Queen 


Quality shoe to meet the demands of the most discriminating of 


women. To Queen Quality dealers it means quicker, surer “first” 


sales and unusually large “repeat’’ business, both of which are 


essential to a healthy profit picture. 


Retailing at 










in your City. 








It will pay you to investigate 
Queen Quality’s extra measure |—— 


Just drop us a line and we'll have our represen- 
tative call. The Queen Quality line may be open ee 
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Some Styles $12.95 
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50 Years of Fine Shoemaking and National Advertising 












- QUEEN QUALITY SHOE COMPANY * DIV: INTERNATIONAL SHOE COMPANY * ST. LOUIS 





RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maraypactaring mi Markets 


St. Louis 


MAJOR CONCERN of the St. Louis shoe industry 
during August was price. Because of higher labor or 
anticipated higher labor and material costs, manufac- 
turers again were facing a decision on their number one 
problem since war’s end—that of being in the middle of 
a two way squeeze; the clamor for lower prices on the 
part of the retailer and consumer on the one hand and 
the necessity for a higher price tag due to continually 
higher production costs on the other. In reaching a de- 
cision on price, producers of most lines settled the prob- 
lem temporarily, at least, by going along with the same 
price tag they had put on their shoes at the beginning of 
the first road trip. 

There were exceptions, of course, previously reported 
in the RecorperR, such as the increases announced by 
International, Brown and Johnson, Stephens & Shinkle. 
And there were upward adjustments made by other man- 
ufacturers. In the case of International the increases 
merely bring their average price to a level near that of 
October, 1947, offsetting reductions announced last 
March, while the higher prices at Brown were limited to 
the men’s and children’s lines. The higher prices at 
Johnson, Stephens & Shinkle put more of the company’s 
shoes in the $13.95 retail bracket than formerly, but do 
not affect their casual shoes. 

As this is written, however, the consensus of the mar- 
ket is that the problem of price has not been settled. 
The squeeze continues. Costs are going up. Some pro- 
ducers may solve it by absorption on their own part for 
awhile, manufacturers point out, but upward adjust- 
ments on certain patterns at various intervals cannot be 
avoided, they say; this in spite of the fact that the de- 
mands of the retailer for lower prices are becoming 
more pronounced. 


New England 


M ANY NEW ENGLAND factories making women’s 
shoes are currently enjoying a minor boom. Haverhill 
and Lynn, busily engaged in the manufacture of novelty 
types of footwear for chains, mail order houses and 
basement departments have on hand about as much work 
as they can handle and are expected to be busy until 
the late Fall and early Spring runs are completed. 
Price is still important, however. Unconfirmed stories 
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from usually reliable sources tell of the intense pres- 
sure being brought to bear on manufacturers by the 
big volume buyers who depend on these two centers. 
among others, for their merchandise. These efforts to 
push prices down are being watched carefully by every 
factor in the trade since it is felt in New England that 
success might have an important bearing on the price 
level as a whole. 

The story in the men’s division of the industry, how- 
ever, is not quite so bright. While South Shore factories 
have been busier than for some time cleaning up orders 
for late Fall delivery, there has been a relapse into 
“spottiness”, with the higher grade companies feeling 
the effect more than those making medium grades. Here, 
again, there are unconfirmed rumors that trial runs of 
lower-cost shoes have been made in factories which 
normally make footwear selling in the higher-price 
brackets and that the union is willing to cooperate by 
accepting the lower wage scale associated with the less 
expensive grades. 

In the wholesale trade it is reported that inventories of 
hard-to-sell shoes are making it difficult for Lincoln 
Street firms to place orders for the more salable shoes 
now on the market. Over-stocks, it is said. consist of 
smooth leather shoes bought early this year and still on 
the shelves, whereas the demand just now is for suede. 

The New England Shoe and Leather Association has 
won a victory in its fight for suspension of higher truck 
rates on shoes from Maine manufacturing centers to 
Boston. Following a protest lodged by NESLA, the In- 
terstate Commerce Commission has ruled that these in- 
creases, averaging 20 per cent, “be deferred upon inter- 
state and foreign commerce to and including the 7th 
day of March, 1949, unless otherwise ordered by the 


Chicago 


ALTHOUGH there will undoubtedly be an increase in 
production here due to the settlement of the strike which 
had affected eight smaller Chicago factories for approxi- 
mately one month, nevertheless rising prices, which still 
must meet continued consumer resistance, loom on the 
Chicago front. Retailers are accepting the fact that they 
expect to pay anywhere from 5 to 25 cents a pair more 
for most of their Fall shoes from now on. Many have 
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@ THERE IS STILL ONLY ONE LARGE VOLUME SHOW @ 
@ THERE NEVER HAS BEEN ANY OTHER....... 


TZ. SHOE MER’S 


* Spung * 
OPENING 


-2Iist YEAR - 


AMERICA’S LARGEST SHOE SHOW 
UNDER ONE ROOF ......-ecee- 


¢ HOTEL NEW YORKER 


NEW YORK CITY....... 


¢ OCTOBER 17-21 


A NATIONAL SHOW FOR 























CHAIN, DEPARTMENT, WHOLESALE 
and RETAIL BUYERS 
from $5.00 to $10.00 Retail se 
AO IMPORTANT VOLUME HOTEL NEW YORKER 
LINES EXHIBITING 
—— _ FROM ALL OVER AMERICA 
GUARANTEED ROOM RESERVATIONS 


FOR SHOE BUYERS; WRITE TO 
D. W. CARLTON, HOTEL NEW YORKER 
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What the Tanners Will Show 


l. M. KAPLAN, INC. 


Smooth « Elk Sides 
Ranger Tan. Bermuda 
Brown. American Burgundy 
Simulated Leathers 
Brandy Tan. Cherry Tore. 
Burgundy, Tobacco Tan 


American 


KIRSTEIN LEATHER COMPANY 


Dress Smeoth 

Black. White. Colors 

Kips, Extremes \ Sides 
[lk 

Black. White. Colors 

Kips. Extremes & Sides 
Lining Sides 
Black & Colored Calf 
Splits 

Chrome Soles 

Flexible Soles 

Linings 

Gussets 


Ruffhes & Suedes in Black & Brown 


KORN LEATHER COMPANY 
White Elk. Sides & Kips 


White Smooth Sides 
Colored Elk. Sides & Kips 
Black Elk. Sides & Kips 
All in men’s. women’s & children’s 
weights 

Splits 
Siipper Splits. All colors 
Black Suede Splits 
W ork Shoe Splits 
Retan Sole Splits 
Glove Splits 


White Buck Splits 


A. C. LAWRENCE LEATHER CO. 
Calfskin 
Ven’s Duro (Smooth) 
Manhattan Brown No. 810 
British Tan No. 900 
American Burgundy No. 965 
Tawny Tan No. 978 
Black No. 470 
Beverly Grain (3 way boarded) 
Same colors as above & Black 
T weed 
Heavy weight for brogue & other 
tvpes 
British Tan No. 107 
Women’s Moda (Smooth) 
Turftan No. 600 
Burnt Mocha No. 601 
Cafe Brown No. 602 
Admiral Blue No. 603 
Cherry Red No. 604 
Fiesta Wine No. 605 
Black No. 470 
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White No. 
Sheepskin 
Bariila 

Natural 

Waterlily 

Light Grev No. 107 

Fawn No. 127 

Miami 

Color is 

Color 69 

Fawn No. 217 
levetable Linings 

Russet 

Waterlily 

Light Grev No. 

Fawn No. 127 

Miami 

Color 15 

Color 500 
Reverse Linings 

Waterlily 

Grey 

Fawn 
Play Shoe 

In various high colors 
Skivers (Sock Lining) 

Waterlilv. Miami. 

Grev. Black 
Shearlings 
Vutans for Slipper & Garment Linings 
Barks. Natural for Slippers 

Red. Wine. Roval Blue. Beige. 

Brown. Pastel Pink. Pastel Blue 

Whites for novelties & linings 
Capelt for Slippers 

Turftan. Wine. Walnut. Red. Blue 
Vouton—Cuffs & Collars 
Shoe Side Upper Leather 

Men’s Colors 

Gun Metal (Smooth) 

Vanhattan Brown Vo. 36 

British Tan No. 41 

Cherrystone No. 75 

Black No. 9 

Ranger Tan No. 29 
Hikon ( Boarded } 

Vanhattan Brown No. 718 

British Tan No. 741 

Briar Tan No. 743 

Black No. 709 

White No. 762 

Cherry Red No. 753 
Nubuck 

White No. 211 
Uneeka 

Yanhattan Brown No. 50 

American Burgundy No. 55 
Anilon 

Vanhattan Brown No. 150 

American Burgundy No. 155 
Keena 

Manhattan Brown No. 250 
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Urban Brown No. 254 
Che rrytone Vo. 265 
Women’s Colors 
Gun Metal (Smooth \ 
Continental Green No. 
Gvypsv Brown No. 36 
Burnt Mocha No. 54 
Cafe Brown No. 47 
Admiral Blue No. 17 
Black No. 9 
Turftan No. 41 
Diamond Patent Leather 
Black & Colors 


LEACH-HECKEL LEATHER CO. 
Silla Suede Calf 
Biack. White. Colors 
Colbuk Calf (Reverse Calf) 
Black. White. Colors 
White Buck 
Suede Splits 
Black & Colors 
Flexible Insole Splits 
Men’s. Women’s & Children’s weights 


G. LEVOR & CO., INC. 


White Kid in Glazed & Flexy finishes 
White Brazil Cabretta 


LINCOLN LEATHER COMPANY 


Black. White. Turftan. Navy Blue. 
Azure Blue. Lipstick Red. Cordo 
Wine. Suntan. Coffee Brown. Town 
Brown. Army Russet 


LOEWENGART & COMPANY 
Suede Kid 

Gold Kid 

Lining Kid 

Slipper Kid 

East India Tanned Goatskin 
East India Tanned Cow Calf 
East India Tanned Buffalo Calf 
Pigskin 

All in official fashion colors 


MERCERSBERG TANNERY Div. 
Side Leather 
Vegetable & Chrome Tanned 
Chrome Tanned Kips 
Deep Buffs 
Lining Splits 
Flexible Inner Sole Splits 


HERMANN LOEWENSTEIN, INC. 


Technicalf for Casual Shoes 
Sun Yellow. Sun Orange. Avocado. 
Tabasco. Good Earth. Sunbright 
Blue. Sunbeige. Sunset Mauve. 


[TURN TO PAGE 107, PLEASE] 
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Here’s a shoe with a Celastic box toe that was imbedded 

in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours . . . further evidence of 
the support and durability which Celastic gives the toe of the 


shoe in wear. 


MATCHED PAIRS... trim on the foot — true to the last ~ 


Uniteo SHoE Macuinery CorPORATION - BOSTON, MASSACHUS 





*CELASTIC” is registered trade-mark of the Celastic Corporation 


What the Tanners Will Show 


Bristol Blue, Spode Red 
For Town & Country 
Taupe 
Cafe Brown, Admiral Blue. Copper 
tone, Continental Green. Cherry 
Red, Slate Gray 
Metallic Leathers in Technicalf line 
Custom Order, whereby manufac- 
turer may order any color metal- 


Available colors 
Metallic Green, Metallic Copper. 
Metallic Brown, Metallic Gray 
Suede Calf 
Gamuza 
Black, Brown, White, Taupe 
Genuine Buckskin 
Sno Tan 
Black & White 
In men’s, children’s & women’s 
weights 


N.C. LYON & CO., INC. 


Fancy Leather on Goat & Sheep in 
Various Grains; New Spring Colors 


MALIS LEATHER COMPANY 


Black & White Suede Kid 
Black & White Suede Cabretta 
Black Glazed Kid , 

Black Glazed Cabretta 
Slipper Leather—All colors 
Lining Leather—All colors 
Garment Leather 

Elk Kips 


HARRY MANN LEATHER CO., INC. 


Kiddosheep 
Grey, Fawn, Waterlily, Pastel Green, 
Pastel Blue, Pastel Pink 

Lacquer Linings 
Brown & Black 

Sueded Linings 
Grey, Fawn, Waterlily 

Capeskins 
Red, Green, Blue. Black. Burgundy, 
Turftan, Baby Pink. Baby Blue. 
White 


MARCUS, FORSCHER & CO. 


Genuine White Buck 
Jacks & Chinas 
Marigold Suede Calf 
Black, Brown, leading Spring Colors 
Marigold Suede Kid 


Black. Brown, Colors 


McNEELY & PRICE CO. 


Black, White & Colored Suede 
Black Glazed Kid 
Brown Glazed Kid 
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Complete line of Slipper Kid 


Linings 


MONARCH LEATHER COMPANY 


Elk 

Smooth & Boarded Sides 
Grains 

In Standard Colors for Spring 


MURRAY LEATHER COMPANY 


Murmoc 
Army Russet. Green, Red, 
Natural, Wine 
Elk « Smooth 
Army Russet, Black, Green, Red, 
Turftan, Town Brown, Wine, 
White 
Black Patent 
Bag & Pocket Book 
Black, Blue, Brown 
Splits 
Black Suede 
Black Ruffies 
Linings 


Work Shoe 


R. NEUMANN & CO. 


Men’s Shoes 
Alligator & Ostrich Grain Calf 
Grenele 
Pebble 
Smooth 
Genuine Buffalo for Street 
& resort wear 
Women’s Shoes 
Alligator Grain Calf in a full 
color range for town & country 
Juvenile Shoes 
Levant and Football Buffalo 
Alligator grain Calf 


NORTHWESTERN LEATHER 
COMPANY 


Sport Elk 
Elko Extremes 
Elko Kips 
In white and colors 
Smooth Pac (Heavy Weight) 
Large, Extremes, Kips 
Snoboot (W<terproof) 
Kitchener (Retan) 
Elk Sides (Work Shoe) 
Lining Splits 
Smooth Sides in black and colors 
Mackinac 
Tamarac Extremes 
Tamarac Kips 
Pac Leather Sides (Chrome. Heavy 
Weight) 
Extremes and Kips (Tartan and 
Essex Grains) 


Slipper Sootan 
Red 
Burgundy 
Blue 


Brown 


OHIO LEATHER COMPANY 


Women’s Leathers, Town Wear 
Cafe Brown No. 532 
Admiral Blue No. 578 
Turftan No. 504 
Cherry Red No. 521 
Burnt Mocha No. 588 
Continental Green No. 512 
Gypsy Brown No. 515 
Satin Mat 
Black Jill Jetta 

Metallic Washette Finishes 
Silver Mist No. 900 
Bronze No. 905 
Golden Dawn No. 901 
Copper Kettle No. 976 
White Pearl 
In Embossed Leathers, women’s ba- 

sic colors featured with Metallic 
ideas, including Sun & Sea colors 

Men’s Leathers 
Ranger Tan No. 67 
Brandy Tan No. 68 
Golden Harvest No. 80 
Manhattan Brown No. 89 
British Tan No. 19 
American Burgundy No. 71 

Resort Wear 
Cocoa Tan No. 151 
Bermuda Brown No. 167 
Country Smoke No. 177 
Burnished Tan No. 160 
Heathermist No. 176 
Midnight Blue No. 190 


PFISTER & VOGEL TANNING CO. 


W ork Shoe & Boot Leathers 
Ski Grain 
Chrome Waterproof 
Nimrod 
Diana 
Wiscona 
Sport & Children’s Shoe Leathers 
Pfisterski 
Elk 
Econo 
Zenith 
Juvenile 
Dress Leathers 
Playshu 
Pevee 
Above in popular colors 
(TURN TO PACE 113, PLEASE] 
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Colors, Price Prospects of Concern to Tanners 


skins. Recovery from the consequences 
of the strike was not apparent for al- 
most two months, and the loss of raw 
material supplies previously incurred 
has not yet been offset by the increased 
slaughter expected during the Fall 
months. 

A good part of industry confusion can 
be attributed to widespread reports of 
meat shortage. Although the facts cited 
by government spokesmen and trade ex- 
perts are undoubtedly correct, they re- 
fer to the aggregate supply of meat 
without distinguishing between hog 
slaughter on the one hand and other 
types of meat on the other. Inasmuch as 
hogs yield an insignificant quantity of 
raw material for the leather industry, 
the curtailment in pork production is 
not indicative of any commensurate 
change in cattlehide and calfskin 
supplies. 

A recent analysis by the Tanners’ 
Council provides several interesting 
facts. This analysis stressed the larger 
cattle slaughter invariably occurring in 
the second six months of the year than 
in the first. The available records going 
back to 1919 indicate that in no year has 
cattle slaughter in the second half of the 
year fallen below production in the first 
half. It is pointed out in addition that 
cattle population is still large and pres- 
ent meat prices provide a sound incen- 


[CONTINUED FROM PAGE 65) 


tive for marketing of animals. While the 
full increase in slaughter may come 
later than usual this year, by virtue of 
exceptionally good range conditions and 
large feed supplies, the total slaughter 
for the second six months of the year is 
expected to exceed the first half supply. 

Apart from domestic raw material 
supply conditions, foreign trade prob- 
lems may also prove vital to tanners and 
shoe manufacturers. The practical de- 
velopment of the European Recovery 
Program has been followed with a good 
deal of interest for its possible effects 
on the raw material and leather outlook. 
However, statistics and press reports 
issued by Washington agencies appear 
to indicate that the administration of 
ECA will tend to avoid needless disloca- 
tions. Under the law, ECA must take 
account of stocks and supplies in the 
European nations receiving assistance. 
Furthermore, since it is the intention of 
ECA to promote the recovery of normal 
trade relationships, European countries 
would be encouraged to secure their raw 
materials in customary sources. The 
United States, of course, is a net hide 
and skin importing nation, and for that 
reason it cannot be a source of raw ma- 
terial for other countries. In fact, the 
hope has been expressed by the Depart- 
ment of Commerce that other countries 
will progressively eliminate present re- 
strictions in order to allow once again 


the sale and export of various types of 
hides and skins to the United States. 

Regardless of the specific elements of 
supply and demand in the leather and 
shoe outlook, the basic trend in coming 
months will be determined by much 
broader considerations. Neither the tan- 
ner nor the shoe manufacturer can sep- 
arate himself from the general cost fac- 
tors influencing all industry. With a 
further rise in wage levels this year and 
the continued support of farm prices by 
the government far above prewar fig- 
ures, any sharp decline in costs of either 
material or labor appear unlikely. Not 
unless general conditions should them- 
selves change substantially is there any 
reasonable possibility that cost and 
price patterns in the leather and shoe 
business can be markedly different. 

A summary appraisal of supply possi- 
bilities at this time would lead to the 
conclusion that favorable factors hold 
a slight edge. It cannot be overlooked, 
however, that stocks of raw material 
and leather are still far below prewar 
levels. With inventories comparatively 
limited, any interruption in the flow of 
raw material could have rapid market 
consequences. Such a pretty delicately 
balanced situation does not lend itself 
to extreme change unless general condi- 
tions in industry and distribution pro- 
duce wide changes in the outlook for 
commodities generally. 


© 





Canadian Tanners Elect 
New Officers 


TORONTO, ONT. — Officers and ex- 
ecutive committee personnel elected for 
the ensuing year by the Tanners’ As- 
sociation of Canada are as follows: 

Honorable President, L. O. Breit- 
haupt, Kitchener, Ont.; president, R. A. 
Stewart, Barrie, Ont., and vice pres- 
ident, C. W. Conway, Huntsville, On- 
tario. 

Executive committee: S. G. Bennett, 
Toronto, Ont.; Jules R. Payan, Mon- 
treal, P. Q.; Elmer Davis, Kingston, 
Ont.; H. W. Lucas, Cobourgh; R. Burns, 
Newmarket; K. M. Kilbourn, Toronto; 
Louis L. Lang, Kitchener, Ont. 





Army Buys Women’s Oxfords 


NEw York.—The New York Quarter- 
master Purchasing Office here has an- 
nounced the award to Adams Bros.. 
Pittsfield, Mass., of a contract to make 
9,000 pairs of women’s low cut shoes. 





Shoe Industry Forming 
Club in Montreal 


MONTREAL, QUE.—Montreal’s shoe 
industry will shortly form a club to 
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bring together all those directly con- 
cerned with the trade. Sponsored by 
the Canadian Shoe Retailers’ Associa- 
tion, the club will be independent and 
similar to those operating in eight other 
Canadian cities, it was announced re- 
cently. 

The club will stress social and edu- 
cational activities, conferences, lectures 
on salesmanship, advertising, window 
dressing and other activities tending 
te improve selling of shoes and to raise 
the shoe industry to a higher level. 

The executives will be: honorary pres- 
ident, Frank M. Adams; president, Doug. 
Baker; vice-presidents, Paul Lambert, 
G. Morielli and Guy Fafaivre; secre- 
tary, Mare Delorme, and treasurer, Jas. 
Gilfillan, with the following chairmen: 
membership, Sam Shatzky; entertain- 
ment, Lucine Boivin; catering, J. T. 
LaCroix, and publicity, Frank M. 
Adams. 





Chain to Open New Store 


Berwyn, Itt. — The Berland Shoe 
Co., of St. Louis, has leased the store in 
a new building being erected at 6310 
Cermak Road, Berwyn. This building 
will be 26 by 125 feet and will be com- 
pletely modern in every respect. 


Made Manager of Women’s 


Shoe Department 


PROVIDENCE, R. I. — George M. 
Pike, formerly with Shepard’s, of this 
city, has become manager of one part 
of the women’s shoe department at 
Callender, McAuslan & Troup Co., this 
city. He succeeds Alfred Raposa, who 
resigned. 


Store Manager Transferred 


LINCOLN, NEB. — J. D. Paramore, 
formerly with the Baker Shoe Co. at 
Houston, Tex., has been transferred 
here as manager of Baker’s newly re- 
modeled Lincoln store. He succeeds E. 
G. Gothard, Lincoln manager for ap- 
proximately eight years, who has been 
transferred to Minneapolis, Minn. 





Shoe Salon Remodeled 


LINCOLN, NEB. — Hovland-Swanson’s 
first-floor shoe salon is being redecora- 
ted, with new upholstering for the seats 
and center circular settee. Matching 
draperies are to be added. George 
McLaird is manager and head buyer. 


Boot and Shoe Recorder 
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They're High Cut, 
Well Cut and Casual 
[CONTINUED FROM PAGE 55] 


Four of the boots shown here are 


made in crushed kidskin because it is | 
considered especially good for this pur- | 


pose since it wears well and is easily 
cleaned. One is in glazed kidskin which 
is especially attractive in the black with 
bronze combination shown here. These 
five boots illustrate a wide range of in- 
teresting color combinations including 
white with beige, two tones of blue, 
black lightened with multicolor embroi- 
dery and light brown combined with 
green and black. It is expected that the 
classic combinations of white with black, 
brown or navy will also be successful as 
they have been in casual shoes. Another 
novel idea for introducing a contrasting 
color is to repeat such a color, used to 
trim the upper, as the lining color. It has 
been found that women are very much 
attracted by a pretty or smart color in 
the lining of a shoe and that sales have 
been made by just this unusual touch. 
And that point of the extra sale is 
something for the shoe merchant to 
think about when he considers these, and 
other, boots. The woman who buys a 
boot, right for her costume, rightly de- 
signed for style and comfort and flat- 
tery, has added that semething extra to 


— 





her appearance which distinguishes her | 


from the crowd. And never forget that 
every woman likes that hallmark of good 
taste and style rightness. 


August Production Shows 
Estimated Decrease 
New York. — Shoe production in 


July is estimated to have amounted to | 
31,250,000 pairs, a decline of 7.7 per | 


cent from July 1947, it is announced | 


by the Tanners’ Council. Only part of 
this decline, however, it is pointed out, 
is attributable to curtailed activity since 
there was one more working day ‘n 
July 1947. On a daily output basis the 
decline from July 1947 was 3.3 per cent. 

A preliminary estimate of August 
production places output this month at 
about 38 million pairs as compared with 
38,982,000 last August. It should be 
noted here, however, says the Council, 
that the number of working days this 
month is one greater than a year ago. 
The statement continues: 





“Based on pre-war standards, August | 
represents the peak month in the shoe | 


industry. Whether this pre-war pattern 
will obtain this year is uncertain. In 
1947 the ‘normal’ seasonal pattern was 
upset by a record October volume of 
46,765,000 pairs, almost 8 million pairs 
more than were turned out in August. 

“Shoe production for the first eight 
months will approximate 307,129,000 


pairs or 1.5 per cent more than in the | 
same period of 1947 when production | 


amounted to 302,647,000 pairs.” 
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-Chom Transparent Shades protect your 


valuable window displays from sun-fading — 
give you unequalled “Sun Protection plus 


Visibility” for more sales and greater profits. 


E SEE PROOF! MAKE THIS FREE TEST! 


coupon for gener- zt how unprotected ma- 
. ous test samples of terial quickly fades 
Intra-Chem in popular colors and new to a costly sunburn loss! 


colorless... 
E Test 4 Infra-Chem in your Infra-Chem protects 
display windows in material from sun damage — keeps val- 


the brightest sunlight you can find... vable displays safe and fully salable! 






for yourself how 


MAIL THIS COUPON TODAY 


//RANSPARENT SHADE COMPANY own | 











- 
| P. 0. Bex 2135, Dept. 5-J, Terminal Annex, Los Angeles 54, Califorria ' 

! 
Yes, mail me full information, plus Name Position 
{test samples. | want to see Infra- 1 
1 Chem’s amazing “Sun Protection Store Name ' 
pius Visibility” for myself! sa 
sige ncaa . Sa OEE: State 


CAUTION: Infra-Chem is the secret discovery of Transparent Shade Co. Don’t be 
misled by imitations. No other company can offer you Infra-Chem. 








EVERY DAY IS 
SIZE-UP DAY 


er duchess 


by GERDA  & 
NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN’S SLIPPERS 


Packed in our New Gerdakins Boxes 


Variety and colors plus cll ather con- 
struction . . . just the combination te 
make your slipper department go over 
in a big way. Prices down— 
Volume up. A worderful sales 
asset ond a grand value. 
Order only your pres- 

ent needs NOW. 


Samples and 

Mats on Re- 

quest. Delivery 

ot once F.O.B. 
N, Y. 


402 
All Smooth Leather Bootee Hard 
Flexible Leather Soles. Colors: 
Brown, Blue, Red. Sizes: 5-8. 
BY-12, 121-3. Regular half sizes. 


$1.90 


302 

Ali Smooth 
“Leather Opera 
Hard Flexible 
Leather Soles. 
Brown, 

. Sizes 

ce * /yi2,_ 12A-3. 
Regular half sizes. 


"POO TWEAR’ 


F R DA COMPANY, INC. 


GERDAGRAM, FOR EXPORT, | 
DUANE STREET, NEW YORK 13, N. Y 








Shoes in the News 


SOFT WARM SLIPPERS for young feet are sure-fire 
sellers for the Fall season and as gift items for the 





Left, Morocco grain Capelt 
bunny head slipper with fur 
lining, shearling _ collar. 
Right, patent plastic zipper 
bootee, felt lined, with elec- 
trified shearling collar. Both, 
from Lambkins of Holly- 
wood, have been awarded 
Parents’ Seal of Approval. 





Sonate ena i rosie 


coming Christmas selling season. The popularity of this 
soft footwear gains each year as mothers recognize its 
practicability. Often these slippers are lined with felt 


Electrified shearling lining 
and copper penny trim are 
features of this smooth 
leather bootee with soft 
leather soles. Available in 
red or blue with white 
leather trim. Gerda Footwear. 





or shearling for warmth: sometimes a shearling collar 
or trim adds to their sales appeal. 


LOW-HEELED, SOFT. flexible and, at the same time. 
sturdy, the casual shoe is slated to carry over into Fall! 
as an important part of a well-rounded shoe wardrobe. 
designed for country or campus living. Among the 





The “Golly”, unlined ghillie 
type with concealed one-inch 
wedge heel and a layer of 
foam rubber next the foot. 
Five-eyelet meccasin oxford, 
“Luck-E-Moc”, with mocca- 
sin seam collar shown in ox- 
blood with yellow rubber 
sole and matching laces. 
Both from Golo of Dunmore, 
Division of Golo Footwear. 














covered-up patterns which are already selling in the 
stores now, the ghillie or ghillie type is a number one 
best seller. For rugged country wear the rubber-soled 
walking shoe also carries over from Summer in sturdy 
leather uppers and mannish, swagger detailing. 


= + 


C OVER THEM UP.. in high-riding stepins or boots. 


cut high or low, according to taste. Cover them up for 
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the smartest Fall 1948 look. It doesn’t seem such a bad 
idea. either, when you think of last Winter’s blizzards 





Bootie in heavy reversed 
leather with swagger folded 
tongue and low wedge heel, 
for country wear and cold 
days in town. For tailored 
town coats, a_ high-riding 
stepin with flared tongue 
gathered in by a_ wide 
buckle, either metal or leath- 
er-covered. On both high 
and low heels. Both by Fer- 
ragamo of Florence, Italy. 
Outer soles and sock linings 
added by Faleck & Lamkay. 














and cold weather. And, somehow, the high-riding closed 
shoe looks right, style-right, with the new Fall clothes. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 102] 


already been notified of such increases. The feeling is 
general, however. that the increase cannot go too high. 

Retail stocks in Chicago and surrounding area are in 
better shape than they have been for some time, with 
good prospects for a normally healthy Fall business. 
Summer clearance sales which ran through August elim- 
inated a lot of early Spring shoes, even though they were 
not so successful as hoped for. Stores which reduced 
these stocks appreciably did se at a loss. In both the 
men’s and women’s end of the business. the tail end of 
the clearance sales found business good in the higher 
price brackets, but in a limited market. Moderate price 
groups are at present suffering the most. Basement sales 
in department stores continue to rise faster than in other 
departments, and basement departments are reordering 
well both on staple shoes and also in novelties — par- 
ticularly flats and pumps. Reorders are also coming in 
on heavier welt types. Suedes appear in about normal 
demand, particularly in pumps and ankle straps. 

Despite the fact that the shoe business is daily becom- 
ing more competitive, the outlook for business generally 
is bright. The midyear review of retail trade by the 7th 
Federal Reserve District office reports that retail buy- 
ing by consumers hit record peaks in the second quarter 
of the year and in all probability will continue high for 
the rest of 1948. The report covered Illinois, Indiana, 
Iowa, Michigan and Wisconsin. The report stated that 
although the persistent postwar upward trend in retail 
trade was interrupted during the first three months of 
1948, renewed optimism and rising incomes brought a 
resumption of record-breaking consumer expenditures 
during the second quarter of the year. The dollar vol- 
ume of department store sales in June reached a level 
approximately three times as high as the 1939 monthly 
average, surpassing the previous record set near the 
close of last year. 
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EVERY DAY IS. 
SIZE-UP_ DAY 
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Smooth Leather 
Uppers. Electrified 
Shearling Lining. 
Soft, Smooth Lea- 
ther Soles. Full Sizes 
—5 to 12. Colors: 
Red with White 
Leather Trim, Bive 
with White Leather 


Trim. $1.90 ; ; 


LEATHER SLIPPERS 


Upholding its staunch reputation as the “House of Hits” 
Gerda offers its retailers more star values. Everythin you 
need to keep your customers content and satisfi are 
wrapped up in these two little numbers. Style, comfort, 
color and attractive prices that mean easier selling. Size up 
now and again as your needs require. Buy Gerda and keep 
prices down—volume up. 


Samples and 
Mats on Re- 
quest. Deliv- 
ery at once 
F.0.B. N. Y 


~ All Smooth Leo- 
the-Gore Opera, 
Hod, Flexid’e 
Leather Soles. 
Colors: Blue, 
Red. 
Sizes: 5-3, Regu- 
lar Half Sizes. 


$1.75 


PACKED IN OUR NEW GERDAKIN BOXES 


a : ee —_ 


TPODTWEAR: 


C F R DA COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y 


AMR 








Sizes vs. Styles 


know, I know. That’s just the way I do 
it. But that’s just a bad habit left over 
from the war when you couldn’t get 
sizes you wanted and bought anything 
anybody brought in in 18’s and 36’s. But 
times are changing. Today there is such 
a thing as being overstocked. Therefore 
we will buy what we need. We will buy 
by sizes, not by 18’s and 36’s. Let us 
proceed.” 

Joseph wrinkled his brow to show 
that he was really thinking, then began 
again, “Let’s start with this plain toe 
brown oxford. Let’s start with B’s. I'll 
have a run.” 

“What run?” 

“Eight and a half to three.” 

“Don’t children wear oxfords smaller 
than size eight and a half?” 

“That’s right. Let’s start at... um 
..- four.” Joseph considered a moment, 
then added quickly, “Infants’ four.” 

Mr. Hultz said, “And how about chil- 
dren that wear shoes bigger than size 
three? Must you always be restricted 
by conventional numbers?” 

“IT guess that’s a bad habit you pick 
up in the shoe business,” Joseph said. 
Then hurriedly, so that Mr. Hultz would 
think no slur had been cast in his direc- 
tion, “Sure, let’s run that style up to 
size four.” He hesitated, then said, “Or 
would five be better?” 

Mr. Hultz looked at him grimly. 

“Well, I don’t know,” Joseph said. 
“Which size shall I stop at, four or 
five?” 

Mr. Hultz couldn’t keep back the 
smile. 

“Well, you don’t have to laugh at me,” 
Joseph said. “I’m trying to learn how 
to buy shoes. If I don’t know what size 
to stop at, why don’t you help me out 
with the answer instead of standing 
there and laughing at me.” 

“T’m not laughing, I’m smiling,” Mr. 
Hultz said. “I’m smiling because you 
and I and all of us make such a big 
issue of so small a thing as to whether 
to stop at four or five. Does it really 
make so much difference? If your sizes 
stopped at four, you might lose a sale 
or two before you ordered the bigger 
sizes. If your sizes ran up to five, you 
might never sell the four-and-a-half and 
the five, but you’d be on the safe side in 
case somebody did come in for those 
sizes. And how much could you lose 
either way?” 

“That’s right,” Joseph admitted. “So 
you think it’s better to run them up to 
size five and be sure to fit every bigger 
child?” 

“Yes, that’s the better way. But re- 
member, I’m the salesman. Don’t ask 
me. Tell me. Act as if you knew what 
you were talking about, even if you 
don’t.” 

Mr. Hultz looked at the size sheet. 
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“We have the plain toe brown oxford in 
B width, infants’ four through growing 
girls’ five.” 

“Do you think we ought to order C’s 
next?” 

“Are you asking me or telling me?” 

“C’s next,” Joseph said dreamily. 
“Same run.” 

“Yes sir,” Mr. Hultz said. “We have 
some nice D widths today. Would you 
like some D’s?” 

“D’s next. Same run.” 

“B’s?” 

“Same run.” 

“W’s?” Mr. Hultz said with a tinge 
of sarcasm. 

“W’s? Same ... Hey, wait. What was 
that you said?” 

“Nothing,” Mr. Hultz answered. “I 
only wondered if you were still here 
with me or out somewhere in the moon- 
light with that bathing beauty of yours. 
Do you want to go on with this buying 
business or don’t you?” 

“Of course I do, Mr. Hultz. Please go 
on. I’ll give you all my attention.” 

“Good. So far we have full runs of 
all widths B to E. Now how about the 
narrow widths.” 

“All right, I’ll take runs on them too.” 

Mr. Hultz wrote as he spoke. “A, 
double A, triple A.” 

“Wait. Do you think we ought to take 
double A and triple A?” 

“Did we or did we not just discuss the 
advantage of talking to salesmen, cus- 
tomers, and prospective brides as if we 
knew what we were talking about?” Mr. 
Hultz asked. 

“That’s right. All right, we'll take 
them right through to triple A.” 

“Good. Now we'll see what we have.” 
Mr. Hultz hummed to himself as he 
added up the numbers of pairs. “Of 
course,” he said, as if talking to him- 
self, “if we talk too fast and don’t think 
fast enough, we can say very foolish 
things.” He went on with his figures. 
“At times, of course,” he added to him- 
self just as if he weren’t talking loud 
enough for Joseph to hear. “Well, here's 
how it adds up,” he said. “One hundred 
and seventy-four pairs of plain toe ox- 
fords. Figure them at a conservative 
four dollars a pair and that comes to 
$696. Now if we get the same sizes in 
all 20 styles, that will give us an open- 
ing stock that will cost us $13,920. 

“Huh!” 

“Now if you think you’d rather add 
more styles as you said before, we can 
figure out just what it’ll cost to open 
the store.” 

“Oh, wait a minute,” Joseph said 
weakly. 

“Are you shocked at these figures?” 

mi eg 

“Good. You’re not the only man who 
suffers from this kind of shock. So many 


merchants buy in the same blind manner 
as you just did. Thirty-six of these, 
eighteen of those. Or else, a run of these 
and a run of those. No thought to how 
many pairs he needs. No thought to how 
the sizes will fit in with what he has on 
the shelves. No time to add up the sales- 
man’s order to see if he’s buying more 
than he can stand. You’re lucky. You 
got an imaginary shock. Believe me, 
that doesn’t hurt a hundredth as much 
as when the shoes you’ve bought with so 
little thought come pouring into the 
store and the bills you didn’t expect to 
be so high come piling up one on another 
till you don’t know what to do with the 
shoes or where to turn for the money to 
pay for them.” 

“I’m beginning to see what you 
mean,” Joseph said. “But about this 
order. We couldn’t ever start out with 
that many shoes. I never could swing 1t. 
How about cutting down on the widths. 
Let’s start with B’s and C’s only.” 

“Never!” Mr. Hultz cried. “Never! 
The sizes and widths are the very foun- 
dation of your business. With them you 
are a fitting specialist. Without them 
you’re just another common shoe store.” 

“But I’ll never have the money to 
open that kind of a store,” Joseph said. 

“Well, maybe things will work them- 
selves out,” Mr. Hultz said sympathetic- 
ally. “But to return to what we were 
just talking about, do you understand 
how much thought and care must be 
given to intelligent buying? You have to 
have enough sizes and styles, but not 
too many. There must be enough shoes 
in your store in the right proportion of 
sizes and styles so that customers will 
not walk out because you have nothing 
for them. On the other hand you must 
always remember the dollar tag. You 
have to check your orders to make sure 
you’re not buying shoes you don’t need 
or can’t pay for.” 

“IT got that part of it, all right,” 
Joseph said. 

“Good! Good!” Mr. Hultz beamed. 
“We are making progress. For this les- 
son you will have homework. You will 
presume that with the money you have 
and the money you can borrow, you will 
have enough to start a store with a 
$12,000 stock, at cost. Here is a size 
pad. Figure out what styles you will 
need and what sizes and widths you will 
need to open successfully. Can you do 
ae. 

“T don’t know,” Joseph said hesitant- 
ly. “a t27. 

Herbert Hultz glared grimly. 

“Of course I can do it,” Joseph said. 

“Good. We'll make a movie actor out 
of you yet. Bring your homework to- 
morrow and we'll see how you make out, 
then we can go deeper in the matter 
of buying.” 
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[CONTINUED FROM PAGE 107] 
PRAGER LEATHER CORP. 
Sheepskins & Skivers in the popular 


shades & Grains for Novelty leath- 4yP BRD ML A — the Consistent Sales Leader in Flats 


er goods manufacturers 
he Chrome Tanned Lambskins & Sheep- 
skins for shoe linings & sock in | 


Popular Shades 





= No. 122—Smooth colt leather in black, white, red or green, $3.00 
No. 123—Soft suede in black, red, green or brown, $3.00 
No. 120—New pinwale corduroy for Fall, in brown, red, green, 
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n 

J aa LEATHER CO. & beige, wine and grey, $2.85; also in black Faille, black 

: Kankakee Moire and black velvet, $2.85 

Mohawk No. 121—Sleek satin in pink, black or dyeable white, $2.85 

Hiawatha _— No. 124—Distinctive metallic fabric in gold or silver, $3.00 
Rue Buck Bacremia | No-125—Genuine 24-karat gold kid, $5.40; silver kid, $4.80 
Tomahawk (hard sole) 

Pawnee One-strap style 





prima | No. 132—Smooth colt leather in black, white, red or green, $3.4 
DOLLERINA | No. 133—Soft suede in black, red, green or brown, $3.45 
(hard sole) | No. 131—Sleek satin in black or dyeable white, $3.00 
No. 134—Distinctive metallic fabric in gold or silver, $3.45 
No. 135—Genuine 24-karat gold kid, $6.00; silver kid, $5.40 
3 Two-strap style (not illustrated) 
No. 142—Smooth coltdeather in black, white, red or green, $3.60 
No. 143—Soft suede in black, red, green or brown, $3.60 


All in Spring Shades 


SETON LEATHER COMPANY 


Patent Leather 
Duderoo 
Durona 

In Spring shades 











SIGMA LEA ’ , No. 141—Sleek satin in black or dyeable white, $3.30 
Full 1; f —— a ees rama No. 144—Distinctive metallic fabric in gold or silver, $3.60 
Gene oF Metallic Leather, Gold. S sune_back | No. 145—Genuine 24-korat gold kid, $6.60; silver kid, $6.00 


Silv 
Silver, etc. BALLERINA 


(hard sole) g&\ No. 162—Smooth colt leather in black, white, red or green, $3.00 
S. W. SIMON LEATHER CO., INC. | No. 163—Soft suede in black, red, green or brown, $3.00 
Suede Kid 
Black, Brown, Navy, Green, White 
Complete line Slipper Kid 


Black, Brown, Burgundy Red, Blue 


All styles full barefoot Faille lined, with 
drawstring for better fit and appearance. Sizes 
5/10 in AA and 3/10 in B. There is a service charge 

| of 10¢ per pair on all orders for less than 12 pairs 
SURPASS LEATHER CO. : of a style. Terms—net 30 days. 


Black, Blue & Brown Glazed Kid HANDMADE + HAND-LASTED 


Black Mat Kid | w ve 
Black Suede Kid Q Wot Makers te the How Gonsration’ 
Black Capre Kid 

Kid Linings 
Genuine Kangaroo 











pai | PRIMA. Hm@.. 705 Ann St., Columbus 6, Ohio 
TAN-ART COMPANY, INC. 
Suede Kid 
White, Black, Cafe Brown, Admiral 
Blue, Continental Green 





Army Russet No. 143 Zebu Sides No. 197 


Black Zebu Sides Custom 
Town Brown Blizzard Condes 
ALBERT TROSTEL & SONS Army Russet Paratroop Sides Oxblood 
spaniel Garrison Leather Play Shoe Leathers 
Dress Leathers (sides) —_ Russet No. 143 Garrison Californie Sides 
Tuxedo Sides Sides . . , 
Burnt Mocha, Red Fife, Smoke, Dress Leather (Calf) a 
Black, Turftan, Grass Green prong" Calf i 
Elk Leathers Army Russet Fairfax Ca 
Wapiti Sides ~ Army Russet Antiquity Calf R. J. mapa COMPANY 
Black, White, Green Pepper, Grass Black Glazed Pochette Calf Complete line Wallet, Novelty, 
Green, Burnt Mocha, Red Fife, Loafer Type Leathers Handbag and Luggage Leather 
Smoke Vegetable Antiquity Sides in Veals & sides 
Work Shoe Leathers Boulevard Tan [run To Pace 115, PLEASE] 
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Nave Money on Inventory 


by 


J. E. BEDFORD 


Assistant Professor 


of Merchandising, 


WOULD YOU LIKE to save money on your income 
tax this year? 

Many shoe retailers are paying more income tax than 
they should because they are not taking a complete ac- 
curate inventory when they make their physical count 
at the end of the year. If the count is inaccurate and over- 
stated, the shoe store owner pays extra income tax. If 
understated. less tax will be paid this year, but next vear 
it will be increased and may place the income in a higher 
bracket. 

To avoid the pitfalls of paying more income tax than 
necessary and to complete the disagreeable task of count- 
ing. listing, and extending the stock count, the following 
plan is presented. It does not guarantee a saving in in- 
come tax, but its application will help shoe retailers 
take a better more accurate inventory more quickly. 


1. . Arrange Stock Logically 

One of the first pre-inventory steps is to get the stock 
in order. A check will probably reveal some shoes that 
are out of place on the shelves. Arranging them in order 
will insure counting every pair. 


2. Hold a.Sale Before the Final Count 

During the holiday shopping rush there is a golden 
opportunity to liquidate odds and ends of stock that 
will make the counting job easier and give a more ac- 
curate picture of the true stock valuation when it is 
completed. 


3. Make Price Adjustments 

The valuation of the inventory is considered net 
worth of the shoe store. and if it is overstated it will 
result in more income tax. Price information on every 
pair of shoes in stock should be brought up to date and 
figured to the advantage of the retailer. If some loss or 
markdown is anticipated it should be taken care of 
during this valuation of the stock. 


4. Draw a Diagram of the Store 

Many shoe retailers have found a rough sketch of the 
sales floor and stockroom, a valuable aid in taking in- 
ventory. With such a plan it is possible to check on the 
progress of the inventory and eliminate the possibility 
of skipping some section or counting it twice. 


5. Use Numbered Listing Sheets 

If serially numbered inventory forms are used they 
will serve as another aid to a complete, accurate in- 
ventory. Another check is possible when the listing and 
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Armstrong College 


counting is done on the sheets in duplicate. This serves 
as a check on the accuracy of the extensions and the 
duplicate sheet can be used to develop buying plans or 
stock records. 


6. Establish a “Cut-Off” Date 

Shoe shipments should be stopped far enough in ad- 
vance of the actual physical inventory to insure ac- 
curacy in the count. This procedure gives the book- 
keeper an opportunity to bring the records up to date so 
the physical inventory can be checked against the book 
inventory to detect any loss. 

In addition to cutting off receipt of all shipments it is 
necessary to check the records for orders charged but 
not received and for shipments received but not charged. 
Failure to follow through on this bookkeeping practice 
may result in either an overstatement or understatement 
of the dollar stock position at the end of the year. 


7. Count Everything in Stock 

Unless some stock has been marked down completely 
it should be counted as a part of the regular stock. 
Supplies and display stock should not be counted as 
part of the stock. Most shoe stores have found that it is 
easier to charge their supplies up as a current expense 
at the time they are purchased than to worry about a 
special supply inventory account. 


8. Check Extensions Carefully 

One error in the extension or totaling can throw the 
whole inventory off. Some stores have developed a plan 
to eliminate this possibility of error. The listing and 
counting is made in duplicate. Then when the employees 
start the extension of the totals one takes the original 
and another the duplicate. When they have arrived at 
their totals they check to see if they agree. If they don't 
agree in grand total for the sheet they check extensions 
against each other and when there is a difference they 
refigure. This method saves time and makes errors a 
rarity. 


9. Analyze the Results 

Income tax is one of the major reasons for taking in- 
ventory. but the accumulated figures and stock accounts 
can be used for other shoe store operations. The physical 
inventory is the basis of all operation results—stock 
control, buying plans. turnover, and budgets. Proper 
analysis of these figures can prove an invaluable aid 
in improving operations for more profits in the future. 
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WINSLOW BROS. & SMITH CO. 


Full Chrome Linings. complete 
range colors, including Pastel. 
Black & White 

Vegetable Linings to match Chrome 
Colors 

Sueded Lambs, Chrome & Vegetable 

White Chrome Outside Leather, 
play shoe & baby shoe 

Shearlings in electrified colors, 
Chrome & vegetable natural finish 
and embossed 

Embossed Grains in both Chrome & 
Vegetable 


RICHARD YOUNG COMPANY 


Glazed Kangaroo 
Black, Texas Tan 
White Suede Kangaroo 
White Jack Buckskins 
White China Buckskins 
All in men’s & women’s weights 
Kips 
Colors & Black 
Rychrosuede 
Smooth Cape Lambskins 
Crushed Cape Lambskins 
Saddle Aniline & Calf 
finish Lambskins 
Rychrome Lambskin Linings 
Vegetable Lambskin Linings 
Above for women’s shoe uppers & 


handbags 


Ip new Spring colors 


ZIEGEL, EISMAN & CO. 


Black Glazed Genuine Kangaroo 
Black Suede Genuine Kangaroo 

Dull Yellow-back Genuine Kangaroo 
Popular Colors 


Review of the Retail Trade 
Trade 


[CONTINUED FROM PAGE 100] 


counting on volume to show a spurt 
this Fall to help pull figures up to 
or over those of last Fall. 

Flats continue to sell strongly with 
blacks far out in front. Suedes have 
been consistently strong, and many 
middle priced stores have had to 
reorder several times. 
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in comfy, soft-sole 


oMWonino by PRIMA 


Cuts love the down-to- 

earth comfort built into 
these new soft-sole Balle- 
rinas by Prima. In the 
house or on the street, 
they’re equally popular— 
and your own sales figures 
will prove it! 
In addition to listed styles, 
Prima makes soft soles in 
one and two-strap Dolle- 
rina styles. Write us for 
details on them. 


Sizes 5/10 in AA and 3/10 
_in B. There is a service 
charge of 10c per pair on all 
orders for lessthan12 pairsof 
a style. Terms—net 30 days. 


. 70—Corduroy for Fall in brown, red, green, 


7 F F 


. 73—Faille lined suede in black, red, green or 
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Handmade 
Hand-lasted 
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STITCHED SOFT SOLE 


grey, beige or wine, $1.85 

71—Satin in pink, black or dyeable white, 
$1.85 

72—Faille lined colt in black, white, red or 
green, $2.10 


brown, $2.10 

74—Metallic fabric in gold or silver, $2.35 

75—Genuine 24-karat gold kid, $4.80; silver 
kid, $4.20 

77 —Unlined colt in black, white, red or green, 
$1.85 

78—Ualined suede in black, red, green or brown, 
$1.85 

STITCHED LIGHTWEIGHT CREPE SOLE 
70C—Corduroy for Fall in brown, red, green, 
grey, beige or wine, $1.85 


. 72C—Faille lined colt in black, white, red or l 


green, $2.10 | 
. 73C—Faille lined suede in black, red, green 
or brown, $2.10 1 
— colt in black, white, red or green, | 
1.85 
78C—Unlined suede in black, red, green or " 
brown, $1.85 | 
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PRIMA, Ine. 105 Ann 51, columbus 6, ohio 


“Bot Malena te the Hou Genanation.” 





Blacks and browns received 
widest support from buyers in all 
classes of women’s footwear, with 
ankle straps and platforms getting 
the biggest portion of the Fall in- 
ventory dollar. The higher priced 
stores shied away from colors and 
reported that in stocking up for 
Fall and Winter they were sticking 
strictly to blacks and browns and 
blues. Middle and lower 
priced shoes were bought in consid- 
erable numbers of hues, with the 


a few 


much publicized green getting sub- 
stantial orders from most buyers. 
In anticipation of the need for 
volume business to offset reduced 
markup and to move larger inven- 
tories, stores are for the most part 
planning a little heavier promotion 
this Fall, and many will look to 
their accessory counters for heavier 
returns than previously. More em- 
phasis will be placed on promotion 
of accessories, especially handbags. 
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to send you full infor- 
mation—no obligation. 


“ADRIAN, the finest in X-Ray 
Shoe Fitting Equipment" 


feature ADRIAN 


X-RAY FITTING SERVICE 


Their success is built on Service and quality 
merchandise . . . today’s competitive market 
demands both ! ! Display the ‘Adrian 
sign of service” and 
enjoy increased sales. 
We'll be happy 


















ADRIAN 
SPECIAL 








ADRIAN SELES 


X-RAY 


Legere do 





COMPANY 


14 of 1 Ray Shoe Ged 


MILWAUKEE 7. WIS 


2507 S. HOWELL AVE. 





Heroes Among Shoe Men 


[CONTINUED FROM PAGE 94] 


Not all shoe workers live to receive their just rewards. 
Such was the case of V. Everett Nicholls, a leather-cutter 
who died trying to save R. Sherwood Cowan from drown- 
ing at Mitchell, Illinois. Cowan waded on the sloping 
face of a dam in the Cahokia Diversion Canal and sud- 
denly drifted into water eight feet deep about 60 feet 
from the bank. Nicholls, fully clothed, dived from the 
dam and swam 60 feet to Cowan. After a furious strug- 
gle, the young shoe worker became exhausted and was 
pulled beneath the surface and was drowned with 
Cowan. Posthumously, V. Everett Nicholls was awarded 
the Carnegie bronze medal and $500 was sent to his 
parents. 

Tense excitement filled the air one Fall afternoon when 
Herbert E. Varney, shoe cutter, went into action to save 
Jerry A. Low at Wells Beach, Maine. While swimming 
in the Atlantic Ocean, Low was carried from the shore 
by an undertow and couldn’t swim against it. 

Varney, dressed except for his coat, vest and shoes, 
waded 50 feet into the ocean and swam 125 feet to the 
man. The drowning man was unconscious when Varney 
reached him. Varney swam for 60 feet toward the shore 
and then reached out for a rope tossed to him. He and 
the victim were pulled to the shore, 
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For his efforts, Herbert E. Varney won the coveted 
bronze medal and $500. 

Shoe man Frederick F. Reynolds had no Carnegie 
Hero medal on his mind one Summer day when he was 
alerted into action to help his fellowman. Archie C. 
Mann was overcome by fumes in a gas tank eight feet 
underground. After two men refused to go to the rescue, 
Reynolds entered the tank on a crude ladder and tied 
a rope around Mann. 

While groping in the tank, Reynolds was almost over- 
come and was helped out by the men at the top. But not 
before he had tied a rope around the victim who was 
pulled up later. 

Frederick F. Reynolds joined the long list of shoe 
men heroes and won a Carnegie bronze medal and 


$1000. 





Cigarette Girl Idea Promotes Sales 


A LOVELY COED and an original idea were used to 
stimulate customer interest and sales for the Budget 
Shoe Salon in Dalton’s Department Store at Baton 
Rouge, La. 

William Kidd, manager of the shoe salon, dreamed up 
the idea to increase his off-Saturday sales. He engaged 
a prominent university beauty as model and preceded 
the stunt with an ad in the local papers featuring a pic- 
ture of the model and his most appealing shoe styles. 
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ONE PARK AVE., NEW YORK 16, N. Y. © 1698 Merchandise Mart, Chicago, Ill. 





FOR MODERN DESIGN 


With its originality of styling and 
superiority of craftsmanship, Thonet 
Furniture meets the most exacting 
requirements for attractive new 
interiors. A leader in the manufacture 
of furniture since 1830, Thonet is 
known for its fine Bentply as well as 
Bentweod furniture. 

Additional information will be cheer- 
fully furnished through established 


dealers in commercial furniture. 


731 South Meeting Street, Statesvilie, N.C. © Factories: York, Pa.; Statesville, N. C.; Sheboygan, Wis. 
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The store furnished the coed with appropriate college 
clothes to wear and she sauntered leisurely around the 
store modeling a pair of shoes and carrying a tray of 





Prospective customer looks over shee display in the Budget 
Shoe Salon at Dalton’s in Baton Rouge, La. 


play shoes 4 la cigarette girl. Displaying a warm smile, 
she chatted informally with interested shoppers and 
directed them to the salon. Every hour she would change 
her attire and add a new collection of shoes to her 
tray. 

The day Mr. Kidd chose for his promotional stunt 
was ideal. He picked the Saturday following the Fourth 
of July which is always a lean day for sales. To test 
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further the strength of his idea it also happened to be 
the Saturday between tke city’s big industrial payrolls. 

Result—plenty of publicity for his department and a 
$200 increase in sales over previous off-Saturdays. 





Decontrol in England Brings 
No Permanent Increase 


Lonpon. EncLanp.—If the shoe industry has guessed 
rightly, history is about to repeat itself. It will be re- 
membered that when children’s shoes were freed from 
government controls and could be bought freely with- 
out coupons, there was a temporary boom followed by 
a slackening as consumer wants were satisfied. 

Now that adult footwear has also been decontrolled— 
as of August 9 — the same pattern is expected to 
emerge — freer buying followed by a let-down. 

The freeing of footwear, first major apparel item to 
be decontrolled since the close of the war, came about 
as the result of the industry’s protests to the effect that, 
while manufacturing continued at as high a rate as pos- 
sible, retailers’ stocks were becoming top-heavy be- 
cause of high prices and the allegedly excessive number 
of points required for their purchase. After reducing 
the point value without appreciable result, the govern- 
ment finally agreed to the decontrol as an experimental 
measure, the results of which will be closely watched. 
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IMMEDIATE DELIVERY 


Pam ” A - Trooper 


BOOTS 


GEN. 
GOODYEAR 
WELT 





No. 500 — Eleven inches 
high. Heavy elk cowhide. 
Two full leather soles and 
half rubber tap sole. Full 
leather vamp with hard cap 
toe. Reinforced for added 
strength throughout. Has 
webbing reinforcement for 
ankle support. Leather heel 


hide laces. 





base with rub- 
$725 
Packed: 12 pairs to case. 


ber heels. Raw 
Sizes: & fo 10—7 to 11—8 to 12. 











Order Today 


HUNTER RUBBER C0. 


82 Central Ave., Atlanta, Ga. 

















Record Attendance at 
210 Associates Outing 


Boston. — More than 150 golfers 
teed off at the 8th annual golf tourna- 
ment of The 210 Associates, Inc., on 
August 11, at the Kernwood Country 
Club, Salem, Mass. All attendance rec- 
ords for this event were broken when 
more than 190 members and guests sat 
down to a lobster dinner following the 
golf tourney. 

The main prize, a silver bowl trophy, 
was won by Joseph Settino of the Gil- 
bert Freeman Co., who scored a low net 
of 65. An unexpected feature was a 
hole in one by Dave Stein. Special 
prizes were awarded to Larry Morgan 
for the longest drive on first tee. Merton 
Tarlow of the Tarlow Cut Sole Co., 
Brockton, won another prize for the 
shot nearest the pin on the 18th hole. 
In addition to special prizes for putting 
and for guests, the following awards 
were made: 

Class A: ist Gross, Mel Ornsteen, 
Ornsteen Shoe Co.; 2nd Gross, George 
Kaplan, Majestic Fabrics; 1st Net, 
George Nelson, Allied Kid Co.; and 2nd 
Net, Woody Foss, Wm. E. Bixby & Co. 

Class B: 1st Gross, Bernard Silver- 
man, M. B. Silverman Sons; 2nd Gross, 
Dave Stein, Mutual Shoe Co.; 3rd 
Gross, John Cooney, Cooney-Weiss Fab- 
ric; 4th Gross, Hy Spector, Carl Spec- 
tor Co.; 5th Gross, Harold Gould, Hart- 
man Shoe Mfg. Co.; 6th Gross, Rich- 
ard Tarlow, Berco Shoe Co.; ist Net, 
Joseph Settino, Gilbert Freeman, Inc.; 
2nd Net, Mel Starensier, S. Starensier; 
3rd Net, B. T. Rogers, Irving Tanning 
Co.; 4th Net, A. D. “Bud” Knight, Crea- 
tive Footwear; 5th Net, Ernest Klein, 
A. Sandler Co.; and 6th Net, A. L. 
Gordon, Todd Shoes. 

Class C: ist Gross, Leslie F. George, 
C. G. Ellis, Inc.; 2nd Gross, W. H. 
Ellice, John Pilling Shoe Co.; 3rd 
Gross, Elliot Fleisher, Fleisher Shoe 
Co.; 4th Gross, Irwin Katz, Hubbard 
Shoe Co.; 1st Net, Morris A. Gran, 
Sears Roebuck & Co.; 2nd Net, Her- 
bert Copland, A. Sandler & Co.; 3rd 
Net, Harold R. Quimby, National Shoe 
Mfgrs. Ass’n; and 4th Net, Robert To- 
paz, A. Sandler & Co. 

The head table guests included, Wil- 
liam Gaffney, New England Shoe and 
Leather Association; Edward Atkins, 
National Association of Shoe Chain 
Stores; Harold R. Quimby, National 
Shoe Manufacturers Association; J. J. 
Molloy, Merrimac Shoe Mfg. Co.; A. 
W. Berkowitz, Bourque Shoe Co.; Mau- 
rice Simons, Premier Shoe Goods Co.; 
Al Gordon, Todd Shoes; A. S. Burg, A. 
S. Burg Co.; Bud Knight, Creative 
Footwear; and Frederick Bloom, execu- 
tive secretary of The 210 Associates, 
Inc. 


Canadian Shoe Sales 
Show Increase 


OTTAWA, ONT.— The monthly in- 
dex of retail sales in Canada, issued by 
the Dominion Bureau of Statistics for 
































BURNS CUBOIDS 


are the California-made 


FOOT BALANCERS 


That you see advertised in 


« GOOD HOUSEKEEPING 

e LADIES HOME JOURNAL 

| | e WOMAN’S HOME COMPANION 
| | e AND IN PUBLICATIONS OF THE 
AMERICAN MEDICAL ASS’N 
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You also see them advertised over the 
signatures of the nation’s best shoe and 
department stores. Many “dealer helps” 
keep CUBOIDS moving all the time. 
For information about possible fran- 
chise, write 


BURNS CUBOID COMPANY 


California 








Santa Ana 








the month of April, indicates that shoe 
sales for April 1948, as compared with 
April 1947, showed an increase of 12 
per cent for all of Canada, with in- 
creases recorded in all the provinces but 
the Maritimes. Shoe sales for all of 
Canada registered 13.2 per cent higher 
than in the preceding month of March. 

Taking 100 as the average for the 
period 1935-39, the index of boots and 
shoes was 208.7 for April 1948 as com- 
pared with 186.7 for April 1947 and 
was much higher than for April 1941, 
when the index stood at 117.7. 





New Shoe Store Being Built 


KERRVILLE, TEX. — James Ware has 
started construction of a new shoe 
store on Water Street adjacent to the 
Arcadia theater. 

Modern in design, the store will have 
a red tile front with visual glass dis- 
play windows. 

Associated with Mr. Ware in busi- 
ness will be his two sons: James, now 
a student at Southern Methodist Uni- 
versity; and Kenneth, now at Texas 
Tech. 





Shoe Store Modernized 


LAKE CHARLES, LA. — The Vernon 
Shoe Store on Broad Street has been 
modernized and remodeled at a cost 
of $5,500, making it one of the most 
attractive shoe stores in the city. 
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Mr. Southeastern Shoe Dealer: 


This is your invitation 
ADVANCE SPRING DISPLAY 


SHOES AND ACCESSORIES 


AUGUSTA, GA. NOVEMBER 7-8-9-10. 


Before you decide to go elsewhere 
See our listing of 350 America's Best lines on display 
off press about Sept. 25th. Write for same to our 
Executive Secty. E. M. Cousins, 538 Tutwiler Hotel, 


We assure you first-class room reservations 


SOUTHEASTERN SHOE TRAVELERS, Inc. 














FITS ANY SHOE! 


One form for all sizes and styles... casuals, high heels, slings, ankle 
straps, etc. Looks like human foot yet does not hide trade mark on insole! 


EASY TO INSERT * GUARANTEED UNBREAKABLE 


$1 5.00 per dozen pair. 


(Orders for six pair or less will be sent C. O. D.) 


Representatives in principal cities. 


ROGER KENT COMPANY 


211 N. Sevent 








AMERICA'S FOREMOST MANUFACTURERS | a cali “some 
AND DISTRIBUTORS THE “INVISIBLE” SHOE FORM: 


FITS EITHER SHOE! 


See your local jobber or order direct. 


Write for catalog, “MODERN DESIGN ON DISPLAY.” Illustrates individual 
plastic display fi No gati 
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of course. 
Trade Mark registered.* 
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Shoe Store Temporarily 
Located Due To Fire 


DETROIT -— The American Shoe 
Company, formerly of 250 West Jef- 
ferson Avenue, here, is now housed 
temporarily across the street at 250 
W. Jefferson. 

The company was recently burned 
out by a fire which started in a neigh- 
boring building and suffered virtually 
a total loss, estimated at $100,000. 

The temporary quarters will be 
maintained pending permission to re- 
build. Oscar J. and Elmer A. Frei- 
wald, the partner-brothers, report that 
they are carrying the same lines. 





Ex-GI Now Store Manager 


Fr. Myers, Fta. — John Malone hes 
been appointed manager of the Reason’s 
Shoe Store, succeeding Bill Welch who 
resigned. Mr. Malone is an experienced 
shoe man, having been with Maas 
Brothers in Tampa, and Wilson-Chase 
in St. Petersburg before serving over- 
seas with the Army. 





Adds Line of Juvenile Skoes 


CHEYENNE, WYO.—Flory Shoes, 
operated by Flory Medicino at 314 
West Seventeenth St., has secured the 
franchise for a line of infants’ and 
small children’s shoes. 
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Canadian Chain Opens 


Two New Stores 


VANCOUVER, B. C. — Copp’s have 
opened two new stores in British Colum- 
bia. One of the newest stores is at 
Courtenay, B. C., where their branch 
was closed before the recent change in 
the ownership of the Copp organization. 
The new Courtenay store makes the 
fifth Copp outlet on Vancouver Island, 
others being located in Victoria, Dun- 
can, Nanaimo, and Port Alberni. 

Marking the seventh Copp retail store 
in Vancouver, a new branch store 
opened at Twenty-eighth Avenue and 
Dunbar Street. 


Uses Ads Addressed 
To Graduates 


JAMESTOWN, N. Y. — The Family 
Shoe Store, 12 E. Second St., paid trib- 
ute to the 1948 graduating class of 
Jamestown High School with a news- 
paper ad wishing them success. The ad 
was headed with the caption: “Good 
Luck.” Below a sketch of an arrow 
heading toward a bull’s eye, the copy 
read: 

“That little black spot in the center 
of the target is hard to hit, but keep 
your eye on it, graduates of 1948. We 
just know you’re going to make your 
mark in this world, and we wish you 
worlds of good luck.” 


Haiti-Vagnes, Inc. Receives 
Footwear Charter 


JACKSONVILLE, FLA.—The Secre- 
tary of State has issued a charter to 
Haiti-Vagnes, Inc., this city, which pro- 
poses to deal in footwear. Authorized 
capital stock is 100 shares, par value 
$100 each. Lon Southerland, John J. 
McClelland and Roy W. Reaves, Jr., 
were listed as the incorporators, 





Clearance Sale Held 


LOGANSPORT, IND. — Combs, 407 
Broadway, held their three-day semi- 
annual five-cent Shoe Clearance Sale, 
offering select groups of footwear in 
the attractive combination of the first 
pair at the regular price and the second 
pair for five cents. The fovtwear in- 
cluded all ladies’ Spring and Summer 
dark novelty shoes, all whites and white 
combinations, a group of $10.95 men’s 
shoes, all rubber-soled fabric shoes for 
boys and girls, and all children’s Sum- 
mer sandals. 





New Store Manager Named 


DEcATuR, ILL. — Walter Molash, Jr., 
of 1165 East Moore Street, this city, has 
succeeded Frank A. Roper as manager 
of Barker’s Shoe Store, 217 N. Water 
Street. The same company has trans- 
ferred Mr. Roper to a Texas store that 
it operates. 
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SUNDIAL, DIVISION OF 
INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 

















Shoe Newi 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE 


Tanners to Show Wide Range of Colors 





Leather Show Will Afford Opportunity for Manufacturers and 
Distributors to Recapture Style Leadership and 
Enhance Potential Consumer Demand 


New York. — The wide range of 
colors projected for 1949 footwear, as 
well as unusual industry developments, 
have focused the attention of tanners, 
shoe manufacturers, and retailers from 
all parts of the country on the thirty- 
third semi-annual Leather Show, Sep- 
tember 14 and 15. The entire ballroom 
floor of the Waldorf-Astoria has again 
been booked to capacity by the ‘exhibit- 
ing members of the Tanners’ Council. 
Following the opening at 10 A.M., Tues- 
day, September 14, the show will remain 
open until 10 P.M. the first day and 
from 10 A.M. to 4:30 P.M. on the sec- 
ond and closing day. 


To Enhance Potential Demand 

New lines now in preparation by tan- 
ners will feature the widest range of 
color in more than eight years. Many 
tanners have recognized the necessity 
for the footwear industry to recapture 
style leadership. Through tanners’ ef- 
forts, shoe manufacturers and distribu- 
tors will be able to utilize color on a 
wide scale coupled with the inherent ap- 
peal of leather, to intensify the style 
value of shoes and thereby enhance po- 
tential consumer demand. 

As usual, many trade visitors to the 


Leather Show will welcome the oppor- 
tunity of canvassing industry views on 
shoe and leather prospects. The Wal- 
dorf-Astoria has made available the 
spacious Basildon Room on the ball- 
room floor as a lounge, where confer- 
ences may be held without using the 
public lobbies and cafes of the hotel. 
The Council asks for the cooperation of 
exhibitors and visitors to avoid conges- 
tion in the hotel’s lobbies. 


Exhibitors To Be Busy 


Although there are no formal re- 
strictions on attendance at the Leather 
Show on either day, exhibitors have re- 
quested that members of the supply 
trades defer their visits to the afternoon 
of the second day. Prior to then, the 
staffs of exhibiting companies are pre- 
occupied in consultation with visiting 
shoe manufacturers and other leather 
goods consumers. 

Room reservations should be made 
directly with the hotels which have co- 
operated to make an ample number of 
rooms available for members of the 
leather and shoe trades attending the 
Leather Show. Cooperating hotels in- 
clude the Waldorf-Astoria, Biltmore, 
Commodore, Belmont-Plaza, Barclay 
and the Lincoln. 





Distribution Conference 
To Be Held Oct. 25-26 


Boston.—The twentieth annual Bos- 
ton Conference on Distribution will be 
held on October 25 and 26, at Hotel 
Statler, here, it is announced by Daniel 
Bloomfield director of the conference. 

This national forum on problems of 
distribution will center its discussions 
around the theme “Distribution in This 
Changing World”. 

More than twenty distinguished speak- 
ers will address the Boston Conference 
on subjects to be announced later. 





Fashion Awards to Be 
Made by Neiman-Marcus 


Datias, TEX. — Fashion’s accolade, 
the Neiman-Marcus Award, will be pre- 
sented for distinguished service in the 
field of fashion at the famous Texas 
specialty store’s Eleventh Fall Fashion 


September I, 1948 


Exposition on September 6. 

These “Oscars of the fashion in- 
dustry” will go to Madame Henri Bon- 
net, wife of the Ambassador of France, 
“whose great discrimination in fashion 
has set a creative pace and through 
whom honor is paid the entire French 
fashion industry”; to Claire McCardell 
“for her refreshing creative spirit and 
completely American approach to fa- 
shion”; to Castillo, Elizabeth Arden’s 
couturier and and designer extraordi- 
nary, “for his keen perception and great 
flair for dramatic design”; and to Gen- 
eral Julius Ochs Adler, vice-president 
and general manager of The New York 
Times, “in tribute to an American news- 
paper for initial recognition of fashion 
as a source of news and for establish- 
ment of the noteworthy ‘Fashions of 
the Times’ annual showing which has 
served to inspire the fashion industry”. 
Presentation of the awards will be 
made by Neiman-Marcus vice-president 
Edward S. Marcus. 


SHOE TRADE 


Public Relations Program 
For Shoe Trade Announced 


New York.—National Shoe Manu- 
facturers Association announced Au- 
gust 13 that the Joint Promotional Com- 
mittee representing that organization 
and the National Shoe Retailers Asso- 
ciation have engaged the services of 
J. Walter Thompson Company to de- 
velop and conduct a public relations 
campaign designed to obtain a better 
and more favorable press representa- 
tion of the industry and also to conduct 
promotional activities aimed at increas- 
ing the market for shoes. 

The announcement emphasized the 
fact that paid advertising is not con- 
templated and also that the work to be 
undertaken by the Thompson agency is 
intended to supplement rather than re- 
place the public relations and fashion 
promotion work carried on by NSMA. 

It was also explained that the new 
undertaking, which has been rumored 
in the trade for some time but hitherto 
not officially confirmed, is the outgrowth 
of joint activities of the two associa- 
tions that started almost two years ago 
and which were responsible for the 
Roper Survey completed early this 
year. It is anticipated that the survey 
will provide important material on 
which the program will to some extent 
be predicated. 


1949 Father’s Day Falls 


On June 19 


New YorK.—The 1949 Father’s Day 
Campaign will open with a national co- 
chairmen and city chairmen luncheon 
meeting at the Pennsylvania Hotel, 
New York on September 15. 

“This will be the twelfth annual co- 
chairmen and city chairmen meeting 
of the Council,” said Alvin Austin, ex- 
ecutive director of the council recently. 
“In many respects this will be perhaps 
the most important such meeting held 
thus far. The importance lies in the 
fact that 1949 Father’s Day will be the 
really first post-war Father’s Day, when 
men’s merchandise finds itself almost 
entirely in a buyer’s market situation. 

“This means that manufacturers and 
retailers alike now find it necessary to 
promote in order to sell goods. They can 
no longer sit back and expect sales to 
come rolling in by themselves. And since 
Father’s Day has demonstrated beyond 
all doubt its great sales power by break- 
ing all sales records for 1948, in the 
midst of a backward season, manufac- 
turers and retailers have a ready made 
and overpowering sales opportunity.” 

Father’s Day falls on Sunday, June 
19, 1949, 











Large Attendance Expected at Allied Show 





Fifteenth Semi-Annual Group Exhibit at Hotel Belmont-Plaza 
Opens September 12 — Event Coincides with 
Spring Leather Opening 


New York. — Style and business 
trends are twin problems which will 
come in for more than their usual share 
of attention as members of the shoe 
industry and allied industries gather in 
New York City on September 12 for ad- 
vance Spring planning. 

Visiting shoe manufacturers and re- 
tailers, their buyers and executives, are 
expected to be in heavy attendance at 
the 15th semi-annual Allied Shoe Pre- 
ducts and Style exhibit, opening on that 
date. The Allied show, to be held at th> 
Belmont-Plaza hotel, will afford them 
a comprehensive look at the latest 
trends in footwear stvling, materials, 
products. processes and ornamentation, 
thus greatly accelerating the process of 
planning new lines of footwear. 


The Belmont-Plaza event gets under 
way somewhat in advance of the highly 
important Spring Leather Show by 
members of the Tanners’ Council of 
America which is to be held directly 
across the street at the Waldorf-Astoria 
Hotel, September 14 and 15. 

Opening day, Sunday, September 12, 
for the allied group, is expected to find 
the largest number of exhibitors in 
recent years arrayed on three special 
floors in the Belmont-Plaza at 49th St. 
and Lexington Avenue. Following the 
pattern set up by the show committee, 
this will again be a four-day exhibit, 
ending Wednesday, September 15—the 
final two days running concurrently 
with the leather show. 





Many Reservations Received 
For Popular Price Show 


New York.—Within a few days of 
the mailing of application blanks for 
exhibit space at the Popular Price Shoe 
Show of America, an exceptionally large 
number of reservations had been re- 
ceived, it has been announced by Mark 


A. Edison of Edison Bros. Stores. Inc., . 


of St. Louis, and Daniel Js Danahy of 
Dan Danahy Shoe Company, Marlboro, 
Mass., co-chairman of the joint industry 
committee managing this first official 
market week for the volume shoe in- 
dustry under the joint auspices of the 
National Association of Shoe Chain 
Stores and the New England Shoe and 
Leather Association. 

All suites at the Hotel Commodore, 
New York, where the show is to be held 
November 29 to December 2, already 
have been reserved, it is reported, and 
applications for other rooms are being 
received in large numbers every day. 

More than 500 display rooms have 
been set aside for the showing of foot- 
wear while suppliers of allied lines and 
accessories will display their products 
in over 100 booths, studio rooms and 
parlors. 

A fashion merchandising program, 
to be presented Mondav morning. Nov- 
ember 29, in the Grand Ballroom of 
the Commodore will inaugurate the 
market week. It is planned to present 
significant fashion trends in volume 
shoe merchandising for spring 1949. 

The shoe industry’s outstanding so- 
cial event will also become part of 
this national market week with the 
scheduling of the banquet of the 210 
Associates, Tuesday night, November 
30, at the Commodore. 

“We are confident that we have timed 
the Popular Price Shoe Show of Amer- 
ica properly te insure its being a buying 
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show. We believe we have the right 
date, neither too early nor too late,” 
says a statement issued by the co- 
chairmen. 

Mr. Edison and Mr. Danahy empha- 
sized that great care had been taken 
to plan the event for the maximum con- 
venience of buyers and for maximum 
utilization of display space by exhib’‘- 
tors. “Every important volume shoe 
line will be concentrated on seven con- 
secutive floors of the Hotel Commodore. 
making it possible for lines to be 
checked easily and efficiently. Exhibi- 
tors will appreciate the fact that beds 
in their rooms will be dismantled at 
their request, and tables and racks set 
up to the capacity of each room, without 
extra charge. Fireproofed sheets on 
tables will also be provided without 
charge to exhibitors, in accordance with 
our policy of not burdening exhibitors 
with extra charges — payment of the 
moderate participation fee is all-inclu- 
sive,” the joint statement by the show 
chairmen added. 

Door cards will be furnished and in- 
stalled by the show management. Ex- 
hibitors will be provided two listings in 
an official show directory, which will be 
distributed to all exhibitors and buyers. 
The hotel will furnish exhibitors, with- 
out charge, extra large bulbs on re- 
quest. Flood lamps may be rented from 
the hotel by exhibitors. Exhibitors may 
obtain sleeping room reservations at 
Hotels Commodore, Biltmore or Roose- 
velt by requesting them on their appli- 
cations for exhibit space. 

Edward Atkins, executive secretary 
of NASCS, and Maxwell Field, execu- 
tive vice-president of NESLA, have 
been appointed co-managers of th2 
show. Mr. Field is handling exhibits. 
Mr. Atkins is in charge of promotion, 
advertising, publicity and _ special 
events. 





Dates to Remember 


Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. September 12, 13, 14, 


Semi-Annual Allied Shoe Products and 
Style Exhibit, Hotel Belmont Plaza, 
New York City. Sept. 12, 13, 14, 15, 


Advance Spring Opening, The Guild of 
er Shoe Manufacturers, ew 
York. Week of Sept. 13, 
Official Opening of Leathers for Spring, 
Tanners’ Council of America, Wal- 
dorf-Astoria Hotel, New York. 
September 14, 15, 
Shoe Manufacturers Spring Opening, 
under auspices of Eugene A. Richard- 
son, Hotel New Yorker, New York. 
October 17, 18, 19, 20, 21, 1948 
38th Annual Convention, National Shoe 
Travelers’ Association, Morrison Hotel, 
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Chicago October 21 and 22, 1948 
National Shoe Fair, Chicago, Ill. 
October 25, 26, 27, 28, 1948 
Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minn. Oct. 30 - Nov. 2, 1948 
October 3!, Nov. I, 2, 3, 1948 
Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 
November 6, 7, 8, 9, 1948 


Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 7 and 8, 1948 


Spring Shoe Show, Indiana Shoe Trav- 
elers’ Association, Hotel Severin, 
Indianapolis. November 7, 8, 9, 


Spring Shoe Show, lowa Show Travelers’ 
Association, Fort Des Moines Hotel, 
Des Moines, lowa. Nov. 7, 8, 9, 


Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 7, 8, 9, !0, 

Spring Buying Show, Middle Atlantic 
Shoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 

November 13, 14, 15, 16, 17, 


Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N.Y. 
November 14 and 15, 


Spring Shoe Show, Central States Shoe 
Travelers Association, Hotel Muehle- 
bach and Aladdin Hotel, Kansas City, 
Mo. November /4, 15, 16, 


Spring Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotels Pantlind and Morton, 
Grand Rapids, Mich. 

November 14, 15, 16, 17, 


Semi-Annual Shoe Fair, Ohio Shoe Trav- 
elers Club, Deshler-Wallick Hotel and 
Neil House, Columbus, O. 

November 14, 15, 16, 17, 


Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, Bos- 
ton. November 15, 16, 17, 18, 19, 1948 


Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. November 20, 21, 22, 23, 


Spring Style Show, Southwestern Shoe 
Travelers Association, Adolphus, Bak- 
er and Southland Hotels, Dallas, Tex. 

Nov. 22, 23, 24, 25, 


Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Association, 
Hotel Commodore, New York. 

November 29-December 2, 1948 
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L. J. SHERIDAN & CO., CHICAGO, AND ALBERT B. 
ASHFORTH, INC., NEW YORK, HAVE BEEN APPOINTED 
EXCLUSIVE LEASING AND MANAGEMENT AGENTS FOR THE 


Stale-Madison Building 


State, Madison and Dearborn Streets, Chicago 
(Formerly the New Boston Store) 


Containing one million square feet of space suitable for store, office, 
exhibit, and related uses, the State-Madison Building is one of the 
largest commercial buildings in the United States. Located on what is 
often referred to as “The world’s busiest corner”, this structure is 
ideally located for office, display, and commercial purposes as well 
as high volume retail outlets. 


It will be the objective of the leasing agents to select tenants of high 
character and responsibility, thus making this space one of the most 
desirable in the Middle West. Firms interested in securing space in 
this location should consult the exclusive leasing agents as promptly 
as possible. 


Office of Building 
N.W. Cor. State & Madison 
Chicago 2, Ill. 


Telephone: STAte 3000 PS ig ad 


L. J. Sheridan & Co. Albert B. Ashforth, Inc. 


12 E. 44th St. 
New York 17, N. Y. 
MUrray Hill 2-1100 





























Southeastern Show to 
Draw Big Attendance 


BIRMINGHAM, ALA. — Some idea of 
the attendance expected at the advance 
Spring showing to be held by the South- 
eastern Shoe Travelers, Inc., may be 
had from the fact that first announce- 
ments of this event, to be held in Au- 
gusta, Ga., beginning November 7, 
have been mailed to 5,000 retail shoe 
dealers and buyers in the eleven South- 
eastern states. This mailing, it is an- 
nounced by Executive Secretary E. M. 
Cousins, will be followed by a pamph- 
let listing the lines to be shown; and, 
still later, by a buyers’ guide which will 
include the salesmen’s names and room 
numbers and all final details of this im- 
portant regional show. More than 350 
lines will be represented, it is antici- 
pated. 

All displays will be housed in the 
Sheraton Bon Air Hotel in Augusta, in 
which the entire 450 rooms have been 
taken over for the accommodation of 
exhibitors and buyers. Other retailers, 
who may be unable to secure rooms 
there, will be cared for in other good 
hotels and in 300 private homes 
throughout the city. 

The association, of which L. A. Ger- 
land of Atlanta, is president, plans a 
number of interesting features for this 
show. One of them will be the smorgas- 
bord luncheons furnished dealers dur- 
ing the four-day show; and the mem- 
bership banquet and general business 
meeting at which time officers and di- 
rectors will be elected and the member- 
ship. will be asked to pass on invitations 
from other cities which have expressed 
a desire to have future shows held there. 
Among the more important of these are 
Augusta itself, and Jacksonville, Fla. 

Inquiries regarding this show should 
be addressed to Mr. Cousins at 538 
Tutwiler Hotel, Birmingham. 





Better Buying of Men’s 
Shoes Reported 


NorFOLK, VA. — Men’s shoe retailers 
report sales have climbed a bit over the 
total for the month just closed. The 
woven vamp and ventilated shoes head 
the top of list as best sellers, while 
there are many calls for dressy brown 
and black. Tan combined with brown 
has sold better than was expected at 
the beginning of the Summer months. 
Exceptionally good sales were reported 
for the majority of shops along Granby 
Street, and Washington Avenue shops 
in Newport News gave them a close 
run. 





‘Asks Refund on Shoes 
15 Years Old 
OmaHaA, Nes. — O. W. Swanson, 


manager of a shoe store here, recently 
received a letter from a Creighton, 
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= DEALERS FIND D SHOES wr | 
__ KISTLER SOLE LEATHER A ~ 
~ STEADY SOURCE OF PROFIT 











Note the eight outstanding features in op- 
posite panel. If they were told to the customer 
at the fitting stool, can you conceive of him or 





























her not being impressed? 


For Men's, Women's and Children's Shoes 


fits right into the present-day need of rapid 
retailing 
shoes which makes price secondary in the cus- 
tomer’s mind. Don’t 
in lines bottomed with it. They are a potential 
source of immediate 
business. 

Write now for names of manufacturers of 


i 
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; 
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Dress, Street, 

Same Cowbov Boots and Lumbermen’s Shoes. 





KISTLER SOLE LEATHER i 
The Balanced Bark Tannage 


lines, It imparts the extra value to 
delay becoming interested |} 


and future profitable 





Work, Sport and ae | 








LEATHER SOMCENT? 


ESSEX 





STREET, BOSTON 11, 


MASS 





Neb., woman, asking a refund on a 
pair of shoes purchased from the es- 
tablishment, and declaring that “I can- 
not wear them now.” 

Mr. Swanson suggested that she send 
them back to the store for inspection. 
She did and Mr. Swanson found they 
were made by a firm which went out 
of business about 15 years ago, accord- 
ing to the Omaha shoe store manager. 
They were of a style popular in the 
early 1930’s, characterized by long, 
pointed toes, Baby Louis heels and 
made of Irish linen. 


The elderly customer, a former school 
teacher, further explained, after Mr. 
Swanson had pointed out the age of the 
shoes, that when the shoes arrived after 
their purchase, her feet were bothering 
her, so she put the shoes away on a 
shelf, never had worn them, and hadn’t 
realized that such a span of time had 
elapsed. 

Mr. Swanson suggested that instead 
of a refund, the woman should keep 
the shoes. Like the bustle, that style is 
apt to come back, he declared, and in 
another three years they may be fash- 
ionable again. 
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NOW AVAILABLE AGAIN TO SHOE STORES 
America’s Finest 
BALLET SLIPPERS pers tmieet 
re LOAFERS - HANDSEWN 
n 
Fully Lined Short Soles VAMP—NEOLITE OR 
Pleated Toes LEATHER SOLES 
Sizes: 8 child's to 9 women’s 
Widths: A to E 
BLACK KID ss <. $2.20 
WHITE KID _______. $2.35 i i 
To Order — NATIONALLY ADVERTISED pag rig 
Fully Lined Long Soles NATIONALLY KNOWN! wiinaotess 
Sizes: 3 to 9 
Widths: AA to D 
BLACK KID ______ $2.40 Selva & Sons 4-10's 
BEIGE KID) 2-60 Inc. narrow-medium-wide 
E SATIN 3. 1607 BROADWAY 
—._ Rasemmemeancrsae 335 New York 19, N. Y. W. A. FOSTER C0. 








THE FOS MAC 








$3.65 Plain 

$3.75 With 
Buckles 

5% 30 days 


47 Washington St., Haverhill, Mass. 











Here Customers Can Knit and Buy Shoes 





Sure this is a shoe shop. Can't you see the two chairs and fitting stool in the rear? 
it’s a man and wife partnership, with the husband selling shoes and his wife selling yarn. 


FREEPORT, L. I. — A man’s shrewd 
business sense and his wife’s hobby have 
combined to create a unique kind of 
store here known as “Hobby’s Yarn 
and Shoe Shop.” Located at 87 West 
Merrick Road, this shop is owned and 
operated by Aaron and Pearl Judelson. 

Mr. Judelson, a man of 40 years’ ex- 
perience in the shoe business, gives his 
wife credit for the idea. Being an ex- 
pert knitter and a teacher of knitting, 
she thought that a yarn and shoe shop 
would be an unusual business combina- 
tion. It was, for real estate men didn’t 
think much of it. But now, after three 
and a half months of business, they’ve 
changed their minds. The store has be- 


come popular. 

“T don’t sell shoes, I fit them,” Mr. 
Judelson said, explaining his business 
philosophy. He feels that fitting shoes 
properly is more important than sell- 
ing. “A well-fitted customer will always 
come back,” he added. He sells women’s 
lines only. 

The “Hobby’s Yarn and Shoe Shop” 
is a colorful store. One display win- 
dow contains yarns in all colors of the 
rainbow. The other has the latest styles 
in women’s shoes. Inside the store is 
another riot of colorful yarns. The 
Judelsons have added a homey touch by 
converting part of their stock room into 
a sort of “knitting circle” where shop- 
pers can relax, knit or buy shoes. 





Fall Styles Promoted 
By Direct Mail 


LINCOLN, NEB. — Magee’s, Inc., and 
Ben Simon & Sons report that new Fall 
fashions in women’s shoes have been 
successfully promoted in August by use 
of direct-mail. Magee’s has had best 
results, it was stated, from featuring 
suit shoes, with the best-seller a me- 
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dium heel pump with closed toe and 
heel and side-buckle adornment. 
Simon’s fifth-floor salon successfully 
featured shoes from all their lines at 
$6.95 to $18.95, in a folder. Hits of the 
promotion have been a brown, high- 
heel platform in alligator sling pump 
with open toe; a jet black suede wedge, 
with closed toe and heel, and crossed 
ankle strap; closed black suede high- 
heel pump with a black satin collar; 


black suede ankle strap with open toe 
in both high and mid-high heels; both 
black and brown high-heel sling pumps 
with bow trim; and medium-high heel 
sling pump with two instep straps, 
open toe, in both black calf and black 
suede. 


Says Feet Grow Larger 
As Women Grow Older 


OMAHA, NEB. — A. N. Adams, veter- 
an shoe store manager here, reports 
that Omaha women have stopped trying 
to squeeze size seven feet into size four 
shoes, and no longer are they embar- 
rassed by telling a shoe salesman they 
want the correct and comfortable size. 
His store now is selling hundreds of 
pairs of sizes 11 and 12 shoes to women 
each year, and the women are frank 
in acknowledging they don’t want corns 
and bunions. 

Mr. Adams pointed out that normally 
a person’s foot size changes every 10 
to 15 years. As a person gets older, her 
feet get longer, while in many instances 
they broaden also, he believes. A typical 
record of a woman customer, as re- 
corded by Mr. Adams, shows she pur- 
chased a pair of 9AA shoes in 1926; 
9B in 1931; 9C in 1935; and 914C in 
1945. 





Bronze Loafers Catch On 
In New Haven 


New Haven, Conn. — Edward Caso 
of Temple Street, New Haven, has in- 
troduced a bronze loafer to the New 
Haven college and finishing school girls 
and to the seashore vacationists, and 
reports that it has been very well re- 
ceived. 

The idea appealed to Caso, who has 
introduced many innovations to New 
Haven women, including ballet type 
shoes which he has promoted since 
they first made an appearance. Caso 
tried a few pairs, built a window around 
them and then had some copy prepared 
for his newspaper space. The results 
were very gratifying, he declared. 

Caso does his own bronzing, using a 
line of loafers he has promoted in New 
Haven for years. 
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Buying Resistance 
High in England 


LONDON, ENGLAND. — The British 
footwear trade is rapidly approaching 
the point if indeed it has not already 
reached it—where more footwear is 
being produced than can be sold. This, a 
short six months after demonstrations 
because of shortages, marks how rapid- 
ly and positively the situation can 
change. Now manufacturers are being 
forced to concentrate on production of 
styles with the extra ‘oomph’ which will 
sell, and at prices which are within 
the capacity of the average shopper. 
Gone, for a very long time, are the 
days of acceptance of any shoes at 
higher prices simply because of the 
shortage. This, with all due reservation, 
since it is obviously unsafe to predict 
trends in an uncertain world; but reas- 
onably confidently it may be claimed 
that the buyer’s market is now very 
definitely in control. 

The opinion of one prominent British 
manufacturer is that the position is 
becoming once again “a question of the 
survival of the fittest.” 

Prices must be brought down to be 
absolved from purchase tax; utility 
styles must be more up-to-date for th 
home market. 

Abroad, although there has been no 


serious falling-off in export figures, | 


British footwear has been priced out 
of the market in several respects. Other 
restrictions on imports plus currency 
difficulties, are helping to make the posi- 
tion even more unsettled. A slump ap- 
pears to be in progress in two of the 
largest markets, America and Canada. 
Cut prices have met with no response, 
and manufacturers generally agree that 
buyer resistance will continue to de- 
velop until rock bottom has _ been 
reached. 


Opens Odd-Lot Shop 
In New Haven 


New HAVEN, Conn. — Michael Cun- 
ningham, former buyer of women’s 
shoes for Bonwit-Teller and B. Altman 
of New York City, has opened an odd- 
lot shoe shop in New Haven at 1170 
Chapel Street, under the name of Cun- 
ningham’s Shoe Fair. Prior to coming 
to New Haven, he had worked with Bon- 
wit Teller for 3 years, and as a buyer 
with Altman’s for 14 years. 

His store is on the edge of the main 
shopping district and has a black glass 
and monel metal conventional front. 
The interior is open shelved, with green 
and yellow decoration and light grey 
fixtures. Merchandise is priced from 
$5.95 to $8.95. He says he intends to 
introduce a line of children’s shoes in 
the Fall. 





Enlarges Men’s Department 


LINCOLN, NEB. — The second floor 
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All ~apreae 


Precious reptiles, developed by Fleming-Joffe in a thrilling 
range of dawn-to-dusk fashion colors . .. perfected by 
Fleming-Joffe in soft, suople finishes are slated for 
The most important Spring footwear, handbags and accessories. 


Special Promotion Colors 


Colonial Earth 
Continental Green 


24 Carat Gold 
White Gold 
Antique Lustres: Fire Copper, Burnished Bronze, Pewter 


You are invited to see our Spring collection of fine reptiles 


at Booth #55, Leather Show 


Sivilie 
Fleming - Joffe, Limited 


Fashion Forecast 


Oriental! Jewel Tones 


ZZ izards 


Blueberry Pie 
Cafe Brown 








at Ben Simon & Sons have been re- 
modeled to give about 10 per cent more 
selling space. as part of the current re- 
modeling and expansion program 
wherein an adjoining 25-foot frontage 
was leased and has been remodeled. 
Loren Winchester is manager of both 
shoe departments. 


Store Specializes in 
Juvenile Shoes 


Fort WAYNE, IND. Junior Shoe- 
land, 133 W. Washington Blvd., Fort 
Wayne, held its opening August 6, giv- 
ing this city a shoe store for children 
from “cradle to college”. William A. 
Braun is the owner. 

The store also has orthopedic shoes 
available. It is equipped with X-ray fit- 
ting equipment, and offers a full line of 
nationally-known brands. All fittings 
are re-checked by the manager, Mr. 
Braun said. 

Decorations of the storeroom are in 
a children’s motif, with all fixtures mod- 
ern, including specially-built seats of 
chrome and leather in various colors. 
General color scheme is blue and yellow. 

Mr. Braun has been in the shoe busi- 
ness as salesman and executive for 27 
years, and served the past eight and a 
half years as buyer for a local depart- 
ment store’s shoe department. 





10 Jacob Street, N. Y. 7, N. Y. WOrth 4-1680 
[——— none aoe — 
and basement men’s shoe departments (Cjnderella Size Now 6AAA 


THE WeErIrs, N. H. — An unusual at- 
traction at the Winnipesaukee Gardens, 
large Summer ballroom at this well- 
known resort, was a Cinderella Ball, 
in which the choice of Cinderella was 
based on shoe-fitting. 

A total of 43 pretty girls entered the 
contest and were led to the stage to be 
fitted with golden slippers by a profes- 
sional shoefitter to the size 6 triple A. 

The contestant whose feet best fitted 
the slippers was Mrs. Henry Dowse of 
Jamaica, Long Island, N. Y., a honey- 
mooner, who was awarded the slippers, 
seven pairs of nylon hose and a beauti- 
ful corsage. 


Stores Closed Saturdays 


Fort WAYNE, IND.—In order to give 
their employes a longer week-end, 
several stores here closed at 1 P.M. 
each Saturday during July and August. 
This group included the following shoe 
stores: Fortriede’s Shoe Store, Health 
Spot Shoe Shop, M. & N. Shoe Store, 
and Talbert’s Shoe Store. Among those 
closing were the following stores which 
also have shoe departments: Frank’s, 
Goldens Men’s Wear, Grand Leader, 
Earl Groth & Co., Patterson-Fletcher, 
Sears Roebuck & Co. All these stores 
were open Monday from 9:30 A.M. to 
5:30 P.M. 
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, MEP LET fies! 


for the ‘NEW FEEL’’to go with the “NEW LOOK’ shoes 


This newest development of HELP FEET 


alists now lets you make more sales of 


ELP FEET #153 interchangeable Met 


ongitudinal wedge is SPECIALLY DESIG 
BACK —OPEN TOE SHOES. IT’S ABSOLUTELY JNVISIBLE IN 


women th 


OPEN SHOES yet gives 


require with this type of shoe. Easy 


weoar—your best sales cushion for profits 


orthopedic spe 
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NED FOR OPEN 


~comfortable ¢ 








the sho ct 
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| ¢ DOUBLE 


SIZES 


GOTHAM -“#thletc Footwear 
Lively Stepper 


MAJORETTE BOOTS 


IMMEDIATE DELIVERY 
WHITE ELK : iy 
» PANOLENE SOLE 


STITCHED SOLE 
e LITTLEWAY 


! 

| $@.00 
per pair 
} 2/10 net 30 F. O. B. 
Binghamton 

Less than 6 pr. 15c. per pr. extra 
4t0 9 





No. 6029 


Whole sizes only. Samples submitted if retained. 


Manufacturers of 


BOWLING, FOOTBALL, BASKETBALL, BASEBALL, 
BOXING SHOES - ROLLER SKATE OUTFITS 


Write for our Athletic Footwear catalog 


GOTHAM SHOE MFG. CO., Inc. 


BINGHAMTON 


NEW YORK 





Shoe Inventories Up, Leather Stocks Off 


Tanners’ Council Warns That Retailers and Manufacturers 
Cannot Count on Filling Sudden or Delayed 
Demand for Footwear 


New York.—Retai! sales of approxi- 
mately 220,000,000 pairs during the 
first six months of this year compare 
with estimated production of about 
237,000,000 pairs, it is reported by the 
Tanners’ Council of America, which 
comments, “There would appear to have 
been a further increase in shoe inven- 
tories” though “the probable gain in 
pairage stocks this year, added to the 
increase in 1947, still leaves shoe in- 
ventories not high in relation to prewar 
levels.”” The Council comments, however, 
that “comparisons of shoe stocks today 
and stocks prior to 1941 must be 
weighed in the light of the difference in 
price levels and general retail effort 
to hold down stocks-to-sales ratios.” 

Tannery stocks, on the other hand, 
the Council finds, “remain substantially 
below prewar levels. For various rea- 
sons ,including tanners’ recognition that 
consumption at retail is the basic mea- 
sure of demand as well as raw material 
supply difficulties at home and abroad, 
tanners’ stocks remain moderate in 
comparison with prewar inventories. 
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Equally important is the fact that 
available supplies of finished leather 
must be further discounted because 
they include a substantial quantity of 
types, grades and weights of no great 
importance to the bulk of the domestic 
consuming trade.” 

“Prospective demand will be deter- 
mined,” the Council concludes, “by re- 
tail sales volume and the general fac- 
tors influencing business conditions. 
With all the stresses and strains of the 
postwar readjustment period, no pro- 
found operating or inventory disloca- 
tions have become apparent. Retailers 
and manufacturers, in planning Fall 
operations, cannot count upon stocks of 
leather with which sudden and delayed 
demand might be filled. Nor for that 
matter, would production of leather be 
influenced by temporary bulges in de- 
mand, since the past two years offer 
clear-cut proof that it is only the move- 
ment of goods across retail counters 
that is a solid and reliable indicator of 
true demand and consumption.” 


New Shoe Department 
In Fort Wayne Store 


Fort WAYNE, IND. — The Orchid 
Room, new shoe salon of Earl Groth 
and Co., Fort Wayne, Ind., department 
store, was opened in mid-August, as 
part of the company’s 1948 expansion 
program. The department was designed 
to answer customer demands for a 
fashion shoe department, and in addi- 
tion to a full line of nationally adver- 
tised shoes, the Orchid Room also offers 
a complete service in the creation otf 
particular color dyes, styles, and shoe 
lasts. 

The department has been completely 
refurnished and redecorated, and has 
new furniture and new shoe display fix- 
tures. Norman Piepenbrink, prominent 
in local footwear business for 20 years, 
has been named manager of the depart- 
ment. 


Store Being Modernized 


WIcHITA, KAN. — The complete re- 
modeling of the women’s department at 
the Woolf Brothers store here will soon 
be finished. Three floors and two bal- 
conies have been converted into four 
full floors and one balcony. It is esti- 
mated that 1600 square feet of floor 
space will be added by the change. 

Various departments in the store, in- 
cluding the shoe department, will be 
modernized. 
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Ad Style Continuity 
Pays Off 


TRENTON, N. J. — Fischer’s Shoe 
Store makes it easy for newspaper 
readers to recognize the firm’s adver- 
tisements by maintaining a continuity 
of ad style. 

A typical Fischer advertisement car- 
ries the name of the shoe in bold letters 
in the upper left corner, a sketch of the 
shoe in the upper part of the space, a 
brief description or selling message im- 
mediately underneath, and the store 
name in the lower right corner. 

This layout takes advantage of the 
normal habit of reading from left to 
right and from top to bottom. With the 
store handling well known brands of 
men’s shoes exclusively, it is only na- 
tural that its advertising should tie in 
with brand names. Cuts of popular 
styles are favored as illustrations in 
order that advertising efforts may fol- 
low the line of least resistance. 

Norman Kuehner, head of the store, 
believes that the consistent use of the 
same general layout suggests the name 
of Fischer to regular readers even be- 
for they have a chance to read the ads. 
Most advertisements are of small or 
moderate size and appear at frequent 
intervals. They achieve unity and 
strength of appeal by plugging only 
one brand and style at a time. 

Regular stocking of men’s shoes in a 
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They Grow Super-Superlatives Down in Texas 






PORT ARTHUR, TEX.—The state of Texas is a huge land area whose eastern and 
western boundaries are merely a hop, skip and jump from the Atlantic and Pacific 
it tains within its tremendous borders the largest, highest, best and even, 
possibly, the corniest of everything. What's left is 47 other tracts of a few acres each 
constituting the rest of the United States. That firm (?) belief explains the ‘‘Texan 
map of Texas” which backs up an effective display of men’s shoes in the Schuh Shoe 
Store at 510 Houston Street, Port Arthur. Readers interested in other parts of 
the country should address inquiries direct to the store. 








variety of styles up to 13 A and larger many customers as men are separated 
has earned the store a wide reputation. from the armed forces. Many continue 
Fort Dix, 17 miles distant, supplies to patronize the store by mail. 





Colorful Window Cards 


* with bright new price tickets 


WINDOW CARDS 
In Yellow & Fuchsia 
As illustrated 
8” x 14” 
five other texts 
to choose from 


$1.00 ea., 3 for $2.25 
, 4 


Price Tickets 













Re 











In matching colors FOR THE 
and other Spring EASTER 
designs PARADE 
30c dz. $3.00 gr. 
102 prices in-stock 
, 4 


THE FINEST SHEARLING 
MONEY CAN BUY... LASKINLAMB 


CARD HOLDERS 
Natural wood finish 
$2.10 ea. 





For outdoor footwear ... fireside slippers, there 





is nothing to equal the luster, depth, and 
warmth of this first and finest of all dyed lamb. 


AE 9 TE 
J. LASKIN & SONS CORP., 130 WEST 30th ST., NEW YORK 1, N. Y. 
FACTORIES: MILWAUKEE, WISCONSIN 








WRITE TODAY for Spring circular 
and Sample Tickets 
BOOT AND SHOE RECORDER 


MERCHANT'S SERVICE DEPT. 
209 S. STATE ST. CHICAGO 4, ILL. 














The Custom Shop itself was opened 
about three months ago by Harry 
Rosenfeld, owner of the Sibley Boot 
Shop, well-known downtown men’s store 
in the Fox Theater Building. With store 
fixtures difficult to get, the new shoe 
department was laid out tentatively as 
a “shoe box,” right in the center of 
the store, with short sections of shelv- 
ing for shoe stock at each end, and a 
low stock shelf arrangement, with 
center entrance to the rest of the store, 
parallel to one side of the store. 

The department is actually about 
8 x 18 feet in size, with four tan up- 
holstered chairs and 2 fitting stools. 
Ultimately, the plan is to transfer it 
to the rear of the store when fixtures 
are available, but the present “Shoe 
Box” arrangement serves the imme- 
diate needs. 

The department owner, R. L. Clement, 
also has an interest in the shoe depart- 
ment at Le Clair’s. The department 
manager is Jack Kenney, who has been 
in the shoe business for about forty 
years, the last twelve with French, 
Shriner and Urner’s two stores in 
Detroit. 


Salmon Color with Banana Yellow 





ek ea | : 


ROANOKE, VA.—The shoe department of the new Smartwear Irving Saks store in 
Roanoke, designed by E. Paul Behies & Associates of New York City. The salmon-colored 
checkwood wall contains recessed shadow boxes for display. There are no doors for 
entrance fo stock rooms, only a series of baffles in the wall backing the chairs. The 
wall is a banana yellow and the interior of the recessed shadow box is the same salmon 
color as the checkwood wall. 








New Family Shoe Store Opens 


tom Shop, men’s wear specialty shop, BENTONVILLE, ARK—A new family 


Men’s Shoe Department 





Opens in Detroit 


DeETROIT.—A new downtown shoe de- 
partment has been opened in the Cus- 
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by R. L. Clement, veteran shoe traveler. 
The new store is on the first floor of 
the Kales Building at 68 West Adams 
Avenue, facing Grand Circus Park. 


shoe store was opened in the Plank 
building July 15. It is one of a chain 
managed by Alfred Felts of Siloam 
Springs. 
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For Sales Impelling... 









TERRITORIES 





THE SHOE DISPLAY DE LUXE 


~~." Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It’s a beauty! Inex- | 
pensive, too! It will pay salesmen | 
to write for territories and prices. | 
Shoe dealers write for information. 


DumsB CLERK 


C. M. BYE, Mgr. 
OSSEO, WISCONSIN | 





Pageant Suggests Clever Shoe Window Trim 





Payette, Idaho.—Taking advantage of a pageant staged annvally in this city, 
Robert Norvell of Norvell’s, Inc., this city, trimmed his windows fo suit the occasion. 
“Wheels of Progress’’, the pageant theme, was carried out in his windows by a 


display built around wheels from 1872 to present-day automobile wheels. 


Shoes 


dating from 1867 to the present also were on display, and an outstanding feature 
were the shoes worn at a local wedding in 1867. Beside them was the original 


newspaper clipping describing the event. 





Open New Shoe Department 


Detroit. — The Shoe Corporation of 
America is opening a new shoe depart- 
ment at Pontiac, Mich., in the new Fed- 
eral Department Store there. The lat- 
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ter is the first unit in Pontiac to be 
opened by Federal, which operates a 
number of stores in Detroit and sub- 
urbs, with shoe departments leased to 
the Shoe Corporation. 










} All-orer genuine patent leather 
| No. 5203 CHILD'S 8%-12 
N & M Widths.......$2.55 
» ! No. 5204 MISSES’ 1244-3 
4 N M Widths....... A 
i No. 5205 GROWING GIRLS’ 
4-9 N & M Widths. 3.00 
Taps included with order 





















Maroon and Gray Color 
Scheme of New Store 


LoraIn, O. — Silber’s Shoe Salon, 
owned and operated by L. Silberman, 
held its formal opening here recently at 
885 Broadway in the heart of the down- 
town shopping area. 

The interior, with its carpeting, 
drapes and shadow boxes in maroon, 
contrasted with gray walls, is unusu- 
ally effective. Chairs are of wheat wood 
upholstered in chartreuse plastic and 
the bag section, consisting of a series 
of plate glass shelving, has been placed 
in the rear of the shop. The floor is not 
completely covered with the maroon 
carpeting for there is a center walk 
of gray rubber tile with black edging. 
Illumination is furnished by a combina- 
tion of fluorescent fixtures and spot- 
lights. 

Men’s and women’s shoes are carried 
—all well known branded lines. 


Store Name Changed 


DeEtroIT. — Samue! Reisig, who has 
operated as Richards Shoes, next door 
to the Detroiter Hotel on Woodward 
Avenue for eight years, has formally 
registered title to the store as Richard’s 
Niagara Shoe Company. The store, 
carrying men’s lines exclusively, has 
been given its new title to eliminate 
confusion with other stores of a similar 
name. 
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two-song 








Entertains the kids while you fit them! 


Plays two songs in one winding, with special locking 
device which prevents overwinding. Available in pink 
or blue. Made of Wood and Rattan. 21!/2" back, 15" 
wide, 12" deep, seat !0!/2" from floor. 


Tut ZZ INDUSTRIES, INC, 


39 West 19th Street, New York, N. Y. 











#B-525 Sizes 6 to 12 
B-614 Same in Boys 2!/, to 6 $2.50 


3#¢B-527 First Quality, full 


Net 30 


(br WY, Mb ods We mpiany 


Twilight Foot Snugglers 
MEN'S KID ROMEOS 


Good Brown Kid leather | 





* Good leather sole 
* Drill lined vamps 
* Brown rubber heels 


#525 


$2.65 


$3.35 





¢ Immediate Delivery 


41 $. WELLS ST., CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW 








Freeborn S. Lamport 


Boston. — Freeborn (Free) S. Lam- 
port, whose home was in Buffalo, N. Y., 
and who has been connected with the 
last industry for many years, died re- 
cently at the Deaconess Hospital, this 
city. He was 73 years old. 

Mr. Lamport joined the staff of John 
Pell & Son, Brooklyn last manufac- 
turers in 1912; was a salesman for the 
United Last Company of this city in 
1927; and then was associated with 
other last manufacturers until the end 
of 1938. 

During World War II he was an in- 
vestigator for the Buffalo police de- 
partment; and had been for several 
years a member of the Royal Arch Ma- 
sons, Mapel Chapter No. 55, State of 
New Jersey. 


William P. Gilbert 


LOUISVILLE, Ky. — William P. Gil- 
bert, assistant manager of the For- 
sythe Shoe Co., 548 South Fourth 
Street, this city, died recently at the 
General Hospital here from injuries 
received in an automobile accident. He 
was 29 years old. 

Surviving are two sons, William P., 
Jr., and James E. Gilbert; his parents, 
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Mr. and Mrs. William T. Gilbert; a 
brother, James E. Gilbert; and a sis- 
ter, Mrs. Gelia Mae Hobbs. 








Willard K. Tozier 


Exeter, N. H. — Willard K. Tozier, 
a foreman at the old Bates Shoe Co., 
for 27 years and one of Exeter’s most 
prominent residents, died at his home, 
16 Front Street, recently, following a 
long illness. 

He was born in Fairfield, Conn., and 
had lived in Exeter for 44 years, during 
which period he had served as town 
clerk for a long time and represented 
the town in the Legislature. He had 
been secretary of Sagamore Lodge, 
IOOF, for 25 years, and president and 
treasurer of the Odd Fellows’ Building 
Society for 25 years. Mr. Tozier was 
also prominent in other organizations. 

Survivors include his widow, Rose A. 
Tozier; a brother, Howard Tozier; and 
Mrs. Kate Ballentine, both of Fairfield. 





August Scheiffels 
CINCINNATI, OHIO. — August 
Scheiffels, 83, former Cincinnati pat- 


ternmaker for various Cincinnati shoe 
firms for thirty years, died recently 


in Lakeland, Florida. 

He moved to Florida 22 years ago 
and had recently purchased 2,618 acres 
which he planned to use as a cattle 
ranch. He also owned 20 acres of citrus 
fruit groves. 

His wife died five years ago. He 
leaves five daughters, four sons, and 
three brothers. 





Theodore Burwick 


WORCESTER, MASS. — Theodore 
Burwick, 44, former manager of the 
Irving Shoe Store here, died recently 
in Denver, Col., where he had been 
transferred a few months ago. He was 
a native of Worcester and lived in this 
city until he went to Denver. His 
brother and three sisters survive. 





Harry W. Hall 


RocHeEster, N. Y. — Harry W. Hall, 
69, who was methods supervisor at the 
Sherwood Shoe Company for 32 years, 
died August 9. 

Mr. Hall was past master and had 
been secretary for many years of the 
Genesee Falls Lodge, F & A M. He was 
a member of the Rochester Consistory 
and was past patron of Stebbins Court 
Order of Amaranth. 


Boot and Shoe Recorder 





c 


wm 9A ob ew Coy a 


aT _ == 





—e | 











WW make Moccasin 


That’s all we 


That's why. 
yskies 


for men, women, boys and girls 






— 


ma 





HUSKIES DIVISION 


HUSSCO SHOE CO. + 1328 BROADW4 












THE ONLY SHOE OF ITS KIND IN THE WORLD! 





Once a COPEG customer—al- 
ways a COPEG customer! That’s 
because custorm-crafted COPEG 
Shoes embody features of con- 
struction no others possess . . . 
with Hand-Pegged Arch that 
never lets the foot down and 
with fitting, wearing and com- 
fort-giving qualities rarely found 
in any shoe at any price! 

Yes! Dr. Scholl’s COPEG is the 
same footwear made since 1868 
by the old guild of master shoe- 
makersof Copeland & RyderCo., 
Jefferson, Wis., now a Division 
of The Scholl Mfg. Co., Inc. 


Famous tand-Pegged Arch 
IN STOCK STYLES: 

5100 and 5400—Outfiare La 
5106 and 5406—Knox Last 
5107 and 5407—Dover Last 
5144 and 6144—Tim Last 
2107 and 2407—inwood Last 
Black, Tan Kid; Black, Tan Calf 
6 to 14—AAA to EE 
OPPORTUNITY! Open a Dr. Scholl’s 
Foot Comfort Service Department, fitting 
Dr. Scholl’s Arch Supports, Remedies, 
Shoes. Write for details and catalog of 
Dr. Scholl’s COPEG Shoes. 


THE SCHOLL MFG. CO., Inc. 
213 West Schiller St., Chicago 10, 
62 West 14th St New York 11. 








Surviving are his widow, Mrs. Lu- 
cile M. Hall; a son, Irving W. Hall; a 
sister, Miss Florence B. Hall; a brother, 
George; and two grandchildren. 





John J. Vogl 


MILWAUKEE. — John J. Vogl, secre- 
tary for many years of the Badger 
Slipper Company, died recently at his 
home here. 

Mr. Vogl came to this country from 
Austria in 1906 and had been associated 
with the Badger Slipper Company for 
25 years. 





Otis P. Coombe 


JOHNSON CITY, N. Y. — Otis P. 
Coombe, 64, district manager of retail 
stores for Endicott-Johnson Corpora- 
tion in Chicago, died in Wilson Mem- 
orial Hospital here recently following 
an operation. He had been employed 
by Endicott-Johnson for 18 years. 

Mr. Coombe is survived by his wid- 
ow, Marie, of Chicago. Funeral services 
were held in that city. 





John R. Smith 


HUNTSVILLE, ALA. — John R. Smith, 
former co-owner of a shoe store on 
Washington Street, Huntsville, died re- 
cently at his home in Cincinnati, Ohio. 
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Robert P. Hazzard 


GARDINER, Me.—Robert P. Hazzard, 
nationally known in the shoe and 
leather industry as founder and active 
head for many years of the R. P. Haz- 
zard Company, headquarters of which 
are now in Augusta, Me., died recently 
at the age of 79. Funeral services were 
held at the family home on Winter 
Street, here. 

Mr. Hazzard had been associated with 
the shoe industry since his graduation 
from high school when he joined his 
father’s shoe manufacturing company, 
Parks & Hazzard, in Jamestown, N. Y. 
In 1896, when he was 27 years old, he 
took a position with the Field-Thurber 
Co., of Brockton, Mass., which later be- 
came the Field-Hazzard Co. In 1902 he 
sold his interest in that firm and became 
superintendent of the factories of the 
Commonwealth Shoe & Leather Co., in 
Gardiner and Skowhegan, Me. Four 
years later, with George H. Snow, he 
organized the Snow-Hazzard Co., of 
this city, and, in 1909, acquired Mr. 
Snow’s interest and changed the name 
to the R. P. Hazzard Co. 

Branching out into the retail division 
of the industry, Mr. Hazzard in 1913 
took over a chain of shoe stores centered 
in New York City, which were operated 
under the name of Beck-Hazzard, Inc., 
and which, at the peak, operated 300 
retail outlets. Subsequent expansions 
included taking over two other manu- 


facturing companies, Leonard, Stevens 
& Bearce Co., of Belfast, Me., and the 
Emerson Shoe Co., of Rockland, Mass. 

Mr. Hazzard was a member of all the 
Masonic bodies, as well as of Kora 
Temple, A. A. O. N. M. S., and was also 
an honorary member of Rotary Inter- 
national and a past president of the 
Sarasota Anglers’ Club. He was active 
in the affairs of Christ Episcopal 
Church, here. 

Mr. Hazzard is survived by his wi- 
dow, Mrs. Edna G. Hazzard; a son, 
Robert P. Hazzard, Jr., of Gardiner; 
three daughters, Mrs. Burress Moore, 
Jr., of South Orange, N. J., Mrs. Lewis 
J. Sheaffer of Gardiner, and Mrs. Fran- 
cis B. Clark of Amesbury, Mass.; a sis- 
ter, Miss Sara Hazzard of Lakewood, 
N. Y.; and nine grandchildren. 





John R. Larimore 


Fort Wayne, IND. — John R. Lari- 
more, 57, who has been prominent in 
the shoe business in Fort Wayne, Ind., 
for more than 30 years, died recently 
of a heart ailment, after an illness of 
one year. 





Aaron Solomon 


ALBANY, N.Y.—Aaron Solomon, 87, 
retired shoe merchant, died at his home 
here, recently. Survivors include two 
daughters and three sons. 
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111 East 12th Street 





Fhe MERRY-FEET Shoe 


° Elk Leather Upper | 

* Unlined 

* Oak Rubber Sole 

* Rubber Heel 

Colors: BROWN, RED, BLACK 
SIZES: 


2.10 N/30 F.0.B.N.Y. 


MERRYFEET FOOTWEAR, INC. 


5-8 
8%-12 
12%3.-" 


$4.55 |) 


New York 3, N. Y. 












SIZES AA 5/10. B 4/10 





GALETTE 
REGULARS 


CASUAL MOCS 













$325 


501 BROWN 
505 BLACK 





GALE’S INC., 112s. Main st., Rockéordy B 








Allied Kid Report Shows 
Profit Increase of $84,985 


Bostcn.—Net profits of the Allied 
Kid Company for the fiscal year that 
ended June 30 amounted to $1,139,002.50 
or $4.43 per share, after taxes and re- 
serves, according to a statement to the 
stockholders by Benjamin Simons, presi- 
dent of the company, prefacing the an- 
nual report. This profit record shows 
an increase of $84,985 over the 1947 
figure of $1,054,018 or $4.10 per share. 

At a meeting held July 27, directors 
of the company declared an extra divi- 
dend of 25 cents per share payable 
August 16 to stockholders of record 
August 9, -in addition to the regular 
quarterly dividend of 37% cents. 

“In the shoe and leather industry, 
conditions are now nearer to pre-war,” 
Mr. Simons observed in his statement 
to the stockholders. “Pipe lines are 
filled, competition is keener and greater 
sales efforts are necessary. Under such 
conditions, profit margins are not as 
great now as they have been during 
the last few years. Nevertheless, the 
immediate prospects are for a fair vol- 
ume at a reasonable profit.” 


I. Miller & Sons Report 
Sales Increase, Profits Less 


New York. — Reflecting improved 
sales, I. Miller & Sons, Inc. and its 
wholly-owned subsidiary in a report 
covering the operations for the fiscal 
year ended April 30, 1948, has an- 
nounced a net income of $868,335.12. 
Net sales for this year increased to 
$26,385,179 from $24,231,148 last year. 

The profit is equal to $9.40 a share 
on the 92,332% shares of common stock 
and compares with $925,331.25, net 
after deducting an appropriation of 
$100,000 to the reserve for contingen- 
cies, or $10.02 a share for the previous 
fiscal year. 
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The company paid four quarterly 
dividends aggregating $1.00 per share 
during the current fiscal year. 


Edison Bros. Reports 
Decrease in Net Income 


St. Louts. — Edison Brothers Stores, 
Inc., reports consolidated net income 
of $1,242,166 for the six months ended 
June 30, 1948; equal to $1.31 per share 
of common stock outstanding after de- 
ducting preferred dividends. This com- 
pares with $1,452,397 or $1.56 per 
share for the same period last year. 

Net sales for the six months in the 
amount of $36,899,928 increased 10 per- 
cent as compared with $33,549,444 for 
the first half of 1947. Despite this in- 
crease in sales, net income was some- 
what below the same period of last 
year. 

According to Harry Edison, presi- 
dent, the decline in net income is due 
to several factors. On account of con- 
sumer resistance to higher prices, the 
company actually reduced retail prices 
on some shoes even though cost prices 
increased. Markdowns were abnormally 
high, particularly in the higher-priced 
lines. As a result the net markup was 
somewhat below normal. Moreover, 
salaries and wages and other operating 
costs continued upward. 


Dividends Declared by 
Endicott-Johnson 


BINGHAMTON, N. Y. — Board of di- 
rectors of Endicott-Johnson Corpora- 
tion declared a regular quarterly divi- 
dend of $1 a share on preferred stock of 
the four per cent series. Directors also 
declared a dividend of 40 cents a share 
upon common stock of $25 par value. 
Both dividends are payable Oct. 1 to 
stockholders of record at close of busi- 
ness, Sept. 20. 





Melville Reports Gain 


In Net Income 


New York. — Melville Shoe Corpo- 
ration has reported that net income 
for the first six months of 1948 totaled 
$2,916,884, as against a net income of 
$2,714,584 for the first half of 1947. 
This represents, after preferred divi- 
dends, earnings of $1.31 per share on 
common stock outstanding, which com- 
pares with $1.23 in the same period of 
1947. 

Combined-store and factory sales, ac- 
cording to the report, were $60,589,110 
in the first half of 1948, compared with 
$57,964,792 in 1947. Net sales were 
$38,946,978 in the 1948 period, and 
$36,564,340 in the 1947 period. 

Total current assets at June 30, 1948 
were $22,317,718, with total current li- 
abilities of $8,975,564. 

The Corporation recently reported 
retail sales for the month ending July 
31 of $6,051,276, compared with sales 
of $5,428,693 for the comparable period 
last year, an increase of 11.5 per cent. 
Sales for the first seven months of 
1948 were $41,840,105, compared with 
sales of $39,161,469 for the same period 
last year, an increase of 6.8 per cent. 





Sales Up—Profits Off, 
Marshall Field Reports 


CuicaGo. — Although sales for the 
first six months of 1948 of $100,753,250 
showed a gain of 5 per cent over the 
same period last year, Marshall Field & 
Co.’s net profit of $4,694,523 in that 
period was slightly below the $4,804,832 
a year ago, Highston M. McBain, presi- 
dent, disclosed. 

The decline in net profit took place in 
the face of an improvement in gross 
profit ratios, mainly attributable to the 
fact that mark-downs had been abnorm- 
ally heavy in the Spring of 1947, he 
stated. Net income for the three months 
ended June 30, of $2,880,961, however, 
showed an increase over the $2,242,840 
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Here’s The BIG NEWS In Boys’ Shoes 
SURREY’S COMBAT BOOTS 


PRACTICAL ¢ NOVEL e¢ LONG WEARING 


Just watch Sivrey’s Combat Boot Sweep the high 
cut boot market this winter. It’s the finest cold 
and wet weather boot you've ever seen. Kids 
rave about its snappy military air. 
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big ski-business getters, because there has 
never been a change in the original Bass 
policy — “to build the best possible shoe 





IN STOCK IMMEDIATE DELIVERY 
Brown Elk Uppers 
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in 1947. Net sales were $52,282,355 
against $49,976,393. 

Mr. McBain notes that increased ex- 
penses continue to be the principal 
problem involved in attempting to main- 
tain net profit levels. “Sales and wages 
have continued upward, and this ex- 
plains in considerable part our decline 
in profits in the face of sales and gross 
profit improvement. The pressure of ex- 
pense has been particularly heavy in 
our Chicago stores, whose profit perfor- 
mance thus far this year has not been 
as favorable as that of other divisions 
of the company.” 


Last Manufacturer Reports 
Decreased Earnings 


PortsMouTH, 0. — A. J. Giese, presi- 
dent of Vulcan Corporation, reported 
recently that net earnings for the six 
months ended June 30 amounted to 
$207,966 after reserves and provision 
for federal income taxes. This was 
equivalent to 74 cents a share on com- 
mon stock after allowing for normal 
dividend requirements for preferred for 
the period. The Vulcan firm manufac- 
tures lasts and shoe materials. 

Mr. Giese said the 1948 earnings com- 
pare with earnings of $228,254 or 83 
cents a share on common for first half 
of 1947. 
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Brown Shoe Co. Reports 
Net Income Decrease 


ST. LOUIS — Although net sales of 
the Brown Shoe Company for the first 
six months of the fiscal year, ended 
April 30, were $44,723,978 compared 
with $37,620,937 for the corresponding 
period of the preceding 12 months, net 
income was lower. 

Net income during the most recent 
six-month period was $1,335,207 or 
$2.55 per common share, compared to 
$1,743,351 or $3.77 per share in the cor- 
responding period of the preceding fis- 
cal year. 





Dividend Declared by 
American Hide & Leather 


Boston. — At a meeting of the board 
of directors of American Hide and 
Leather Company on July 29, a quar- 
terly dividend of 75 cents per share 
for the period ending September 30, 
1948, on the outstanding shares of 6 
per cent cumulative preferred stock of 
the company was declared, payable 
September 10, to holders of record of 
said stock August 26. 





Wise Reports Increase 


New YorkK.—Reflecting sustained hot 
weather demand plus successful results 


of the mid-Summer sale, Wise Shoe 
Stores, Inc., 229 Fourth Avenue, showed 
a 35 per cent increase for July, as re- 
ported by L. A. Schoen, operating direc- 
tor. The accumulative increase for the 
year to date is 27.2 per cent. 





Shoe Corporation Sales 
Are Up 


New York. — Shoe Corporation of 
America and wholly-owned subsidiaries 
report July retail sales of $3,283,311 
compared with $2,794,174 in the same 
month a year ago, an increase of 17.51 
per cent. For the seven months’ period 
ended July 31 sales totaled $18,634,729 
as against $16,461,326 in the same per- 
jod in 1947, an increase of 13.20 per 
cent. 

There were 322 retail units operating 
in July 1948, against 313 a year ago. 





Canadian Chain Shows 
Profit Increase 


TORONTO, ONTARIO. — Agnew-Surpass 
Shoe Stores, Ltd., enjoyed the largest 
year in its history, both from the stand- 
point of dollar volume and profits, ac- 
cording to the report to shareholders, 
covering the fiscal year ended May 31. 
Sales increased 20 per cent over the 
previous year. Net profits equalled $1.28 
per share on the common stock. 
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Profit and Prosper with 
QUODDY FOOTWEAR 





(Style 1110 Illustrated) 


* Hunters Boots 

° Ski Boots 

* Moccasins 

* Sheepskin Footwear 


In Stock Service 


Send for Fall Price List 














Says Chains Preparing 
To Lower Shoe Prices 


New York. — That “the time has 
come for all segments of the industry 
to take full cognizance of the clear-cut 
demand by the consumer for lower 
shoe prices and to do something about 
it,” is the belief of Mark A. Edison, 
president of the National Association 
of Shoe Chain Stores. “Shoe chain 
stores,” he said in a recent statement, 
“have geared their buying and selling 
to meet that demand.” 

The complete text of Mr. Edison’s 
statement follows: 

“The price policies under which shoe 
chain stores have operated so far this 
year and plan to operate for the bal- 
ance of the year underline their belief 
in the benefits achievable frora capacity 
production and distribution. Chain 
stores always have opposed any eco- 
nomic philosophy that would guard 
profits by creating scarcity through 
low production and high prices. 

“Had shoe retailers adopted the 
method of pricing to the consumer based 
upon replacement costs as has been 
urged upon them by other branches of 
our industry, shoe production would 
have dried up even more than it has, 
and the dike by which we were able to 
hold back the full tide of inflation would 
have been undermined. There would 
have remained no industry voice to 
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speak for the shoe needs of the great 
mass of the public. 

“The time has come for all segments 
of the industry to take full cognizance 
of the clear-cut demand by the con- 
sumer for lower shoe prices and to do 
something about it. 

“Shoe chain stores have geared their 
buying and selling to meet that de- 
mand, even at the expense of narrow- 
ing their own margins of profit in the 
face of higher operating costs. They 
now call upon all other branches of the 
industry to adopt the same policies. 

“Shoe chain stores have done an out- 
standing job of maintaining price levels. 
They have also increased the concen- 
tration of their offerings at lower 
price points than prevailed a year ago 
in order to meet consumer require- 
ments. Shoe chain stores which have, 
in great measure, created the mass 
production capacity of the shoe indus- 
try, will continue to spearhead the drive 
for maximum sales of footwear through 
maximum values. 

“A demand for 500 million pairs of 
shoes annually can be achieved through 
the efficiencies of mass production and 
mass distribution, but only if all seg- 
ments of the industry—tanners, manu- 
facturers and retailers—work together 
toward that common goal.” 





Kinney Announces 


Price Drop 


New York. — G. R. Kinney Co., Inc., 
with four company-owned shoe factor- 
ies and a chain of 310 stores selling 
men’s, women’s and children’s shoes 
have announced immediate price re- 
ductions ranging from 23 to 52 cents a 
pair. The cut applies to six lines of the 
company and is said to have been made 
possible by a reduction in retail mark- 
up. Also taken into consideration, it is 
believed in trade circles, were the sav- 
ings to be derived from full-time factory 
production. 

The largest reductions—52 cents per 
pair—are in children’s Educators and 
in the big girls’ Path-Pounders line. 
Other lines reduced include Style- 
Crafts for young men; boys’, men’s and 
big girls’ Educators. 





Store Prepares Manual 
For Salespeople 


ROCHESTER, N. Y. — Sibley, Lindsay 
& Curr Company shoe salesmen are go- 
ing to have a merchandising manual to 
help them do their job. 

The store’s training department is 
preparing a manual for every depart- 
ment in the store from a compilation of 
material out of manufacturers’ hand- 
books, sales magazines, trade papers, 
and tips garnered from buyers. The 
manual will become the backbone of a 
permanent department library of mer- 
chandising information. 

The manual on footwear begins witn 
a short survey of shoe retailing in 
America, and continues with a concise 
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explanation of the structure of the hu- 
man foot, complete with diagrams. 

Sections concerning shoe parts, shoe 
materials and care of the feet offer a 
rich source of talking points for alert 
salespeople. 





September Is Child 
Foot Health Month 
ROCKLAND, Mass. — The National 


Foot Health Council announces the 
observance of Child Foot Health Month 
in September, the purpose of which is 
to center attention on the care of chil- 
dren’s feet to prevent foot defects in 
childhood and thus improve the physical 
fitness of future generations. Cooperat- 
ing with this event are national pub- 
lications, including Parents Magazine, 
welfare and underprivileged  chil- 
dren’s committees of service clubs — 
Lions, Kiwanis, Rotary, and Exchange. 

The month will feature newspaper 
and magazine stories, also radio talks. 
The service clubs are distributing leaf- 
lets and posters to schools and health 
centers, and window strips, posters and 
leaflets will be sent to shoe stores to 
tie in with this event. Those interested 
may contact Dr. Joseph Lelyveld, Chair- 
man, National Foot Health Council, 
Phoenix Building, Rockland. 
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“Barefoot” Radio Program 
By Detroit Shoe Store 


DETROIT.—A unique piece of para- 
doxical promotion is being used success- 
fully by R. H. Fyfe and Company on 
the radio, as sponsors of the “Junior 
Barefoot Society,” originating on sta- 
tion WXYZ. 

The program, which has been running 
for a year now, has its origin in the 
reputation of Ross Mulholland, one of 
the Midwest’s leading disc jockeys, 
under his nickname of “The Barefoot 
Boy”—a theme he plugs consistently 
in his daily shows, aimed at a general 
mixed family audience. 

The Fyfe show, however, is produced 
only on Sunday mornings from 7:30- 
9:00 A.M., at a time usually considered 
of little commercial value in the radio 
field, but one that has proved profitable 
for this specialized show. 

The program is aimed directly at 
the 4 to 1l-year age group, with inci- 
dental advice, despite the joys of going 
barefoot, that all good children will 
want to get dressed up and wear shoes. 
The message appears to be needed even 
in the sophisticated Motor City area, in 
the Summertime at least. 

Youngsters are invited to register for 
the Honor Roll in the store, and moth- 
ers, as well, are invited to send in their 
children’s names. Then, if the children 
have been “good” during the week, their 
names will be read off on the Sunday 
show. The Honor Roll, incidentally, pro- 
vides an excellent mailing list of Fyfe 


juvenile patrons. The style of the show | 


assures the cooperation of parents, 


while the youngsters themselves are in- | 
terested by a variety of program con- | 


tent as well as the Honor Roll listing. 





Store Moves Closer 
To Customers 


PORTLAND, ORE.—Because their store 
at 821 S. W. Morrison Street was in 
what is known as the West Side retail 
shopping section, and their trade for 
the most part has been coming from the 
eastern side of the city, Schoewe’s Shoes 
recently abandoned their former loca- 
tion and have opened a new store at 
3721 S. E. Hawthorne Boulevard. Get- 
ting closer to the customer is impor- 
tant, especially to this business, the 
owners believe, since they cater to ju- 
veniles. Later the store may handle 
men’s shoes, also. 

The firm is a partnership consisting 
of Arthur, Mabel and Betty Lou 
Schoewe. 





Juvenile Shoe Store 
Opened in Mobile 


MosILE, ALA.—Two brothers-in-law, 
Barney O. McNellage and C. F. Roh, 
the former an experienced shoe man, 
the other a graduate of the insurance 
business, are operating Mobile’s only 
juvenile shoe store under the name of 
the Ro-Mac Shoe Store. Mr. McNellage 
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Mr Shoe Admaker.. 


Youve a lot to say to the Trade / 


Get yourself right down there on the 
retail level and give a hand to the 
man on the fitting-stool. He’s in a 
tough spot —- facing a keenly com- 
petitive situation which has many 
perplexing problems. He’s asking 
questions like mad... 


What's gonna happen tomorrow? 
How can I explain these prices? 
Which styles are moving fastest? 
Has your product new features 
worth talking about? Can't you 
give me a lift — with in-stock de- 
partments, promotion helps, mer- 
chandising ideas? Can’t you help 
me sell? 





You've had to answer questions like 
these before. Study any issue of the 
Recorder, and you'll see why retailers 
are hanging on to it like a life-pre- 
server in these troubled times. But 
they need specific information from 
you -— your products, your policies. 
your plans. Give them what they 
need now — down-to-earth copy in 
your Recorder advertising. 


Evergledy in shoes wads 


ecorder 


A Chilton ® Publication 


100 EAST 42nd STREET, NEW YORK 17, N. Y. 





has had 30 years of experience in the in- 
dustry, 29 of which were spent with 
the Imperial Shoe Store in New Orleans. 
Mr. Roh has been in the insurance busi- 
ness about the same length of time. 

The store is the result of a survey 
which convinced both men that a store 
catering to children only would be a 
good investment since Mobile is growing 
fast. The store is located on the main 
street of the city though about three 
blocks from the main business section. 
To compensate, however, there are near- 
by parking facilities for customers and 
the owners of the building in which they 
leased space were cooperative in design- 
ing and decorating to meet the needs 
of the new business. 


Charles T. Harkreader Dies 


St. Louis. — Charles T. Harkreader, 
52, sales rspresentative of the Boyd- 
Welsh Shoe Co., in the Western and 
Central Western territories, died re- 
cently after many years in the shoe 
business. 

A native of Rolla, Mo., Mr. Hark- 
reader came to St. Louis in the early 
1920’s. He had been with Boyd-Welsh 
since 1936 and previously had served 
that company in a sales capacity for a 
period ending in 1931. 

He is survived by his widow, Mrs. 
Ruth MHarkreader; his mother, an 
aunt, and two sisters. Burial was at 
Rolla, Mo. 
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ROMEOS 
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Men’s Leather 





To Retail Profitably at $4.49 


Fine quality, smooth, plump kid leather 
Romeos. Fully formed and lasted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade 
stitch - down factory. Sizes 6 to 12, 
including half-sizes. Fast sellers, with 
substantial mark-up! In stock for 
immediate delivery. 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md 
“* Honest-made Since 1899" 








MEN’S SHOES 





MERICA'S BEST KNOW 
wet: 


Brockton 15. Mas 
New York Offices, 508-510 Marbridge 
New York 1 ew York 


Offices. 40) aA° 


4 
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W.t. Douglas Shoe Co 


Bide 


West Coast Hoos B 


Los Angeles 


dg 
14, California 
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About Shoe People | 


Fred Withers Barr, the adjuster and 
head of stock in the women’s shoe de- 
—— at Halle Bros. Co., Cleveland 

epartment store, is a new member of 

store’s Quarter Century Club, 

having completed 25 years with the firm. 
+ = = 

Charles Masek has been transferred 
from the shoe department in the Spring- 


| field, O., store of Sears Roebuck & Co., 


| Coffin, 


to the Sears—West store in Cleveland, 
where he is division manager. 


“ * * 
= 


In Somersworth, N. H., Miss Rita 
who is associated with her 
father, City Councilman Fred J. Coffin, 
in the retail shoe business in that city, 
recently became the bride of Paul Beau- 


| doin at St. Martin’s Church. 











* * 


Art King has been named buyer for 
the women’s shoe department of Owens 
Inc., Rockford, Ill. He has been asso- 
ciated with Rockford shoe stores for 
several years. 


* tt th 
7 ne nm 


Daniel Caplan and Sam Duga have 
started the Peter Pan Shoe Co. at 4673 
W. Adams Blvd., Los Angeles and are 
making children’s sandals and slippers 
by the California process. 


* st * 
at oo ce 


Cheyenne Shoe Store, 202 West 17th 
St., Cheyenne, Wyo., now owned by Mr. 
and Mrs. Richard Chaney, recently cele- 
brated its 14th anniversary. Mr. Chaney 
was with the store before he joined the 
service and served with the Air Corps 
during World War II. He purchased 
the business from Leo Fox after his 
separation from the service. 


a ’ 


Floyd Snyder and Robert DeLand of 
Laramie, Wyoming, have purchased 
Jack’s Boot Shop at Lander, Wyo., from 
Jack Ehli, and will change the name 
of the business to Western Leather- 
crafters. The firm has worked up a 
sizeable business in manufacturing 
cowboy boots. 


= <= = 


David C. Packard, assistant treasurer 
of the Morley Co., Portsmouth, N. H., 
whose products include shoe fibreboard, 
has been elected president of the Ports- 
mouth Chamber of Commerce. He has 
been serving as acting chairman of the 
chamber since its reorganization several 
months ago. 


The Macon Shoe Company, Macon, 
Georgia, has announced the addition of 
J. Terrell Watson to its organization. 
Mr. Watson has had 18 years’ experi- 
ence in fitting shoes for men, women 
and children. The Macon Shoe Company 
is located at 361 Third Street. 


* = = 


Edward J. Shafer, of Boonville, Ind., 
has just celebrated the completion of 


ly {o 





LADIES’ JODPHURS 








© Elk leather uppers 
© Leather soles & heels 
© Stitchdown construction 
© Fully lined 

© Sizes: 4 to 9 


$3.15 


Style 826 Brown 
?7 Black 












ARNOFF SHOE COMPANY 





his 58rd year with the George J. Roth 
department store in this city. He spent 
it in the way he has for so many years, 
carrying on his duties as manager of 
jthe store’s large shoe department. 
Mr. Shafer started service with the 
store on August 10, 1905. 


s = = 
a = eS 


Lawrence’s Smart Footwear, 323 
Main Street, Sarasota, Fla., is being 
enlarged and remodeled. A men’s shoe 
department is to be added, and consid- 
erably more space devoted to children’s 
shoes. Ralph Lawrence is owner of the 
business. Robert W. Evans, formerly 
with the Endicott-Johnson Corpora- 
tion, will be in charge of the new de- 
partments. 


* tt Y 
ts at 


The Walk-Over Bootery, 822 Frank- 
lin Street, has been remodeled and is 
now once more operating. The propri- 
etor, Rudolph Soloman, who has been 
ill for the past year, has recovered, and 
is again in charge of the business. 


* * * 
= = 3 


Hughes’, one of the leading mercan- 
tile establishments of Union, S. C., has 
opened a men’s shoe department under 
the management of Sam Adams, 


Store Changes Owners 


HILLSDALE, MicH. — Earl Eckert of 
Hillsdale, has sold out his shoe store to 
Weiss Brothers, who operate a chain 
with headquarters in Grand Rapids, 
Mich. 
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SHOE and LEATHER 
DIVISION 


QUOTA $1,350,000 


Lewis R. Golden 


General Chairman 


Contributions from any 
member of the Shoe & 


Leather Industry, of what- 


ever faith, will be deeply 
appreciated. 
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puny WAS A DAY in 1776 when 
our young republic tottered. 
France voted 19 million francs to 
save the light of freedem in the new 
world. 

There was a day in 1782 when 
our newly -born republic needed 
givers. Haym Salomon, at prayer in 
his synagogue in Philadelphia, heard 
the summons. He could have an- 
swered, “No.” He could have said: 
“Sorry, but I sacrificed a fortune to 
the cause of liberty last year.” Haym 
Salomon re-entered the synagogue; 
he entered history, for with the aid of 


You cannot bring back 
... last year’s dead. 


You cannot eat 
... last year’s bread. 


You cannot give 


last year’s basts. 


his fellow-worshippers the sum was 
raised— at once, within the hour. 


Tue ROLL-CALL of history is being 
answered proudly on every ambushed 
road, in every beleaguered village of 
Palestine. The roll-call now sounds 
for the Jews of America also. The 
givers, too, have their part. 

In this historic moment, what will 
you do? . . . So that the homeless can 
be fed and sheltered, so that the 
harried house can be held, so that the 
land of Israel can rise gloriously from 
the long wastes of suffering. 


GREATER BOSTON 


COMBINED JEWISH APPEAL 


for $12,000,000 


to support the nation-wide $250,000,000 
UNITED JEWISH APPEAL 


CAMPAIGN HEADQUARTERS ~- 72 Franklin Street, Boston 10, Mass. 
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CHILDREN’S SHOES 








SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


$2.00 


N/10 days 
F.O.B. N. Y. 






Colors: BROWN or BLACK 
Sizes: 8!/2-12; 12!/-3 
In Stock Immediate Delivery 


Ben Marbach Footwear Co. 


107 West Broadway = New York 13, N.Y. 














CHILDREN’S SHOES 








SMOOTH LEATHER UPPERS 


Non-Marking Flexible 
Rubber Sport Soles 


$2.00 


N/10 days 
F.O.B. N.Y. 





Brown Moccasin, Brown Wing Tip, 
Brown with Brown Alligator Saddle. 
Sizes 814-12; 1234-3 
IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N. Y. 














Buy Savings Bonds 
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Store Will Install New 
Shoe Department 


WICHITA, KAN. — Now entering final 
stages of construction, the 
store here, which will have a new shoe 
department, will be ready sometime 
early this Fall. The store is located at 
the northeast corner of Broadway and 
William Street, with a frontage of 100 
feet on Broadway, and 140 feet on Wil- 
liam. 

A massive modern glass entrance will 
welcome customers into a main floor 
with a ceiling higher than any ever 
built before in this part of the country. 
The floor is of asphalt-tile, and the 
distance from the floor to the softly- 
lighted ceiling is 24 feet and 8 inches. 
Futuristic bleached oak fixtures will 
provide the basis of the interior color 
scheme. 

On the main floor will be stocked 
shoes, hats, sportswear, etc., for the 
men. The mezzanine floor will be de- 
voted to men’s clothing. 

The second floor will feature ladies 
ready-to-wear. Also on this floor will 
be a greatly-expanded boys’ depart- 
ment. 





Department Store Chain 
Adds New Unit 


Hucoton, Kan. — A new department 
store, which handles shoes, has been 
opened here by the W. W. Virtue Com- 
pany, Inc. Bert Frazier, who has been 
associated with the company in Dodge 
City, Kansas, since 1941, is manager. 

The new store is located in a new 
building, with a 60-foot glass front and 
with a depth of 150 feet. The entire 
store is air-conditioned. 

The Virtue company operates a chain 
of stores in Central and Western Kan- 
sas. The original store was established 
at Dodge City in 1932. Other points 
where the firm has established depart- 
ment stores include Hays, Garden City, 
Russell, Pratt, Great Bend, and Lib- 
eral. 





Shoe Man Honored by 
Controllers Institute 


Cotumsus, 0. — C. E. Conaway, au- 
ditor-controller of the Shoe Corporation 
of America, has been elected a director 
of the Columbus Control of the Control- 
lers Institute of America. 

The Controllers Institute of America 
is a national organization with 38 local 
chapters—called Controls—throughout 
the country. Founded in 1931, it now 
has 3,172 individual members. 





New Company Incorporated 


RICHMOND, Va.—The State Corpora- 
tion Commission has issued a charter 
to Ramsey-Stroud Shoe Company, Inc., 
Suffolk, Va., which proposes to deal in 
boots, shoes and other footwear. Maxi- 
mum capital stock was listed at $100,- 
000. T. E. Ramsey is president of the 
new firm, 
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No. 6052 

Brown Elk Boot: 
ak ote h : 
wi we ee 
BCD 8'/2 to 12 


No. 6073 

Same; with 

rubber heel 

BCD 12/4 to 3 

Right and Left Quarter Patterns for 
Better Ankle fit. Write for descriptive 
price list, and availability of franchise. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reade St. New York 7, N. Y. 














PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—i09 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT’S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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News of the NOES and Suppliers 


Son Helps Father 





Cover West Coast 





Los Angeles, Cal.—Harvey, Conn, pictured on the right with his son William A., 
has been a shoe traveler for 35 years, 27 of them with the International Shoe Co. 
Mr. Conn has been selling the Winthrop line since it was first introduced. Young 
Conn., after a hitch in the Navy, joined his father’s profession and is now his assistant, 


helping to cover West Coast territory. 





New Sales Company Formed 
To Distribute Casuals 


New York. — Honeybugs, Inc., a 
sales company formed to distribute the 
slipper lines known as Holiday Casuals 
and Ideal Casuals, in addition to a 
new line of play shoes, has been formed 
here and will soon open offices in the 
Marbridge Building where sales and 
merchandising coordination will be un- 
der the direction of E. N. White, presi- 
dent of both the manufacturing and 
distributing companies, the former with 
factories in New York and New Jersey. 

Another sales office is to be main- 
tained in the Haas Building, Los An- 
geles, in charge of Jack Wayne, at pres- 
ent West Coast representative of the 
lines. 

Casuals and play shoes of both fab- 
ric and leather are currently being 
manufactured. 





Factory ‘Addition Being 


Built by Acme 


CLARKSVILLE, TENN. — To keep pace 
with a greatly increased demand for 
cowboy boots, the Acme Boot Manufac- 
turing Company, Clarksville, announces 
an expansion program which includes 
a new factory building, a new building 
to house cafeteria and recreation hall 
and the additional employment of 150 
workers. 

Sidney Cohn, president, says that the 
new one-story factory addition which 
will be attached to present factory 
buildings, will cost approximately $165, 
000 when completed. It will be almost 
entirely of glass construction, bricks 
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being utilized only in the foundation. 
The building is expected to be completed 
in the early Autumn. 

The addition will be equipped for the 
production of 1,500 pairs of cowboy 
boots per day and will be utilized ex- 
clusively for the manufacturer of chil- 
dren’s, boys’ and girls’ cowboy bonts. 

The cafeteria and recreation hall now 
under construction are across from the 
factory buildings. The cafeteria will be 
geared to serve 600 meals during the 
lunch hour and will be subsidized by 
the company. 

Mr. Cohn announces also that the 
company, anticipating the possibility of 
still further expansion, has purchased 
land extending from the present fac- 
tory site to the next corner. 





Big Sister Styles for 
Small Fry 


New York. — The “littlest girl” can 
now have shoes as highly styled as her 
big sister in a line scientifically de- 
signed to protect babies’ and children’s 
tender feet. Two new models in three 
colors and three leathers have been 
added to the Dr. Posner Ritestart shoes 
for babies, thus presenting, for the first 
time since the war, a completely round- 
ed Ritestart line for tots. 

The models include a Mary Jane 
ankle strap in sizes 3 to 6 in white 
buck, black patent and red elk. The 
second is an instep strap shoe in the 
same colors and size range. For the 
baby girl just learning to walk, both 
these models also come with a flexible 
cemented sole. 


Higham Joins Staff of 
Enna Jettick Shoes 


Cuicaco. — Merrit S. Higham, form- 
erly merchandise manager of shoes for 
The New Boston Store, has been made 
sales representative for Enna Jettick 
Shoes, Inc., for Chicago and the Central 
States territory. 

This territory will be shared with 
Warren D. Patterson, who has been 
with the firm for some time. The Chi- 
cago office was formerly in charge of 
Sam Beeson who has taken over the 
Los Angeles territory for the same 
firm. 





Dickinson to Represent 


Conformal Footwear Co. 


New York, N. Y. — Rex Dickinson, 
who recently joined the International 
Shoe Company as West Coast represen- 
tative for Conformal Footwear Com- 
pany, has concluded a one-week visit to 
this city during which he studied the 













REX DICKINSON 


Conformal sales and promotion methods 
being used in the East. In addition, Mr. 
Dickinson has been making a survey 
of industry conditions for the last six 
months. 

“Selling is at its lowest point now,” 
he concluded. He feels strongly that sell- 
ing techniques will have to be consider- 
ably improved to meet constantly grow- 
ing competition. 

Mr. Dickinson’s headquarters will be 
in Los Angeles. It is his plan to initiate 
an extensive Conformal footwear adver- 
tising and promotion campaign using 
all media on the West Coast. 

He brings to his new position a rich 
and varied experience in the shoe busi- 
ness that extends back to 1910. He has 
been associated with retailers and 
manufacturers in Colorado, Missouri 
and California, and most recently was 
with the Selby Shoe Company for whom 
he did sales promotion work all over 
the United States. 
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Executives Get Together with Dealers 





New York.—Head table at the recent meeting of Selby Shoe Company executives 
and Physical Culture dealers at the Hotel Pierre, New York. Left to right: M. H. Stev- 
ens, vice-president, Selby Shoe Co.; E. B. Terhune, president, Boot and Shoe Record- 
er; George F. Knoche, New York Physical Culture manager; W. O. McCrackens, Physical 
Culture line manager; W. F. Hooley, vice-president, Selby Shoe Co., and W. E. Lawson, 


advertising manager. 





Collingwood Joins Factory 
Staff of Florsheim 


ENpIcoTT, N. Y. — William Colling- 
wood, 2nd, has resigned as manager of 
the Regal Shoe Company plant here to 
become assistant to the general super- 
intendent of the Florsheim Shoe Co., 
Chicago. Joseph A. Ryan, former man- 
ager of the C. B. Slater Co., South 
Braintree, Mass., succeeds Mr. Colling- 
wood as manager of the Regal factory. 

Mr. Collingwood is the son of the 
late Bernard G. Collingwood, who 
founded the Collingwood Shoe Co. in 
1919. The son entered the business in 
1937, becoming vice-president and sales 
manager in 1940 and following the 
death of his father in 1944, president. 
The company was purchased by the 
Regal Shoe Co. in 1947, with Mr. Col- 
lingwood remaining as manager of the 
plant. 





Hilburn to Represent Two 


Divisions of International 


MANCHESTER, N. H.—W. Eugene Hil- 
burn has been appointed to the sales 
organization of the Great Northern 
and Metro-Craft Shoe Companies, it 
was announced recently by A. Saper- 
stone and John W. Lake, sales managers 
of these two branches of the Inter- 
national Shoe Cornpany. 

Mr. Hilburn, a native of Atlanta, Ga., 
will cover the Southeastern territory. 
He has had several years of experience 
in the shoe industry and is well quali- 
fied to represent the company and to 
assist his customers in problems per- 
taining to men’s, boys’, girls’ and 
women’s welt shoes. 





Manufacturer Buys Group 


Insurance for Employes 


CoLtumsus, O.—Prima, Inc., Colum- 
bus shoe manufacturer, has presented 
group insurance policies to 225 em- 
ployes of the firm, with the entire cost 
borne by the company. The policies pro- 
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vide coverage for life, accidental death 
and dismemberment; and sickness and 
accident hospitalization, said Mark B. 
Deitsch, president. The program, in the 
future, also will provide insurance 
coverage for dependents of employes, 
pension plan, bonus and profit-sharing 
system, and a method of progressive 
stock gifts to executives, junior execu- 
tives, salesmen, and supervisors. 





Jones Selling Stetsons 
In Western Territory 


Los ANGELES, CALIF. — Porter Jones 
is now representing the men’s division 
of the Stetson Shoe Company and is 
also carrying Stetson’s Banister and 
M. N. Arnold’s men’s shoes in Cali- 
fornia, Arizona, New Mexico, Utah, 
Nevada, Colorado, and El Paso, Tex. 
He will also continue to sell Taylor- 
Made Shoes in this same territory. 

R. B. “Dusty” Cooper will continue 
to carry the Stetson’s women’s shoes, 
as he has in the past. 





Detachable Shoe Strap 


Now on Market 


New York. — “Anklette,” a detach- 
able shoe strap of bead embroidery, is 
being made by Igmor Corporation of 
New York to match beaded handbags. 

It comes in iridescent blue, bronze or 
gunmetal beads for afternoon wear and 
pearl and rhinestones for more formal 
occasions. It has a satin lining as an 
added protection for hosiery and a 
matching buckle. 





Leather Company Moving 
Main Sales Office 


New York. — The Richard Young 
Company announces that on and after 
October 1, their principal sales office 
will be located at 54 South Street, Bos- 
ton. Their New York sales office will 
continue at 295 Fifth Avenue, New 
York 16, N. Y., and their factory sales 
office at 4 Union Street, Peabody, Mass. 


Two New Men to Sell 
Sundial Line 


MANCHESTER, N. H. — The Sundial 
Shoe Company, division of the Inter- 
national Shoe Company, announces the 
addition to its staff of two men who 
will sell the family line made by this 
company. Frank J. Casey, Jr., of Man- 
chester, has been assigned a territory 
in Central Massachusetts; and Jack 
Akers of Bluefield, Va., will represent 
the company in the western and north- 





FRANK J. CASEY, JR. 


western sections of West Virginia. 

Mr. Casey has been associated with 
the International Shoe Co. through its 
Sundial Division, for over a year. He 
was assigned to this territory recently, 
having completed a period of training 
in all phases of the business as well as 
representing Sundial Hy-Test safety 
shoes in the industrial areas of Rhode 
Island and Connecticut. Mr. Casey was 





JACK AKERS 


graduated from the University of IIli- 
nois with a Bachelor of Arts Degree in 
1939 and continued his studies at the 
Harvard University School of Business 
Administration, specializing in Sales 
Management and Marketing, and grad- 
uating from that institution in 1941. 

Mr. Akers is a graduate of McLain 
Business College, and since his dis- 
charge from the U. S. Navy, has been 
actively engaged in the retail end of 
the shoe business, his experience having 
included selling Sundial shoes for the 
entire family in a new retail Sundial 
agency in Bluefield, the proprietor of 
which is H. T. Akers. 
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ACROBATIC SANDALS 











SIZES 4 to 9 
for adults 
SIZES 9 to 3 
for children 


Also available 


v 
*4CRopr* 
with crepe sole 


JAYRICH FOOTWEAR CO. 
East Lynn, Mass. 
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Xie WE SELL 
© BRANDED 
QUALITY SHOES 4 


BELOW CURRENT PRICES 


M. K. WEIL SHOE CO. = 
é, While in Towa — 3 
Fes "Stoves ma eS 

Los Angeles Office—1005 Haas Bidg. 

New York Office — 855 Marbridge Bldg. 


a) 





SLIPPERS 





DON’T PASS UP EXTRA PROFITS 
...in extra Sizes 


Dressy shoes for Lofty Ladies . .. sizes 9% to 
12, AAAAA to C. Calf, Suede and Patent. 
Not Arch or Corrective, but cement 
construction style shoes. You can carry 
only a skeleton stock and order 
as needed from our in-stock 
department. Immediate delivery. 
Illustrated catalog on req 


auselle 


SHOE COMPANY 
Twelfth at Delmar « St. Lovis, Missouri 
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E. P. Reed Executive 
Honored by School 


ROCHESTER, N. Y.—Guy E. Manley, 
executive vice-president of E. P. Reed & 
Co., shoe manufacturing firm, was hon- 
ored here recently by Rochester Busi- 
ness Institute. 








From left to right at RBI ceremonies: 


| Joseph Myler, secretary-treasurer, Neisner 


Bros. Inc., speaker; Guy E. Manley of E. P. 
Reed & Co., citation recipient; Ernest W. 
Veigel, Jr., RBI president. 


RBI, of which Mr. Manley is an alum- 
nus, each year cites one leader in the 
community for his civic activities and 
business leadership. Mr. Manley rc 
ceived the 1948 citation in ceremonies 
at Monroe High School at which a 
class of 383 was graduated by RBI. 

He received the award from Ernest 


|W. Veigel, Jr., president of RBI. Mr. 


Manley is past president of the Roch- 


| ester Rotary Club, a member of the 





board of managers of the YMCA, a 


member of the Rochester Chamber of | 
Commerce,-the Oak Hill Country Club, | 


a past president of the RBI Alumni As- 
sociation and a member of the RBI 
Board of Directors. 





Shoe Man Heads Drive 


For Travelers’ Aid 


NEw York. — Herbert Posner, of Dr. 
A. Posner Shoes, Incorporated, will 


| serve as chairman of the Boots & Shoes 


division in the 1948 fund drive for the 


| Travelers’ Aid Society of New York. 


Thomas W. Balfe, vice-president and a 
director of National Distillers Products 
Corporation, is general chairman of the 
campaign, which has a goal of $409,000 
and begins in September. 

Mr. Posner will ask for contributions 
from men in his field to support the 
varied activities of the forty-three-year- 
old agency. His committee forms a part 
of the Commerce and Industry Division. 





Factory Expands 


JONESBORO, ARK. — Frolic Footwear, 
Inc., a shoe factory here, is expanding 
its production capacity 25 per cent. 
The factory employs 365 persons and 
produces 3,600 pairs of shoes daily. 
Harry Alberstein is president and 
manager, 


{0 





SLIPPERS 














FOR MEN FOR WOMEN 


THE KING supper 


In 1000 Fine Stores 
Throughout America 


King Slipper Mfg. Co. 


1160 Washington St., Boston, Mass. 











RHINESTONE CREATIONS 











Rhinestone Side Bow 


Imported crystal stones 


background with bow 
clips. 

IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing at o “DOLLAR” 
Rhinestone Creations 


751 N. 39th St. Phila., Pa. 





WORK SHOES 











Men’s Popular Priced Work Shoes 
Men’s Steel Toe Safety Shoes 


Union Made 
GOODWILL SHOE COMPANY 


Holliston, Massachusetts 











EDUCATIONAL 











FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 


Write for Bulletin AT 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 

185 No. Wabash Ave., Chicago 1, Ill. 











y to 





SHOE CLEANERS 


SPEED-AX 
SUEDE BRUSH 















Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. 
Assorted Colors 
In Display Carton 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2611 So. Indiana Ave., Chicago 16, Ill. 














BOWLING OXFORDS 








$ 7.85 
ae 






Especially 
low priced! 


Send for complete catalogue 


Immediate Delivery 


ARNOFF SHOE COMPANY 














Denies Dissolution of 


Wood & Smith Shoe Co. 


AvusBurRN, ME. — Officials of the Wood 
& Smith Shoe Co., local manufacturers 
of infants’, children’s and misses’ shoes, 
recently issued a denial of published re- 
ports that the company had been dis- 
solved. 

This report, the company’s statement 
said, “is erroneous and has caused much 
misunderstanding and no little embar- 
rassment. The company which did dis- 
solve was Wood & Smith, Inc., a holding 
company having no connection whatso- 
ever with Wood & Smith Shoe Co.” 
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New Sales Office Opened 
In New York 


New YorK. — Charles Putterman, 


president of the Putterman Shoe Corpo- 
ration, Brooklyn, and of the Loree 
Footwear Corporation of Rossiter, Pa., 
announces the opening of a joint sales 
office in Room 454, Marbridge Building, 
this city. In charge, in addition to Mr. 
Putterman, is Ely Sag, salesmanager of 
the Loree Footwear Corporation. The 
former company makes a line of wom- 
en’s and misses’ McKays and California 
process shoes; the latter makes women’s 
and children’s California process foot- 
wear. 





Pennsylvania Manufacturer 
Establishes Boston Office 


Lititz, Pa. — Fred J. Zaiss, sales- 
manager of the A. J. Beford Shoe, Inc., 
manufacturers of children’s footwear, 
with factories here and in Kutztown, 
Pa., announces the opening of a branch 
sales office in Room 414 at 210 Lincoln 
Street, Boston. Another sales office is 
in the Marbridge Building, New York. 

In charge of the Boston office is Mur- 
ray Saffron, well known in the juvenile 
shoe division of the industry. He will 
cover the New England states and parts 
of Pennsylvania and New York. 





Friedman-Shelby Salesman 
Opens Detroit Office 


DETROIT. — Herman Meyer, repre- 
sentative of the Friedman-Shelby Shoe 
Company, has opened a new office in 
Room 217 Charlevoix Building, the first 
time this veteran traveler has operated 
a central office here since before the 
war. Schedule calls for open house every 
Monday in the new office and sample 
room. 

Mr. and Mrs. Meyer have just re- 
turned from a vacation at Miami Beach, 
where he reports the shoe business very 
good, with merchants who formerly 
closed at this time of the year now 
keeping open to catch the new Summer 
resort trade. 


H. E. Hougen Now With 
Display Corporation 

Cuicaco. — H. Everett Hougen is 
leaving his post as Detroit manager for 
Esquire Magazine to join the Chicago 
sales staff of Display Corporation, Mil- 
waukee. Prior to Joining Esquire, he 
was associated with MacManus, John & 
Adams, Detroit advertising agency, for 
7 years serving as account executive 
and handling creative and copy assign- 
ments. 

Mr. Hougen’s creative background, 
augmented by Display Corporation’s 
complete design and merchandising ser- 
vice, is now at the disposal of the point 
of sale display buyers in the Chicago 
and St. Louis area. 








BOOKS 








GOOD NEWS!! 
BEEN 






The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 
| BOOT and SHOE 
| RECORDER 100 East 42nd Street 





New York 17, N. Y. 











NESFSA Holds 
First Annual Outing 


ROCHESTER, N. H.—“Have fun” was 
the order of the day at the first annual 
clambake of the New England Shoe 
Foremen and Superintendents’ Associa- 
tien held recently at the Rochester 
Country Club, here. 

President Henry E. Meirs addressed 
the members at the dinner and praised 
the Rochester regional committee for 
their work. Cited were Regional Chiefs 
Jack Coulombe, Nat Spiro, and “Put- 
chie” Barisano. Also praised were 
Harry Neusner and Stanley Halperin. 
New Hampshire regional chiefs who as- 
sisted were Jack Morphy, James W. 
McGinnes, Maxwell White, Isidore 
Baratz, Milton Isenherg. Rudolph Bier- 
inger, Car! “. Johnson, and Joseph 
Mascis. President Meirs promised that 
similar events would be held annually 
with opportunities given to Maine and 
Massachusetts regions. 

An elaborate and strenuous program 


| of athletic contests was a feature. 


Boot and Shoe Recorder 














Mealy 


MAJORETTE BOOTS 














Style No. 3880 

@ White elk leather 
upper 

© Stitchdown construc- 
tion 

© Leather soles 

© Silk tassels 

@ Sizes: 4 to 9 

© Immediate delivery 


$H.25 


IMMEDIATE DELIVERY 














BOOKS 

















3035 3033 
Sill) —— 
ipEAS R ili 
se etal ing | 
. xe Ideas 
MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- 
pedia of practicable, workable ideas for 
the experienced merchant. No theories— 
all tried, true . . . NOT just another shoe 
book, but offers in addition to 138 specific 
shoe promotions, the best ideas from the 
entire retailing field for instant adaptation 
to his particular requirements. 


Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 


Please remit with order. 


4x8 40 Chpt: 
306 vee 3.50 Postpaid 


BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 
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Frank P. Stis Dies 


St. Louis. — Frank J. Stis, 68, a 
leather buyer for Brown Shoe Co., with 
an approximate 50-year association 
with the company, died at his home re- 
cently from a complication of ailments. 

He is survived by his widow, Mrs. 
Cora Stis; and a son, Russell F. Stis. 


September |, 1948 


Wholesale Firm in 
New Office 


PHILADELPHIA.—Leo Schwartz, presi- 
dent of the Globe Shoe Company, whole- 
salers of infants’ and children’s shoes, 
announces the company’s removal to 
new quarters at 44 North Fourth Street. 

The firm specializes in a line of 
popular price infants’ health shoes and 
a general line of children’s stitchdowns, 
as well as men’s and women’s slippers. 

Mr. Schwartz announces also that 
his company recently was appointed 
as distributors and factory representa- 
tives for Universal Shoe Forms. 


Salesmen Study E-J 
Factory Operations 


Enpicott, N. Y. — Sixteen represen- 
tatives of the Lehigh Safety Shoe Co., 
of Allentown, Pa., subsidiary of the En- 
dicott-Johnson Corporation, toured area 
E-J factories recently. Lawrence Merle, 
general sales manager, welcomed the 
group in the sales building. 

The salesmen visited plants engaged 
in the production of safety shoes sold 
by their company. 

Charles F. Johnson, Jr. vice-president 
and general manager, addressed a ban- 
quet for the guests. 








Organizes Firm to Act As 
Tanners’ Representatives 


St. Louis. — J. C. Stroope announces 
his resignation as St. Louis manager 
and sales representative of The Amer- 
ican Oak Leather Company. He has 
organized his own company, J. C. 
Stroope & Co., to act as a tanners’ rep- 
resentative in the St. Louis district, 
and has established offices at 1600 Lo- 
cust Street in the Leather Trades Build- 
ing. He has been with The American 
Oak Leather for the last ten years. 





Louisville Business Tax 
Upheld by Court 


LOUISVILLE, Ky. — The Kentucky 
Court of Appeals has upheld the Louis- 
ville ordinance, placing a one per cent 
tax on business and professions, also on 
payrolls, which became effective July 1, 
and which is designed to raise $3,000,- 
000 a year for city requirements. 

Employers must dednct the one per 
cent from payrolls. All business and 
professional men will have to pay one 
per cent of net earnings. City residents 
working outside the city are not af- 
fected. Outside residents working in the 
city are affected. 

Test suits had been filed, contending 
it was an income tax. The courts ruled 
that it was a license tax. 


New Chain Planned 


FLORENCE, S. C.—A retail shoe chain, 
Triber’s, Inc., with headquarters at 
Florence, has been granted a charter 
by the Secretary of State, listing au- 
thorized capital stock at $20,000. Charlie 
Triber is president. 








CHILDREN’S SHOES 








|| WHILE THEY LAST! 


Smooth Brown or Mlack Elk Uppers. Brown 
Sport Non-Marking Soles and Heels 


In Stock 









36 prs. 
$7.55 — 
F.0.B., N.Y. Sizes: 
8¥2-11 
Net 11¥2-2 

30 days 


1850 
Also Available in Brown Pinched Wing Tips 


POLONER SHOE CO. 


| | 156 Duane Street New York 13, N. Y. 














Retail Shoe Firm 
Adds Two Partners 


DetroIt.—The C and D Shoe Com- 
pany, established at 13215 West Mc- 
Nichols Road two years ago by Paul 
R. Colbert, former shoe traveler, has 
added two new active partners, John 
Kenim, who has been in the shoe busi- 
ness for a number of years, and Alvin 
Loranger who was a silent partner in 
the firm for several months. Howard 
C. Heikka, a former partner, has re- 
tired from active business. 

The partners are starting a major 
expansion program, opening the new 
Jenay Shoe Department in the Jenay 
Dress Shop at 8944 Fenkell Avenue, 
carrying a line of women’s and grow- 
ing girls’ style shoes exclusively. They 
also plan to open at least two other 
stores or shoe departments in the near 
future, according to Mr. Colbert. 





Stores to Remain Open 
Monday Nights 


ROCHESTER, N. Y.—Five shoe stores 
and departments are included in the 
new Clinton Avenue South Merchants’ 
Association which has decided to in- 
augurate Monday night shopping hours. 
They are B. Forman Co., Clark Shoe 
Store, Seneca Bootery, Pidgeon’s, and 
Sanderson Health Shoe. 

The association decided to keep the 
stores open from noon to 9 P.M. on 
Mondays. Morris E. Silver of the Col- 
umbia Music and Appliance Shop, presi- 
dent of the association, said the move 
complies with requests of shoppers and 
is “in line with the action of stores in 
a majority of America’s largest cities.” 

The association’s members have 
places on Clinton between Main and 
Court Streets. 
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SALESMEN WANTED | SALESMEN WANTED 


| 


SALESMEN WANTED 














WANTED: 3 Top Shoe Salesmen 


Capable of earning between five and ten thousand per year with an outstanding 
ideline. Requirements: 

@ now selling non-conflicting shoe lines. 

@ selling to department stores, smal! chains, and independent retailers. 

® covering territories listed below, by car. 
WE MANUFACTURE: infants’, children's, and misses’ two-sole and three-sole stitch- 
down shoes, carried in stock in two widths. Nationally advertised brand. 
WE OFFER: a long line of staples and novelties, with settlement every month on a 
6% commission and guaranteed 100%, delivery. 
WRITE US AT ONCE giving details of your sales background and the lines you are 
now carrying. Please reply even if your present territory is different from list below. 
All correspondence confidential. 
The following territories are now open: 


Arkansas Texas Arizona 
Louisiana Ohio New Mexico 
Oklahoma Nevada Utah 


BERCO SHOE, INC. « P.O. Box 95 « Brockton 26, Mass. 











e You like variety in your daily work instead 
of routine. 


e You like to be on your own — plan your 
own work. 

e You like to travel — to mzke new acquaint- 
ances — to see new places. 


e You prefer a position where earnings can be 
increased in proportion to effort put forth. 


e You are willing to work HARD. 


Then you would like what one of the oldest Manufacturers of Rubber and 
Fabric Footwear has to offer young men between the ages of 25 and 35 
years of age with retail footwear experience as traveling sales representa- 
tives. Write in confidence to: 


Address 717, care Boot & Shoe Recorder, 100 East 42nd Street, N. Y., N. Y. 








LL TERRITORIES OPEN. New 
Velvet Gold Trim Women’s House Slip- 
per. Just out. 
sion. 


corder, 100 East 
a a 


Look ANTED SALESMEN TO SELL 


Terrific Sellers. Good Commis- 
Address #641, care Boot & Shoe Re- 


TO 


WHOLESALE and Jobbers. BABY LEE 
SHOE CO., 3824 Olive Street, St. Louis 8, Mo. 





42nd Street, New York 17, 





ALESMEN WANTED TO HANDLE AS 





SIDELINE Infants’ Hand Lasted first 

walker. Excellent value for Volume Buyers. 

All territories now open. Address all replies to: 

WEE-BONNIE-MOC, 31 School Street, 

ALESMEN FOR VIRGINIA, NORTH Orange, Mass. 
AND SOUTH CAROLINA, also _ for — - — 

Western Pennsylvania, to carry as Side Line OMEN’S HI-STYLE SPORT OX- 
12 Fast Selling Men’; Slippers, also 18 Styles FORDS, Ankle Straps, etc. and Casuals. 





in Fast Young Men’s Shoes. Commission basis. Medium Price Line. Commission basis. Draw- 
Write giving full particulars. Address = 739, ing account will be paid when worth is proven. 
care of Boot & Shoe Recorder, 100 East 42nd Address #723, care Boot & Shoe Recorder, 100 
Street, New York 17, N. Y. East 42nd Street, New York, N. Y. 








SALESMEN WANTED 
If You Have a Following among 
Good Retailers and Department 


Stores in 

CHICAGO 
and live there, we have a Real Op- 
portunity, Providing you are a 
Producer. 
We Manufacture a Popular Price 
Womens’ Line and carry a Substan- 
tial In-Stock. 
Please give us full details in first 
letter, so arrangements can 
made = an interview. 


Address Box 688, care 
BOOT & SHOE RECORDER 





100 East 42nd St., New York 17, N. Y. 











SALESMAN FOR 


1. New York, New Jersey, Penn- 
sylvania. 

2. Midwestern Territory and 
Texas. 

New York Manufacturer of Ladies’ 

Compo and California Shoes, Re- 
i $12.95 and $14.95, is looking 

for Representatives on a Side Line 

basis. 

Excellent contacts with Depart- 

ment Stores and Retailers required. 

Please reply with personal data, 

stating experience and references. 


Address Box 718, ¢/o BOOT & SHOE : \ “a 
100 East 42nd Street, New York, N. 














TWO SALESMEN 


Experienced: to sell quality line 
of orthopedic and semi-orthopedic 
women’s welt shoes. Nationally 
advertised. 


Territories: (1) Ohio, Kentucky, 
West Virginia; (2) Minnesota, 
Iowa, No. Dakota, So Dakota. 


Furnish complete details of 
past experience to 


MR. WHS., ARTHUR ROSENBERG CO. 
570 Seventh Avenue, New York 18 














CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number i is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
No accounts are opened for classified ad- 


tising is payable in advance. Send check or money order with your copy. 
vertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


I> Advertisements for this page must be in our New York Office 10 days preceding publication date =e} 
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SALESMEN WANTED 





SIDE LINE SALESMAN WTD. 











DON’T ANSWER THIS unless you 


Are interested in a permanent connection with an established 


top-grade men’s shoe line. 


Are between 25 and 40 years of age. 
Have a good background selling men’s high grade shoes at 


retail or wholesale. 
Are in good health. 
Have a car or can get one. 


Want to have good earnings and are willing to put forth pro- 
ductive effort commensurate with those earnings. 

Roughly, the area to be covered would include Missouri, Kansas, 
Iowa, Nebraska, Minnesota and the Dakotas. We prefer to hire 
a man who is now living in that section. 

Give full details regarding yourself in your first letter. All replies 


treated in strict confidence. 


Address Box 714, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York, N. Y. 








SHOE SALESMAN 
WANTED 


For Connecticut and adjacent ter- 
ritory. Men’s exclusively. 


Liberal commission and substan- 
tial drawing to the right man. 


GLAZER SHOE CO. 
94 George Street, New Haven, Conn. 


TERRITORIES NOW OPEN 


LUCKY STRIDE now has ex- 
tensive territory in the South, as 
well as Illinois, Wisconsin, and 
Minnesota open for an aggressive 
salesman. Experience and accounts 
in the territory are essential, as 
well as residence in the territory 
to be traveled. Furnish complete 
details in first letter. All replies 
will be held in strictest confidence. 
For further information address: 


LUCKY STRIDE 
Maysville, Kentucky 

















WANTED 


Salesmen to carry manufacturer’s line of 
In-Stock and Make-up novelty women’s 
Sb, pers and lea casuals, nationally ad- 
vertised to retail for from $3.00 to $5.00. 
Territories ope=: 


North and South Carolina 

Georgia, F ag and Alabama 

Virginia, West Virginia and Tennessee 

Southern Ohio and Kentucky 

Indiana 

Minnesota and North Dakota 

Montana. 
This is an excellent companion line to a 
line of better grade women’s street shoes. 


wae qualificati ——y 
Address Box 638, e BOOT & ques ‘5 4 
100 East ‘2nd S Street, New York 

















ATTENTION SHOE SALESMEN 


For fast sales and big profits handle the 
new FOAM RUBBER 
FLEXISOLE INSOLE 





For further information write: Marko 
Sports Service, 6110 Pershing Ave., St. 
Louis 17, Mo. 











ana, 





AP SHOES, AND COMPLETE ALLIED 

LINE. Western, Mid-Western and South- 
ern territories open for men with established 
trade. Excellent — line. Commission. Address 
= 729, care of +t & Shoe — 100 East 
42nd Street, New oY ork 17, N. 





GALESMAN WANTED, WITH GOOD 
FOLLOWING, from Tennessee to Louisi- 
includire Florita. Exclus’ve or side line. 
Women’s Shoes, $13. retailer. Commission. 
basis. Address #747, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 


September |, 1948 





GHOE SALESMAN TO STYLE AND SELL 
LADIES’ Novelty Shoes Retailing from 
$3.95 to $10.95 to V: olume Trade Only. Capacity 
about 1500 pairs per dav. Factory located in 
Central Massachusetts. Write giving past ex- 
periences and qualifications. Will be held in 
strictest confidence. Address #726, care of 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 





SIDELINE SALESMEN WTD. 


ANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
ROWS. desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small tray of terrific 
Metal Ornaments. RHINESTONE REA- 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 








POPULAR PRICED, COMPREHENSIVE 
+ LINE Children’s Pre-Welts and Welts. 
Fill-in Orders Run High. Commission basis. 
Address #722, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





OPPORTUNITY 


Nationally known, prominent manufac- 
turer of outstanding Line of Sandals, 
Casuals and SEppers for Men has opening 
for active Salesmen in the following 
States, to expand and service established 
accounts: Illinois, Michizan, Ohio, Inci- 
ana, Wisconsin, Minnesota, Iowa, North 
and South Dakota, Nebraska, Montana, 


Idaho, Wyoming. Liberal Commission; 
Line nationally advertised. Apply with 
references. 


Address Box 719, ¢/o BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 

















REWARD 


For Salesmen who have room for 
our Juvenile Line with the one they 
now carry. ... We don't say you'll 
“Maxe a Million” if you add our 
Line. . . . But you can do very well 
by yourse!f. . . . Constant Promo- 
tional Advertising in three National 
Magazines catering to your Retailer, 
Flyers, and other Pre-Selling aids 
make your selling job easier. .. . 
An item for each month of the year 
carried In-Stock. . . . Many territo- 
ries open with steady trade already 
there. 


Apply Saies Manager 
SURREY FOOTWEAR, INC. 
143 Duane St., New York City 











GALESM: AN WANTED TO CARRY AT 

TRACTIVE AUSTRALIAN ALL-WOOL 
Quality Felt Slipper. Priced right. All territories 
except Oregon, Washington, Idaho, Iowa, Mis 
souri, Kansas, Nebraska, Colorado, Texas. 
Oklahoma, Illinois. Address #745, care Boot 
sf Shoe. Recorder, 100 East 42nd Street, New 





Side Line Salesmen Wanted 
Experienced Salesmen with following to 
carry Nationally Advertised Line of In- 
fants’ and Children’s and Misses’ Shoes, 
as well as Women’s Casuals and Slippers, 
for the following territories: 


New Jersey 
| me ae 
aryland, Washington, West Virginia 
South Carolina and Geor 
Tennessee, Arkansas and Mississippi 








Michigan 
Illinois 
Ohio 
Commission basis; Drawing account if 
qualified. 
Address Box by wy BOOT gs SHOE Bgoqnece 
100 East 42nd Street, New York, N 
SALESMEN 


Calling on Juvenile Shoe Accounts in the 
States of Arkansas, Georgia, uisiana, 
and Mississippi, to handle sideline of 
Children’s Sandals. is is an excellent 
opportunity to tie up with fine, progres- 
sive, highly regarded Manufacturer. All 
replies keld in s*rict confidence. 

Address Box 744, ¢/e BOOT & SHOE ae 

1221 Leeust Street, St. Louis 3, M 














FOR LEASE 





Busiest Corner in Hartford for Lease 


100% Hartford, 
Cenn., corner of Main and Pratt Streets. 


available in i 
Excellent opportunity for enterprising shoe | 


location 


company. 30 ft. frontage, apprex. 3,000 
sq. ft. Can be divided. Write Mr. Joseph 
Wiegel, Outlet Millinery Co., 6 Pratt St. 





WANTED TO LEASE 





WANTED TO LEASE SHOE DEPART- 
MENT, Ladies’ Apparel or Department 
Store. Experienced operator. Address #724, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New, York, N. Y 
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HELP WANTED 


HELP WANTED 


BUSINESS OPPORTUNITIES 











UNUSUAL OPPORTUNITY 


Manufacturer of Nationally Advertised Line of Moccasins for 


Men and Women has opening for aggressive, seasoned 
SALES MANAGER. 


Address 717, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











POSITION WANTED 


LINE WANTED 





HOE MERCHANDISE MAN AVAIL- 
ABLE, MONTH’S NOTICE. Interested 
only in Medium to Large Volume Department 
Store Operation or Merchandising for Chain. 
Capable of buying or Merchandising all grades 
Women’s Shoes. Address: Box #740, care of 
ee & Shoe Recorder, 1221 Locust Street, 
. Louis, Mo. 





LINE WANTED 


Long experienced Salesman, with 
Outstanding following amongst 
the best Department, Chain and 
Retail stores — Wants to leave 
present position. Territory cover- 
ed: Eastern Seaboard and Penn- 
sylvania. BEST REFERENCES. 
Nationally advertised Brand of 
Children’s Shoes Preferred. 


Address Box 720, ¢/o BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 


ADDITIONAL CAPITAL OF ABOUT 

$30,000. needed to operate Children’s High 
Grade Shoe Factory. Fully equipped, all ready 
set up in every detail. Capacity up to 1,000 to 
12,000 per day. Middle West territory. Present 
owner well established, with good connections 
and reputation. W illing to accept good man as 
partner. Best of references. Address #741, care 
Boot & Shoe ee 100 East 42nd Street, 
New York, N. 





FOR SALE 














GERMAN AGENT AVAILABLE 


Experienced Leather Man Located 
In Frankfort a Main, Germany, is 
desirous of securing Agency for a 
Line of American Sole or Fancy 
Leather. Has splendid record of 
experience and results. Best of ref- 
erences furnished. If Interested 
address: 


Address Box 721, ¢/o BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 

















LINE WANTED 








FACTORY LINES, SUITED Varese 


OU AR WITH A 

PHASES OF SHOE BUSINESS. CON. 

TACTS IRONCLAD. 

Address Box 716, ¢/o BOOT & SHOE . 
100 East 42nd Street, New York, N 














MANUFACTURERS 


West Coast Shoe Travelers Assoclates have capable 
salesmen in their organization to represent your 
company. All territerics Denver West. If you have 
openings in above territories communicate at once 
with our Association. WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, LOS 
ANGELES i4, CALIF. 














ALESMAN, 34 YEARS OLD; Single; Six- 
teen Years’ Experience selling Children’s 
Shoes to Volume Buyers, Chain, Mail Order, 
Wholesale Houses, North, South and Midwest. 
Interested in Representing Well ‘Established 
House. Address #738, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 





EXPERIENCED SHOE MAN, GOOD FOL- 
LOWING, desires Short Line for Depart- 


ment Stores and Retailers, Baltimore — Wash- 
ington area. Address: I. MAYTIN, 3911 Pin- 
kney Road, Baltimore, Maryland or Address 


+736, care Boot & Shoe Recorder, 100 East 
42nd "Street, New York, N. Y. 





EXPERIENCED SALESMAN NOW COV- 

ERING BETTER STORES in Ohio, plus 
the larger cities in Kentucky and Tennessee, 
would like to contact manufacturer of Popular 
Priced Line of Women’s Walking and Semi- 
Dress Shoes, or would be interested in Good 
Line of Juvenile Shoes. Address #734, care 
Boot & —. — 100 East 42nd Street, 
New York, N. 
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HOE SALESMAN, THOROUGHLY EX- 
PERIENCED in all phases of the Shoe 
business seeks position, not retail. Address 
#732, care Boot & ute Recorder, 100 East 
32nd Street, New York, N. Y. 





HOE SALESMAN, THOROUGHLY EX- 

PERIENCED seeks good outside Line. 

Address #731, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





UTSTANDING, RELIABLE MANUFAC- 

TURER’S LINE Women’s Play Shoes by 
well known salesman residing New ‘York City. 
Following in Connecticut, Massachusetts, New 
York City, Pennsylvania, Maryland, Wash- 
ington, D. C. Address #730, care Boot & Shoe 
renter. 100 East 42nd Street, New York, 





oe MEDIUM PRICED CHILD- 

EN’S, Misses’, Growing Girls’ Shoes; 

Also” Youths and Boys’ Established trade 

Maryland, Virginia. Address #728, care Boot 

& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








HOE SALESMAN, WITH FIFTEEN 
YEARS’ EXPERIENCE and Large Met- 
ropolitan Following, looking for live connec- 
tion. Address #746, care Boot & ~~, Re- 
corder, 100 East 42nd Street, New York, N. Y. 





FOR SALE 


One 18-Unit, 2-Conveyor, Pole type Proc- 
tor & Schwartz wet stock tunnel dryer. 
Complete new coils installed recently. 
Excellent working condition. Inquiries 
invi 


Address Box 742, c/o BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








HEALTH — srORs 
Established man AIN 
DOWNTOWN INTERSECTION of one 
of California’s most potential cities; 
90,000 agg six year lease; un- 


believable rent; little or no competition ; 
er retiring; $20,000—$10,000 will 
handle. 


me Box om 708, 9 Sy BOOT & SHOE oe 
id Street, New York, N 











LADIES’ SHOE STORE, WEST TEXAS 
OIL AND AGRICULTURE TOWN, 
15,000 population, carrying Branded Lines; 
Good Lease; Clean Stock and Fixtures. About 
$7,000. will handle. Address #737, care Boot 
3 Shoe. — 100 East 42nd Street, New 
or 





OR SALE: WELL ESTABLISHED FAM- 
ILY SHOE STORE, Located in North- 
ern New Mexico in town of 16,000 population; 
Low rent and Long Term Lease. Annual Sales 
75,000. Reason for Sale is because owner_is 
interested in another business elsewhere. For 
further details and information refer to: Box 
+735, care of Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





XCLUSIVE ORTHOPEDIC SHOE 
STORE FOR SALE, Men’s, Women’s 
and Children’s High Class Shoes. Owner died; 
Widow wishes to sell. Long term Lease; Rea- 
sonable rent; Established 25 years; Heart of 
Hollywood, California. Inventory $15,000. Ref- 
erences required. Address #733, care of Boot 
Shoe. — 100 East 42nd Street, New 
ork, N. 





OR SALE: Wholesale Shoe Business, Paci- 
fic Northwest ; Expanding business; Owner 

has to retire. Address #725, care Boot & Shoe 
Soren. 100 East 42nd Street, New York, 





TTENTION WORN SHOE DEALERS: 

Ladies’ and Men’s Worn Shoes from Bet- 

ter Factories — For Details write to: oO. 
Box 89, Syracuse, New York. 





FOR RENT 





EXCELLENT SHOE STORE LOCATION 
for rent—414 Northampton Street, Easton, 
Pa., adjacent to Fanny Farmer and Women’s 
Wear Chains. JOHN "AVRUTIS. 225 Broad- 
way, New York 7, N. Y. Tel. BArclay 7-3043. 





WANTED TO PURCHASE 





-RAY MACHINE WANTED; In Perfect 

Operating Condition; Must be clean. Ad- 

dress #727, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


Boot and Shoe Recorder 























MERCHANTS’ NEEDS | MERCHANTS’ NEEDS 


JOBS 














All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. SAVE SALES 
sy to Use for all types 
of shoe stretching on men’s 
women’s and children’s 


| Guaranteed for All Time shoes. 
120 N. MAIN st. ALL PURPOSE SHOE STICK CO. rockrorp, intinots 


Mlats 0 Ydeas 


JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 


























WANTED TO PURCHASE WANTED TO PURCHASE 








FOR YOUR 


NEADS MENU Ei Nias f- 













BARIS BUYS for CA 


Quality Shoes for Men, Women e hn 
and Children Short Term Leases Assumed 
Scrupulous Protection fr ur Name and Brand since 1932 


—if you advertise in newspapers 





write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 
e 


2. Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 
World’s largest advertising 
service organization 
342 Madison Ave. 
New York City 























Su 


For displaying more men's shoes. Screws in 
walls - shelving, etc. $3.00 per doz. 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 














WANTED TO PURCHASE 











ae ld are, oe 


ARIS SHOE CO., Inc. 


Tel.: WOrth 2-5180 





TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 








GET TOP VALUE 


In Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 





Telephone WOrth 2-2515 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, IaIc. 
“The House of Jobs”’ 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 

















WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 











MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 
Street New York 7, N. Y 
Telephone: WOrth 2-896! 


76 Reade 











September |, 1948 








Reports Overstock Due 
To Sales Decrease 


Gary, IND.—Lew Warsaw, of the Hy- 
Miller Shoe Store, 526 Broadway, re- 
ports that the Summer season this year 
has been marked by a decrease in sales. 
Consequently, he said recently, the store 
is overstocked with men’s, women’s and 
children’s shoes. 

Instead of the usual Summer clear- 
ance of “odds and ends” at the latter 
part of the Summer, this year the evert 
offered the public a large assortment of 
all sizes and widths in Spring and 
Summer styles. The usual extremely hot 
days and nights have not appeared in 
this area this year. Only a very few 
, have made their appearance and those 
}only to be followed quickly by cool to 
‘cold nights and days. 
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MERCHANTS’ NEEDS 








NEW ADJUSTABLE 
Price ticket 
Pouy Cup 


remains in 

desired posi- , 

tion at all for Price Tickets 
times. 


This is an ex- 
clusive pat- 
ented feature. 


$5 gross 





$2.75 
half gross 
M. D. POLLINGER CO. 


i| 
ST. LOUIS, MO. | 








To Open Family Shoe Store 


SUFFOLK, Va. — T. E. Ramsey, for- 
merly with the Bell-Eason Shoe Co., 
here, announces the organization of the 
Ramsey-Stroud Shoe Co. This new firm 
plans to open a family shoe store here 
the latter part of August. 





Branded Line Franchise 


Given Chicago Store 


Cuicaco.—The Fair Store here has 
been granted the franchise for Enna 
Jettick shoes for the South End of the 
Loop, it has been announced. This fran- 
chise was previously carried by the 
Boston Store, veteran department store, 
which voluntarily went out of business 


Store Names New Shoe Buyer 


IrHaca, N. Y. — Nathan Lebon of 
Philadelphia has been appointed shoe 
buyer at Rothschild Brothers depart- 
ment store, succeeding Paul Leonard. 

Mr. Leonard resigned to become man- 
ager of the shoe department at S. F. 
Iszard Co., Elmira, N. Y. 





New Store Opened 


WILKES-BARRE, Pa. — J. Hudak, who 
recently disposed of the stock of Hu- 
dak’s Shoes, 72 Public Square, to Self 
Service Shoe Stores, has re-entered the 
retail shoe business with a Health Spot 
Shoe Store at 2 South Main Street. Mr. 
Hudak has been identified with the 








“2 ££ 8 
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HOLLAND BLDG. on July 31. Marshall Field & Co., car- 
ries this brand for the North End of Health Spot line in this city for a num- 
| the Loop. ber of years in four locations. 
Your inventory “picture” at a glance, 
with this handy 
—and forms— 
Shows each size and width of each style or stock num- 
ber. Helps you avoid freezing capital in hazard sizes 
and to keep an accurate tab on your best selling 
selections. 
* 
me ever" Red Leatherette Binder—1134” x 1334”... $2.50 
— a , 
== = os = = 100 Daily Sales and Stock Sheets, (Form #100) 
ey See ee ee and 1 Comparison Form #105 3.00 
7 of -jst-ie1- nen a eyo 1 Inventory Pad (100) sheets #106 —............. 0.50 
=! ro baad = ~Ctl=t= (5 pads $2.00) (10 pads $3.50) 
Mee a olcer oe 1 Buying Order Pad (100 sheets—50 orig. 50 
dup.) #107 (5 pads $1.75; 10 pads $3.00)... 0.40 
—_ == = SNnnvenr Master Stock Sheets—Form #103. Fits Binder 
=I ue ~ — i 2 Adaptable for Comparison records, 4c each 
= lablelalale fe "hehe oo et ek 3.50 
~ S}_}-j-|_|_tois pe ee (Sample sheets with guide for use sent on request) 
FOR es eo 
commen ome Sales Record Slips: Form D per pad (100 slips)... 0.25 
: . (100 pads $20.00) 
1 _ = — be? peu Refund Record Slips: 
Tal o_O ‘ccceccee Form E per pad (85 slips) 0.25 
—=l- f= (10 pads $2.10) . 
tie ste iiihaitias Customer Record Cards: Form F, 100.................... 0.75 
a = eek (Size 5” x 3”) (500-$3.50) 1000-$6.00) 
: SS 3 ° 
= : 2 oe Shoe Carton Tickets—Form H—114” x 334” 
———— ane "ee ee ee eh" 2.25 
= =—_ a =<. nan a. 5000 es 10.00 
Telelele le AERP Form H with Simplex Clips 1000 2.0.00... 2.50 
d ine 5000 eshte 9 Sey EST TEE I 11.25 
2: @: : PROFIT CHARTS — (Celluloid Holder — 50c each; an 



































































































































=! of figuring selling prices. 
4 as (50 Charts at $22.50; 100 at $40.00) 
a e —— F Check with order, please, unless C.O.D. Shipment is 
- —Ha =a = preferred. Add 10% of value fo cover shipment if check 
i) ee = accompanies order. 
awe OO oe. 0 EO Pe Sss= 3s 
— a | SS Orders filled for any forms preferred. 
— — ee 
= ={j => kk 
=T-1—)— }|-——] — | & 
4 6 
ri 
L = Mie Merchants Service Dept. 
209 S. State Street, Chicago, II. 
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Boot and Shoe Recorder 
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HERE’S THE SHOE-OF-THE-MONTH 
PROMOTION FOR OCTOBER 


"BORIS" 


ADVERTISED NATIONALLY 





NO OTHER SHOE GIVES YOU ALL THESE CUS- 
TOMER-SATISFYING, MONEY-MAKING FEATURES 


1 Allen Edmonds’ U-Turn Flexibility assures 
matchless comfort. 


2 Allen Edmonds’ special Nailess Osteo-path-ik 


Construction eliminates breaking in. 


3 Allen Edmonds’ unique STOCK PLAN: Cuts in- 
ventory, multiplies turnover, pyramids profits. 


WRITE — WIRE — PHONE FOR 
COMPLETE INFORMATION 


FREE MATS, DISPLAY MATERIAL 


ALLEN EDMONDS « Belgium, Wis 


ce Se to ae Se he a Se Ce Ge 


Rugged, he-man suede beauties... 
smart as next year’s convertible 


Yes, here’s a shoe that has everything! 
Dashing good looks . . . fine, soft leather 


, . . the comfort and ease only U-Turn 
Flexibility can give. Put your feet ina pair 
. . . see what a pleasure they are to walk 
in ... what a pleasure to wear. 


The Boris: Brown Bucko Calf 
$19.95. ($20.45 west of the 
Rockies). Subject to change. 
See Classified Directory for 
Dealer. Or order direct. Send 
fi “The Shoe of 

** Dept. TO-11. 




















INDEX TO ADVERTISERS IN THIS ISSUE 


Adrian, M. B. & Sons, X-Ray Co........... 116 
Allen Edmonds Shoe Corp. .................--.-- 151 
All Purpose Shoe Stick Co. Sean 149 
Amalgamated Leather Cos. ...................... 87 
Asmerican Felt Company ———.._............. 26 
American Hide & Leather te ee 
ner See A NOB: an 85 
weno oeee Ce... 52 


Baris Shoe Co. ...... 
see Ty ee ee 
OS Ce | a ee 

Repeeeraees, Wee OG 14 
ee. a RS RO 
Belleville Shoe Mfg. Co. -..................... 
Broitman-Gafin Shoe Co. : a 
Built-Up Heel Conferance —................ 
Burk Bros., Inc. 
Burns Cuboid Co. ... 
Cambridge Rubber Co. : 
Camitta, Sam & Sons ............. 
Camitta Shoe Co. ........... 
CRM CI ROD, 
Carr-Falflex Corp. ~—..............- 
Colonial Tanning Co. .-.......... 
Combined Jewish Appeal ........................ 
Commonwealth Shoe & Leather C 
Craddock-Terry Shoe Corp. -............. 
Curtis Shoe Co. -... nee 
Dewey & Almy Chemical Ca. ae _Froat. ‘Cover 
Deacon, F.C. ta. ..... 

Douglas, W. L. Shoe Co. 
Remb: Chek Co. <8... 
Eagle-Ottawa Leather Co. .. 
Eaton, Charles A., Co. ...... 
Eddy Shoe Co. he ORR ee eee ee 
Evans, John R., & Co. ee Srakca siooseeeiael 3 
Fleming & Joffe Ck 
Foot Pleasure Shoe Co. ...... 
Foster, W. A., Shoe Co. ..... 
Frankel Plastic Corp. -.......... 














Friedman-Shelby Shoe Co. Sey eee 16 
Functional Furniture @0. _..................... 128 
RN cg a 3 a 134 
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Gallun, 


A. F., & Sons ions cee etait 13 
General Shoe Corp. ....... es 
Gerberich-Payne Shoe Co. 
Gerda Footwear Co. 
Goodwill Shoe Co. 






























Parkhill Shoes Pann ee x eR 
Pilot Shoe Company 

Pollinger, M. D., Co. 
Poloner Shoe Co. 
Potvin, R. J., Shoe Co. _. 








Gotham Shoe Mfg. Co. Prima, Inc. : 115 
Greenebaum, J., ee 2 See aoe ee 65 Qucen Ousttty Shoe Co. ......:............... 101 
Gutmann & Co. BSE ee OER 72 ee eee 12 
Harvey, Thomas B. Sica ae &8 Rhinestone Creations, Inc. ..... Sst 143 
eae: weet gee Cov 45 Richardson, Eugene, & Associates 103 
eS Se ae ae 149 Roger Kent | Ee aaa ee 119 
Holland-Racine Shoes, Inc. ...............-....-- 2 eet soe ae eee Oe 92 
Hubschman, E., & Son, Inc.... on ee ee 149 
Hunter Rubber Co. ........ S & M Chemical Co. 144 
Hussco Shoe Co. ............ SS eee 149 
Jayrich Footwear, Inc. Scholl Mfg. Co., 133 
Jayselle Shoe Co. eee Cn SN Nhe 61 
Juvenile Shoe Corporation| merer ee Selva & Sons ........ 126 
jn ER ee An, 9” een ner eta a sn 62 
King Slipper Mig. > ae Sheridan, L. J., & Co. ....... 124 
Kistler CE 5 ne ae Southeastern Shoe Travele-s As 119 
Ta te. Spiegel-Stanley eerse 136 
Knipe Bros. Sporting Shoe Company ........................28, 29 
Knomark Mfg. Co. ...............- Ye ER Onna) 
Laskin, J., & Sons, Corp. Sundial Shoe Company 120 
Lederer Industries g : 5 Superior Shoe Co. -....... 140 
Lavor, G., & W., Inc. ....... Surpass Leather Co. ee 
Lesa eee mre Ca. 2 Surrey Footwear Co. ............ -94, 135 
cans: Cie | a 5 Tanners Council of Ar a 63 
Malis Leather Co. . SN a A 6 
Marbach, Ben, Shoe Co. .. Thonet Bros., Inc. -.......... 117 
Marks, C. W., Shoe Co. Traesentent Sheade. Co, 109 
Martin, Glen L., Co. -...... Trimfoot Company ............ 27 
cmreneonunes. SA 93 Trostel, Albert, & Sons a 
Merryfeet Footwear, Ire. -...................... 134 Tweedie Footwear Corp. ......0...0............ 46 
Miller, O. A. Treeing Mach. Co. 4 United Last C < = ceo ena 
Mee: Sane Coepany 15 United Shoe Mach. Corp. -.........10, 20, 30, 106 
BE See ORR ee 25 Vaisey Bristol Co. f in te 
Mishawaka Rubber & Woolen Mig. Co. .. 23 Vincent Edwards & Conpeny eek. 149 
Monsee Seater Qe. oo i 90 Vitality Shoe Co. Sa a 1 
Neumann, R., & Co. 81 Wearwell Shoe Company .... 31 
Northwestern Institute of Foot Surgery..... 143 Weil, 143 
Northwestern Leather Co. Trust ._.......... 18, 19 Young, Richard, Co. 22 
Ohio Leather Company .........................-. 96 Ziegel Eisman Co. 2 
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Now! 
Re-Size 


peutomatically! 


Buy ‘em as you sell ’em...get at least 
4 times annual turnover on minimum 
inventory ... with Etonic Big 4 
Dealer Profit Plan! 


os 


” 


Pm 
Me Fo- 


‘You Save Tickets ... 

| packed with every pair of Etonic First-in-Fit 
| Shoes, keep "em in Automatic Re-Size"Box. 
| Each ticket has stock number, size and width. 


‘Mail’em... , 
every week inthis ready-addressed postpaid 
envelope to Eronic’s big In-Stock Depart- 


| ment. 
i 


We Replace... 


your stock direct from the tickets as soon 
as they reach our In-Stock Department. 


We Write Up... 


the order for you, send yeu a duplicate. 


~— 


' 

Back In Stock... 

* on your shelves, in only a few days, are tlie 
numbers you sold! It’s as simple as that! 
We carry your reserve stock... you turn 
your stock 4 or more times a year! 


Get Details of ... 
Automatic Re-Sizing! 
and Big 4 Profit Plan! 


MAIL THIS COUPON TODAY! 


BSSSSSSSSSRSSESEEBESEEBEBeEEE 
CHARLES A. EATON COMPANY 
Brockton 64, Mass. 

Please send me details of the Etonic 
Big 4 Profit Plan and Automatic Re- 

Sizing. 


w 


ore 


ie] 

S 

~ 

° 
Seeeseeeeeaaaaan 


Address prea 
SSeseeeeeeeeeeeaeeeesaeaeueecac 
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ETONIC 


tor Americas best fitted men 


RAYS —styled in the BRITISH MANNER! 


For town-and-country styling in the British manner . . . for 
miles more comfort ...the shoes in the news are Etonic 
RAFS, in 21 different patterns. Whatever your customers pre- 


fer in shoe styles, Etonic makes it . . . in America’s finest fit! 





TRTONIC | 
| Fil n Fe? SMOES,, 


Nationally advertised BOOIMAKERS Sante STS 


in Esquire 











MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASS. Fine Bootmakers Since 1876 


Boot and Shoe Recorder 














hn ANTELOPE 








--- add lustre to your smartest designs 


Use these gleaming patents for whole patterns, 

use them for trim, they'll give your line the elegance that 
characterizes the newest fashions. Colonial Patents are in 
true metallic shades, with a lovely lustre that’s perfect 
with the opulent fabrics of the new season. We'll be 


glad to rush you samples of these precious patents. 


Colonial Tanning Company, Inc. 
BOSTON 11, MASSACHUSETTS 


Colonial’s Metallic Patents make perfectly stunning belts and handbags, too. 





GERBERIGHS 


A FRIEND 1N NEED FOR 


OFFICES: NEW YORK, MAR- 
BRIDGE BUILDING, ROOM 
405 @ LOS ANGELES, 219 
WEST 7th STREET, HAAS 
BUILDING, ROOM 919 ®@ 
PHILADELPHIA, LAFAYETTE 
BUILDING, ROOM 1025 


MASTER 12%-3 


" GERBERICHS 


YOU SELL ALL 


YOUTHS 12'2-3 BOYS 1.6 BIG BOYS 62-11 


Te amazing increase in our population which occurred during and shortly after the 
war-years means that for some time to come any real increase in the sale of children’s 
shoes must lie preponderantly in the smaller size runs. In fact, it falls right into the 
small fry, Youths 1212-3 size run, so often passed over by retailers and manufacturers 
as “nuisance business.” This run, while short in actual sizes, is long in numbers of 
custemers and deserves lasts and styles all its own. It means more sales now and the 
assurance of steady business later when these small youngsters graduate in Boys and 
Big Boys sizes. 


GERBERICH - 
PAYNE SHOE CO. seoe.or- mere 


HOW'S YOUR B.S.B. » REMEMBER IT’S YOUR F.M.B. * ASK YOUR GERBERICH SALESMAN 








